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A pair of baby shoes so hard and stiff “s 
that they rub young toes and heels ., . that 
allow no 160m for growth and developmen are cer- 
tainly high priced. 
A shoe that has been worn and shaped by another child 
. that hos been outgrown, yet continues fo be worn, 
can a cout most of all, 
A shoe that has been improperly fitted, or sold win being 
fitted to the foot is a costly shead) 
The cost of baby’s shoes can be measured se ” 
doctor's bills\over a period of many yeors, AND . 
future lost sales for your store. _ * 

There are many things that contribute 'to the high price 
of a pair of shoes. But the shoe that builds price- 
less customer good will, that leads to sgle-after- 
sale is the least bc pamaive shoe that om can 

feature yeerjotser-year. : 
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Fashion's most favored leather in fashion’s authoritative colours. 


Ilustrated: the Alexis pump by Clark Shoe Company, Auburn, Maine... 


in Hubschman’s “3315 Rattan... also in “507 Flight Blue and 516 Basque Red 


— HUBSCHMAN & SONS INC, PHILADELPHIA 23 FASHION OFFICE: EMPIRE STATE BUILDING, NEW YORK 1 
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FOR CHILDREN, MISSES AND SENIOR MISSES 
oy 
bd 
Ki 
6030 IN STOCK 4 
Patent leather one strap 
with ornament on vamp 442 IN STOCK 
81, 10 12 ABCD Black two eyelet 
121, to 3 ABCD 

plug oxford 

. 8'/, to 12 BCDE 
j 12'4 to 3 BCDE 
ALSO IN STOCK IN BROWN #406 

8'/, to 12 BCDE 

i 12', to 3 BCDE 


Join the swing to Kalisteniks! Quality 


craftsmanship in every pair means more sales for you. 





Kalisteniks are a Capital asset in any store. 


THE GILBERT SHOE CO., «© THIENSVILLE, WISCONSIN 
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ARE YOU “UP THE CREEK”’ 
WITH THE WRONG LINE? 


R isking the hazards of uncharted waters may be all right for foolhardy adventurers, but such practices 
are not necessary in the retail shoe business. Dealers who stock the American Juniors line won't find 


themselves marooned in the sleepy lagoon of slow-moving numbers! Here’s why: 





It’s a com plete line — from tots through teens. 


It's a popular line — because American Juniors’ 
e 


advanced styling sets the children’s fashion vogue. 


They sell faster because they fit better, wear better, ‘Fi : Surors 


look better. owe 
> 


(PARENTS) 
No. “e “4 


Most important to you — we have the FASTEST . . 
/ — Nationally Advertised 
IN-STOCK SERVICE in the children’s shoe business . . . 





“orders received today — SHIPPED TODAY!” 


suggested retail for most styles 
Write or wire. Our salesman will call $5 50 , $69 
Oo 


with our complete sample line and our promotional plan. A few styles slightly higher 


AMERICAN JUNIORS SHOE CO., INC. 
ONE ISLAND STREET, LAWRENCE, MASS. 


Division: Consolidated Notional Shoe Corp 
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Sunland's 2 most 
important colors 
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KID, CABRETTA, 
CLOVER CALF & KIP 


and also in White, 


TAN-ART SUEDE 
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7 _-S& \For sHoes 


WHITE Surest selling, warm 


weather shoe-stock a retailer can 
have. 


WHUTB Never more solidly 


endorsed by all who know fashion. 


WHUT EB Morning through 


night, wherever there’s summer sun. 


WUT 2 LEVOR’S is always 


first choice. Prime stock, tanned by 
specialists. Outsells the field. Has 
much more without premium in 
price. 
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——— Big Tile yy 


» FO boos his sales... 


~ GREATEST 





NEOLITE advertising is the greatest, 
most powerful, most persistent the shoe 
industry has ever seen! In 1957 
NEOLITE advertising will run in 

all the publications shown here— big 
national magazines, fashion magazines, 
Sunday newspaper supplements! 


Plus TELEVISION 
Special announcements on the 
GOODYEAR TV PLAYHOUSE 


Sunday, 9-10 P. M., EST, NBC Network 
One of America's top-notch TV shows... 





be sure to see it! 
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? When they’re paired-up* 
they step-up sales! 


* 
YOUR BRAND 
SHOES 


ea 
> 44> 


NEOUTE WILL RUN 
THE SHOE INDUSTRYS 
AD CAMPAIGN INV Io/! 


It’s true—this year, as in years past, NEOLITE will have the most 

spectacular advertising program in the shoe industry! And you can 

make that advertising work for you! How? Simply by detailing If 6S 
NEOLITE on every shoe line you want to build into a bigger seller. 1) On * 
There’s your BIG IDEA for 1957! 


NEOLITE Quality ... plus NEOLITE Reputation, plus NEOLITE Mw EO Li i E 
Advertising . . . plus the popularity of your own brands add up to a 
tremendous sales-building combination! Leading shoe retailers sOQ LES 


find that the NEOLITE name works hard and effectively to boost 


sales of their best-selling brands. Whether you sell men’s, women’s MADE ONLY BY 
or children’s shoes—or all three categories— you, too, will find 


it profitable to “pair-up’”’ with the name and fame of NEORITE! GOODSYEA ize 


Get all the facts from your Goodyear Representative. Or, if you 
prefer, write to Goodyear, Shoe Products Division, Akron 16, Ohio. SHE GOODYEAR Vind © eUSSER COMPARY, AKRON, ONO 


* 
NEOLITE 
all 
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“and they're sewn with nylon... 
the strongest thread used in shoes!” 


A customer can ask a heap of questions about a pair of 
shoes. He looks for assurance —even beyond an accepted 
brand name —that the shoes he buys will wear well .. . 
last long. ‘That’s why there’s a real sales advantage in 
being able to tell him the shoes you sell are sewn with 
nylon thread 

Everyone knows that nylon stands for strength, qual- 
ity and durability. It’s proof of extra value that helps 
you make more sales. Best of all, nylon also keeps cus- 
tomers sold—helps you make more repeat sales. Find 
out if the shoes you sell are stitched with nylon thread, 
so you can take advantage of this extra sales feature. 


Remember, too, that thread of Du Pont ‘‘Dacron’’* 
polyester fiber is used in many quality lines of work 
shoes because it gives extra resistance to abrasion and 
chemicals. 

Du Pont makes the nylon fiber used by other manu- 
facturers in producing thread. 


*“Dacron” is Du Pont’s registered trademark for its polyester fiber 


BETTER THINGS FOR BETTER THROUGH CHEMISTRY 


NYLON SEWING THREAD — Extra strong... keeps down returns 
... resistant to abrasion...gives shoes neater seams 


VISIT THE DU PONT EXHIBIT IN PARLOR J AT THE N.S.M.A. CONVENTION 
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> COMFORT 


is not all in mattresses! 


Pick up any customer survey on the reasons women buy shoes, and you'll see that 


time after time, women interviewed mention COMFORT as being of major importance 
And COMFORT, by any name, spells BIG PROFITS when you promote ENNA JETTICK 
INNA JETTICKS are light, they’re soft, they're cushiony, and their comfort 


endures not only from morning to night, but for the life of the shoe 


That’s why ENNA JETTICK dealers are so eminently successful. They not only can 
promote ENNA JETTICKS soft, feminine styling, but they ean put 
INNA JETTICKS to the supreme selling test ... how they feel on the customer's foot 


. and know that their comfort will bring her back time after time to their store 


If you’re not making the big money in COMFORT, Why not switeh to ENNA Jerricks! 


nnd Jott 


The Shoes You love To Live in 


$Q9 $1 ()% 


Some Style » $11.95 


DUNN AND McCARTHY, INC., Auburn, N.Y. 
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PEEK: A: BOOT 


A these features made 
possible by a new method 
of production that gives 


PEEK*A-BOOT 
FIT + FORM - FASHION 
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Call your local jobber or write 


a # qgeEK Me BOooT spc? 


1604 So. Flower Street, Los Angeles.15, Calif. « Warehouses: New York City and Chicago 
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juvenile shoes you 


not getting all of the 
CHILD LIFE guccesstully enforces prices 
and trading 


rading area, 
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With apologies to Rudyard Kipling and due ac- 
knowledgment to our friends, the Valley Na- 
tional Bank of Arizona, whose monthly bulletin 

“ARIZONA PROGRESS” usually has a sugar- 
coated “soliloquy” that gives us a chuckle and a 
lift... that we like to pass on to you. 


“_ 


“If you can keep your head when all around you 
Are losing theirs on gambles left and right, 

But making gobs of money in the process; 

You start to wonder if you’re very bright. 


“If you had only bought that stock at twenty, 
Now selling at a cool two hundred five, 
You'd really be on easy street, forever, 
Instead of struggling just to keep alive. 


“If you had kept that farm your father left you, 
Where now a fancy supermarket stands, 

You'd never have to skimp to buy the groc’ries; 
You'd have a good sized fortune on your hands. 


“If you had bet that long shot at the races, 
Which came in paying thirty-five to one, 

You could have put an end to monthly payments 
And thumbed your nose at every nasty dun. 


“If you had sought uranium in the mountains 
Instead of hunting hapless ducks and deer; 

; & Who knows, today you might have many millions 
And not be sobbing sadly in your beer . . 


“If you can dream of all those missed bonanzas, 
The Might-Have Beens that you will always flub, 
Yet not “comple tely lose your marbles, brother, 
Then welcome to the Second Guessers’ Club.” 


At that, you can wear your Second Guessers’ Club 
pin proudly if you apply unto tomorrow’s prob- 
lems those lessons which you have learned today. 


~ blisher 
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These Shoes 
25 make NEWS! 


New Youth Styles 
in our 
Senior Line. 





The one... a “step in” 
on a new last 
that really hugs the heel! 
The other 
a raglan nose 


3-eyelet oxford 









with a custom look and 
as English as Bond Street! 


Both are 





slipper light 
— a and flexible 
as a salesman’s 


expense account! 


JUMPING“ JACKS” 


America’s Finest Fitting Shoes 
For Children 


AISEY.- BRISTOL SHOE COMPANY 
no OR sty Mo. 


V, 





) 


New Castle Division 





Every eye of the stander-by focuses on... 
PINTO BLUE* 
A singing color, Pinto Blue solos betwitchingly, 
duets with patent 
trios with red and white. 


*in Vodelle as well 


Standard Division Sterling Division 
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NOW READY... 


B.EGoodrich 


Waterproof Footwear 


cor 1957 


@ A complete line with new Fashion Styling 
@ Special Construction Details and Features 
@ Built-in Economical Wear 


@ Designed to meet all consumer needs 


FEATURING SUCH FAMOUS NAMES AS: 


RRainstens Krnoseal 


Litentuf SUBZERO 


BEGoodrich Footwear Company 


a division of The B. F. Goodrich Company 


WATERTOWN, MASS. 
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THERE’S NO BUSINESS 


LIKE BUSINESS! 


= 


~S 


With Litthe Yankees you can get litthe customers 
young and bring them up right! Start them in 
the famous “learning-to-walk” series and they'll 
be your customers thru the growing years for 
Little Yankee Shoes! 


hor full details, plus display and direct-mail 
material, call your salesman, or contact 


us, LODAY! 


THE YANKEE SHOEMAKERS, Div. of Sam Smith Shoe Corp., Newmarket, New Hampshire 
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really going to town! 


The smartest shoes of the season... 
the softest leathers ... the most wanted colors... 
at the most moderate prices! 


romance 


Viner Bros., Inc. robin 
Bangor, Maine 


AT BETTER STORES EVERYWHERE 


This ad appears in the March issue of MADEMOISELLE 2... another in-a series of VINER full pag 
color advertisements appearing in GLAMOUR, CLIARM, MADEMOISELELE: this season 





Biltrite Indu trial Soles 


also available in 


Sure ate p Ne oprene 


Saf-T-Cel Neoprene 


Revolutionary sole made with 


NEOPRENE plus NYLON CORD | 


Exclusive! 


BILTRITE SURESTEP 
NYLON CORD 
NEOPRENE SOLES 


Dupont Nylon Cord — the same nylon cord used in premium 
auto tires gives these slip-resistant neoprene safety soles all 
these advantages: 
® Far more rugged wear 
® Greater abrasion resistance 
® Extra resistance to oil, grease, 
acids and chemicals 


Comfortable resilience and flexibility 


World’s largest producer of shoe soling materials 


BILTRIT 


MEELS AND SOLES 








Biltrite Industrial Soles 


also available in 


Super Lite Cork 
Nulon Cord Ne oprene 


Saf-T-Cel Neoprene 


Surestep Neoprene 


The one Neoprene Cork Sole that ) 
does not compromise wear for weight: 


BILTRITE SAF-1-STEP 
NEOPRENE 
CORK SOLES 


Expressly compounded to meet both the demand for lighter 


weight and the need for longer wear. 


} 


Re sist oul, grease chemicals and acid 


Resilte nt, fl xibli , long wedi ing 


Special high grade lighter weight compound 


Styled for modern industrial use 


World's largest producer of shoe soling materials 


BILTRITE 


HEELS AND SOLES 





DISTINCTION AFOOT 


an Leathe! 


The well-dressed man unerringly chooses the best—/eather 
He appreciates the authenticity of leather...the dignity and 
quiet elegance it gives his appearance. He proves it with 
these fine shoes made by Plymouth... featuring Rueping’s 
TOMAHAWK leather, noted for its smooth, lustrous finish and rich 


character...a leather for true distinction afoot. 


SHOES: Style No. 1015 
Plymouth Shoe Company 
Middleboro, Mass 


LEATHER: Rueping's 
TOMAHAWK KIP 
No. 90 Black 


STYLE SHOES | 








Backed by t 


RUEPING a 
ne leather fot ime tedef- 


FRED RUEPING LEATHER CO., FOND DU LAC, WISCONSIN, U.S.A. 
































Predicts Good Business Gains in 1957 





Harry Edison, President of Edison Brothers Stores, Warns, 
However, Against Passing Cost Increases on to Consumers 


Sr. Lours — “As I view it,” said 
Harry Edison in a year-end statement, 
“business during 1957 should thrive in 
a healthier economic climate than pre- 
vailed in 1956.” Mr. Edison is presi- 
dent of Edison Brothers Stores, Inc. 
“Retail business,” he continued, “was 
retarded somewhat during the first six 
months of 1956 by unseasonable 
weather and an early Easter; it also 
had to weather the storm of a national 
election during the last six months. 
In spite of the foregoing, our own 
company sales climbed to an all-time 
high, approximating 91 million dollars. 
Increased population will require step- 
ping up shoe production to a greater 
degree than last year. 

“IT am now more optimistic in proph- 
esying the business outlook for 1957 
than I was in evaluating the factors 
underlying business for 1956. To me, 
the business outlook for 1957 is de- 
cidedly favorable because the under- 
lying factors which have supported 
our nation’s economy during 1956 could 
well change for the better during 1957. 

“Here are the factors on which I 
base my optimism for a good business 
year. We are out of the political 
storm and our people have overwhelm- 
ingly registered their confidence in 
President Eisenhower. He has proven 
to all nations of the world that he is 
a champion of world peace. He has 
dedicated himself to the preservation 
of world peace. This inspires every 
American and gives a ray of hope to 
all peoples of the world that war is 
not at all inevitable. To me this is a 
most cherished beginning for the new 
year inasmuch as we know that the 
balance of world peace at this hour 
hangs on a very thin thread. 

“Our government has already stated 
that the spendable defense budget for 
1957 has been increased over and 
above the billions that were spent for 
defense last year. Other factors which 
should make for good business is that 
state and local spending for roads, 
schools and other public works will be 
in an upward trend. Business and in- 
dustrial expansion, new housing proj- 
ects and many other types of construc- 
tion will also go forward in spite of 
tight money. I feel there will always 
be an ample supply of money avail- 
able for responsible and capable man- 
agement who find it necessary to bor- 
row for sound purposes. Interest 
charges on loans should be at rates 
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both fair to the borrower and the 
lender. 

“Consumer incomes will rise since 
employment will continue on a high 
plateau. Wages and rates of pay will 
be on somewhat higher levels. Banks, 
loan associations and savings societies, 
now offering higher interest rates, will 
encourage public savings all of which 





HARRY EDISON 


adds up to spending money being made 
available in the pockets of our consum 
ers. Our population will continue to 
increase. Our citizens enjoy the high 
est standard of living of any nation on 
earth. 

“We must, however, guard against 
the danger of continuing to pass on 
high manufacturing cost and increased 
wages to consumers by markup price 
tags on commodities and essential con- 
sumer needs. There is a_ breaking 
point in such a procedure which in it- 
self could well cause a serious price 

[TURN TO PAGE 24, PLEASE] 





How Old Is Your Company? 


To all Retailers, Wholesalers, Shoe 
Manufacturers, Leather Companies, Al- 
lied Industries serving the shoe field: 

Is your company 75 years old or 
older lestablished in 1882 or before)? 

For the Honor Roll of old established 
companies in or serving the industry to 
appear in the 75th Anniversary Issue 
of BOOT AND SHOE RECORDER, mail a 
brief history of the company to 

E. B. Terhune, Jr., Publisher 

BOOT AND SHOE RECORDER 

Chestnut & 56th Sts. 

Philadelphia 39, Pa. 











Dewey and Almy Names Mears 


To Head Central Services 


CAMBRIDGE, MAss.—The Dewey and 
Almy Chemical Company Division of 
W. R. Grace & Co. has announced the 
appointment of Edward L. Mears a 
manager of the firm’s central services 
division. 

He will be in charge of industrial 
relations, public relations, advertising, 
purchasing and market research. Most 
recently manufacturing manager of the 
container and chemical specialties divi 
sion, Mr. Mears has been with Dewey 
and Almy since his graduation from 
the Massachusetts Institute of Technol 
ogy in 1930. 

Dewey and Almy manufactures 
chemical products “keyed to basic 
human needs,” including container seal 
ing compounds, synthetic resin emul 
ions and other organic chemicals, con 
crete air entraining agents, masonry 
water repellents, meteorological bal 
loons, shoe products, battery separa 
tors, and textile print blankets 


Spring Shoe Supplement 
To Help Shoe Sales 

New York A special newspaper 
supplement titled “Spring Fashion 
Afoot,” covering shoe fashions for men 
women and children and comprising 
news features, pictures and advertising 
elements, will be available soon to all 
newspapers for use this coming spring 

The supplement is being prepared by 
Leather Industries of America and wil! 
be distributed through Metro Associ 
ated Services, Inc., in response to the 
many requests for such material r 
ceived from newspapers § acros the 
country. More than 700 newspaper 
participated last spring in running thi 
pecial shoe and accessory supplement 

The new and improved supplement 
for Spring ’57, from which special see 
tions or run-of-the-paper features may 
be developed, will cover all fashion and 
news highlights in exclusive stores and 
pictures and will serve as the frame 
work for local shoe advertising 

Mats of fashion photos and ad el 
ments reproduced in the supplement 
will be sent to newspapers free upon 
request. The cover design of the supple 
ment will be planned to serve also as a 
window or counter display for loca 
retail stores participating in the 
promotion, 

The supplement is expected to be 
available for distribution before Feb 
ruary 1, for use by newspapers there 
after 


Son Succeeds Father as A. E. Nettleton President 


- At the annual 
Nettleton Co., held in 
offices here, Henry W. 
president, was elected 
His son, Rob 
Cook, former vice-president, was 
Robert S. Mer 
ecretary-treasurer. 
directors elected: 


SYRACUSE, N. Y. 
meeting of A. E 
the company 
Cook, retiring 
chairman of the board. 
ert 
elected president; and 
rill was re-elected 


Four new were 


Left, Henry W. Cook, who has become 
chairman of the board of A. E. Nettle- 
ton Co. after having served as presi- 
dent since 1921. Right, Robert $. Cook, 
who succeeds his father as president. 


A. B. Merrill, chairman of the board, 
First Trust and Deposit Co., Syracuse; 
Warren J. Reardon, president, Daniel 
Green Co., Dolgeville, N. Y.; E. Win- 
president, E. W. Ed 
Syracuse and Rochester; 
Bond, Schoeneck & 
The three officers, 
were re-elected to 


ton Rodormer, 
vards & Son, 
iH iH Cannon, 
Syracuse 
viously named, 
board 
Henry W 
iin, has been as 
for 52 


general 


chair 
with Nettle 
joined the 
1904. In 
and has 


Cook, board 
ociated 
having 
manager in 
ident 
time. 


new 


years, 
firm a 
elec ted 
since that 


1921 he wa 
held that post 
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Now in his eighty-fourth year, Mr. 
Cook is considered the dean of fine 
hoe America. He is be 
eved to be the oldest active 
manufacturer today. Mr. Cook learned 
t-hand in his father’s 
Mass., which he 
1892 after attending Am 
the first World War 
served on the War Board as 
of the Shoe & Leather Divi- 
on Later, in 1927-1929, he 
the shoe industry as president of the 
National Shoe Manufacturers Asso- 
ciation. As board chairman, Mr. 
active interest at 
his 


making in 
shoe 


making fir 


Whitman, 


hoe 
factory in 
entered in 
herst During 
My Cook 
a member 
served 


Cook 
vill continue hi 
Nettleton drawing upon years of 
experience in an advisory capacity. 
Robert S. Cook joined Nettleton in 
1929 after graduating from Yale Uni 
Since that time he has served 
of production and 
himself with 


versity 
variety 
post familiarizing 
company’s operation. In 1943 he 
elected vice-president in charge of 
sales. He has also served as executive 
tant to his father. In assuming 
the presidency of Nettleton, Mr. Cook 
brings with him twenty-seven years of 
experience in the making and market 
ing of fine footwear. 

Mr 


sales 
the 
was 


in a 


ass! 


Cook is active in civic and busi 


the 
Associa 


affairs. He is a director of 
National Shoe Manufacturers 
tion, the Council of Social Agencies of 
Syracuse, and the Syracuse Club. 
He is also a trustee of Wells College, 
Aurora, N. Y. 

A. E. Nettleton Co., one of the old- 
est manufacturing firms in the city of 
Syracuse, was founded in 1879. It is 
locally owned and employs about four 
hundred. Nettleton makes fine quality 
men’s shoes that are nationally known. 
Forty-one company - owned retail out- 
lets are distributed across the country 
including the Pacific Coast. 


ness 


s0y’'s 


Algonquin and Loafer are among the 
well-known registered trade names of 
the company. 


Record Net Sales Reported 
By Craddock-Terry 

LYNCHBURG, VA.—Net of the 
Craddock-Terry Shoe Corporation for 
the fiscal year ended December 1, 1956, 
were $28,772,448.54, the highest in the 
history of the company. This 
of $1,639,079.90, or 


sales 


Was an 


increase 6.04 per 
cent, over fiscal 1955. 

covering 
the 


said 


In his report to stockholder 
1956 operations, the president of 
Percy N. Burton, 
that “net for thi 
year, after providing for federal and 
taxes of $1,028,746.07, 
$900,811.67, or 3.13 


for 


corporation, 
furthermore income 
tate income 
amounted to 
cent of net the 
previous year, for 
federal and state income taxes of $926, 
787.21, $770,734.27, vl 
2.84 per After pay 
ment of dividends on company’ 
5 per cent preferred the net in 
come was equal to $4.15 per share of 
stock as compared with $3.48 
per common share for the year 1955 
Net income after taxes showed an in- 
crease of $130,077.40, or 16.9 per cent, 

“The net worth was increased from 
$7,745,960.65 to $8,373,449.56, resulting 
in an increase in book value of the com 
from $30.71 to 


per 


ale Net income 


after providing 
amounted to 
cent of net sales. 
the 


stock, 


common 


pany’s common stock 
$34.07 per share. 

“Customer accounts and notes receiv- 
reserve, are $4,105,182.04, as 
compared with $3,384,904.43 a year 
ago. Credit losses were again extremely 
small, 


able, less 


valued conserva- 
tively at the lower of cost or market. 

“Our and promotional 
program has been accelerated and the 
increasing acceptance of brand 
names is gratifying. Constant 
effort is being made to assist our cus 
tomers in merchandising and promot 


“Inventories are 
advertising 


our 
most 


ing our lines. 
“Bookings on our spring lines for 
1957 have satisfactory, and we 
expect good business for the first half 
of the year. Conditions in the shoe in- 
dustry look reasonably favorable and 
we believe that 1957 should show some 
improvement 1956.” 


been 


over 


New Name Is Adopted by 
Chicago Shoe Travelers 

CHICAGO — The former Shoe Trav 
elers’ Association of Chicago is now 
known as the Mid-West Shoe Travelers’ 
Association. Announcement of the 
adoption of the new name was made 
at the annual meeting. 

New officers were also elected at 
that time. Nei] K. Shepard is the new 
president. He served as_ secretary 
treasurer during 1956. Dick Meech is 
vice-president and Joe Morelli is secre- 
tary-treasurer. The new directors 
Maurice Bauer, Otto Dumke, Bill 
Stamm, Ira Mack, Norman Canty, 
Robert Newell and Julian Chapman. 

The new name of the association is 
considered to be more in keeping with 
the type of service rendered. Members 
travel the surrounding rather 
than just Chicago, it was pointed out. 
Also, retailers attending the shoe shows 
are drawn from a large area outside 
of Chicago. This includes a large part 
of Illinois, Indiana, Wisconsin and 
parts of southern Michigan. Hence it 
is a regional rather than a city organi 
zation. The organization stil] operates 
under its original charter. 

Names of the regional 
ulso been changed to “market 
next show will be known as the 
mer Shoe Market and will be 
February 10 through the 13th at 
Morrison Hotel. There will be a 
tail party and buffet dinner on Sunday, 
the 


are 


states 


have 
The 
Sum- 
held 
the 


cock 


shows 


opening day. 
Plans for 
retailers and expanding the exhibitor 
list discussed at the 
luncheon. Prizes for retailers, 
panel programs and 
were announced as feature 
markets. 


increasing attendance of 
annual 
more 


guest 


were 


mailings, 
peaker 
of future 


Resigns As Vice-President 
Of J. Edwards & Co. 
Pa.—H. C. 
announced his resignation as vice-presi- 
dent of J. Edwards & Company, well- 


BETHLEHEM, Levy has 


manufacturer of 
children’s and his resignation, 
ulso, as president of Dale Footwear, 
Inc., Coopersburg, Pa., also a children’s 
hoe firm. 


known Philadelphia 


shoes, 


In the future, he said, he will confine 
his activities to sharing the 
ment of Bartley, Inc. with George 
Haddad. Of this firm, which manu- 
facturers infants’, children’s and 
misses’ cements, Mr. Haddad is presi- 
dent and Mr. Levy is vice-president. 
The Bartley company has head- 
juarters here in Bethlehem. 

Mr. Levy has long been an active 
figure in the shoe industry and fer the 
last three years has been chairman of 
the technical on children’s 
shoes at the annual Factory Manage- 
ment Conference sponsored by the Na- 
tional Shoe Manufacturers Association. 
He organized Dale Footwear in 1946 
soon after receiving an honorable dis- 
charge from the armed forces. 


manage 


its 


sessions 
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New YorkK—The ninth annual Fac- 
tory Management Conference in Cin- 
cinnati, February 16-19, 1957, is cer- 
tain to break all previous records for 
attendance, according to the National 
Shoe Manufacturers Association, which 
sponsors the Conference. Over twenty- 
five hundred shoe factory technicians 
all over the U. S., and from a number 
of foreign countries, will view the ex- 
hibits showing new developments in 
shoe factory machinery and supplies. 
This is the largest shoe machinery 
show in the United States. The tech- 
nical meetings to be held throughout 
the four-day Conference, however, will 
be limited to members of the National 
Shoe Manufacturers Association and 
their factory delegates or representa- 
tives. 

In explaining the program, Eli 
White, chairman of the Factory Man- 
agement Conference Committee, said: 
“Each year an increasing number of 
shoe men visiting the Conference, and 
who are not members of the National 
Shoe Manufacturers Association, re- 
quest permission to attend the daily 
technical sessions, which are such an 
important part of the Conference. We 
are very sorry that this permission 
cannot be granted, although the ma- 
chinery and supply exhibits are open 
to all visitors. The technical meetings 
are one of the many specialized ser- 
vices offered by the association to its 
members. The Technical Director of 
the association, the Conference com- 
mittee and panel members devote a 
great deal of time and effort to the 
preparation of the agenda. 

“The association’s membership _ be- 
lieves that the technical information 
emanating from these sessions should 
be limited to the association member- 
ship who finance this non-profit project 
and make the Conference itself possible. 
This is particularly true in view of the 
fact that membership in the association 
is open to all manufacturers of shoes 
in the United States. The same policy 
will apply to the general meeting on 
Saturday afternoon, which will consist 
of discussions by several authoritative 
speakers on the subject of ‘Reduction of 
In-Process Time by Better Pre-Plan- 
ning.’ An open-forum discussion will 
follow. 

“These daily technical sessions at 
the Conference,” Mr. White said, “‘dea] 
with a wide variety of factory opera 
tion and shoemaking problems, in men’s 
women’s and children’s shoes. Each 
day’s program at these sessions is 
carefully planned by the group leaders 
and their aides. The open-forum dis- 
cussions are lively, with hundreds of 
factory technicians giving freely of 
their experience and knowledge on the 
topic under discussion. Out of this 
procedure comes a wealth of informa- 
tion and know-how which enables the 
delegates to better evaluate all new 
developments in products, machines, 
methods, etc., for practical applications 
in their own plants.” 
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Record Attendance Expected at Factory Conference 


The technical sessions of the Con 
ference have grown so rapidly in popu- 
larity and attendance that it has been 
necessary to split up the groups into 
smaller, more specialized sections. Last 
year, for the first time, the children’s 
sessions were divided into three spe- 
cialized sections—one each for cement, 
welt and stitchdown process factories. 
The 1957 meeting will for the first 
time divide the expanding women’s 
group into two sections—one for manu 
facturers of women’s shoes priced at 
retail from $8.95 and down, and one 
for women’s shoes priced at retail from 
$9.95 and up. 

Mr. White continued, “The growing 
hundreds of delegates attending the 
Conference continue to express their 
surprise at some of the ‘unexpected 
plus values’ coming out of the Con- 
ferences. For example, the new pe. 
sonal contacts and friendships that 
have developed among many of the 
delegates have often resulted in these 
men being invited for an inside look 
at plants which otherwise they would 
never have been able to see. These 
reciprocal plant visits are serving to 
further enrich the technical know-how 
and experience of the delegates, and 
are creating a genuine scientific frater- 
nity within the industry. The Con 
ference, in this way, is proving far 
more than a four-day meeting. Its 
many benefits are often extended far 
beyond the Conference itself and span 
the course of a whole year of new activ- 
ities stemming from contacts made at 
the Conference.” 


Myles Made Sales Manager 
Of O. A. Miller Co. 


3ernard “Mike” Myles, 
ales representative for the O. A. Mille 
Company, branch of United Shoe Ma- 
chinery Corporation, in the northeast- 
ern states for the past six years, has 
been appointed Miller’s sales manager. 


S0STON 





BERNARD MYLES 


Mr. Myles will supervise the Plym 
outh, N. H. shoe tree manufacturer’s 
ales organization and continue to rep 
resent O. A. Miller in the Boston area 
and north of Boston. 





Retail Distribution Lectures 
Planned by Harvard 


BOSTON \ new eries of lecture 
designed to develop interest in careers 
in retail distribution on the part of 
top-ranking men and women college 
graduates, is to be launched next month 
by the Graduate School of Busine 
Administration at Harvard University 
in cooperation with a group of leading 
retailers known as the Founders’ Com 
mittee of the Tobé Lectures in Retai 
Distribution. 

This lecture series, established in 
honor of Mrs Tobé Colle Dav 
fashion and merchandising consultant 
known professionally as Tobé, will be 
integrated with the school’s work in 
retail distribution. Present plans en 
visage the following steps 

(1) An initial series of six or seven 
lectures at the Graduate Schoo] of 
Business Administration at Harvard 
University, starting February 7 and 
continuing through the spring term 
of 1957. 


Other Schools to Get Material 


(2) Integration of this material and 
subsequent lectures in the fall of 1957 
into a revised and amplified busine 
chool course in retail distribution 

(3) Distribution of the lectures, pro} 
ably in pamphlet form, and case mati 
rial created at Harvard to more than 


75 schools of business and retailing 
throughout the United States. A num 
ber of these schools, it is expected, wil 


use the basic Harvard teaching mate 
rial amplified with their own material 
and so extend the influence of this pro 
gram throughout the country 

(4) Subsequent publication of the 
lectures, first in @#form for immediate 
use and later into permanent published 
woks which can be used both by school 
and by leading retail organizations fo. 
their own training course 


(5) Establishment of a permanent 
committee of leading retailers to assist 
in the development of improved teach 
ing material and to make such material 
more widely available both to school 
and to retail organizations 

The announcement, made by the Hat 
vard Graduate School of Business Ad 
ministration and the Founders’ Com 
mittee, said that the tentative list of 
peakers for the initial series included 
Harold D. Hodgkinson, general mana 
, Boston; Wheelock Bing 
ham, president of R. H. Macy & Co 
Inc.; John Lebor, vice-president of ked 


ger of Filene’ 


erated Department Stores, Inc.; Lat 
ing Shield, president of Grand Union 


Co.; Sidney president of 


Solomon, 
Abraham & Straus, Brooklyn; and 
Victor Gruen, architect and designer 
of many of the country’s leading shop 
ping centers. It is also expected that 
Tobé herself will appear at some point 
in this program to discuss the growing 
ignificance of fashion in American 


pusines 
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Predicts Good Business Gains in 1957 


| CONTINUED FROM PAGE 21] 


consciousness in the minds of our buy- 
ing public. This could bring about a 
business decline and create a competi- 
tive battle for the consumer dollar far 
more aggressive than what we could 
even anticipate. 

“Manufacturing resources in every 
field should strive for greater efficiency 
and expand their production in rela- 
tion to consumer requirements so that 
lower unit costs can attract the buyer. 
Production, however, should not ex- 
ceed consumer needs. Excess produc- 
tion could well lead to excess inven- 
tories, plant shutdowns and even un- 


employment. This perhaps was some 
what of a development in the auto in- 
dustry in 1956. 

“Our company’s expansion program 
for 1957 calls for approximately 30 
new units to be added during the year 
to the 297 shoe units now in operation. 
One of our largest units in this group 
will be located on Fifth Avenue, New 
York City. Many other new units will 
likewise be in operation in major 
shopping centers now being developed 
around New York proper. Company 
sales potential for 1957 could well 
climb to 100 million dollars.” 





General Shoe Corporation 
Names Advisory Board 


NASHVILLE, TENN Five persons 
have been named to the General Shoe 
Corporation Advisory Board of Direc- 
tors to serve for the first six months of 
1957. They are Oscar L. Sumner, su 
perintendent, Atlanta manufacturing 
plant; James L. Browning, merchandise 
manager of Bell Bros.; Olin West, Jr., 
purchasing department executive; Kirk 
Low, director, management engineer- 
ing; and Wilbon Marlin, manufactur- 
ing executive 

George Hill, General Shoe Corpora 
tion’s advertising executive, is chair- 
man of the board which works on 
pecial projects in an advisory capacity 


to the senior board of directors 


Silsby Made Superintendent 
Of United’s Beverly Factory 

Boston—The United Shoe Machin 
ery Corporation has announced the ap 
pointment of Roger M. Silsby of Bev 
erly Farms as general superintendent 
of United’s Beverly factory, succeeding 
Frank P. Hyde. Mr. Silsby has been 
with United since 1936. In 1952, he wa 
appointed an assistant general super 
intendent 

Mr. Hyde wil! continue with United, 
assisting the vice-president in charge of 
manufacturing in the further develop 
ment of production facilities in United’ 
ubsidiary and branch companie 


Stock Registration Filed 
WASHINGTON, D. ( 
Corp. has filed with the Securities and 


General Shoe 


Exchange Commission a_ registration 
statement (File 2-12986) seeking regis 
tration of 72,000 shares of its $1 par 
common stock to be offered under the 
corporation’s employe stock purchase 
plan; 36,000 shares to be offered under 
its savings fund-employe stock pur- 
chase plan; and 72,000 shares to be 
offered under its special stock purchase 
plan 
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Dickinson Made Sales Head 
Of A. H. Weinbrenner 


MILWAUKEE—A retirement and sev 
eral new executive assignments at the 
Albert H. Weinbrenner Co. have been 
announced by Walter F. Kieckhefer, 
president. 

Reinhold J. Diekelman, vice-president 
in charge of wholesale sales, retired 
following 43 years of association with 
the firm. 

John E. Dickinson, formerly head of 
Weinbrenner’s retail sales section, ha 
been named director of sales and ad 
vertising. Henry G. Smith is now hi 
assistant. 

Kenneth Bowers is in charge of sales 
for the wholesale division; and Brown 
Trexler, sales manager of the retail 
division 

Herbert Mueller will assist Mr. Bow 
ers and act as coordinator of design 
and development in the wholesale 


division 


Huge Bonus Distributed 
By Endicott Johnson 


ENpicott, N. Y.—Endicott Johnson 
Corp. gave a year-end bonus of ap 
proximately $1,950,000 to its 18,000 
employes. The “discretionary bonus,” 
based on company earnings after pro- 
vision for obligations, was $50,000 less 
than a year ago but $825,090 greater 
than two years ago 

Employes with the company more 
than one year received $109 each thi 
year, and those with six months’ ser- 
vice received $54.50, Bonuses paid since 
1947, when the disbursements were put 
on an annual basis, now total $19,721, 
000. 


Du Pont Aid to Education 
Set at $1,000,000 


WILMINGTON, DeEL.—A fund of more 
than $1,000,000 for grants to 122 uni 
versities and colleges in its annual 
program of aid to education was an- 
nounced by the Du Pont Company. This 
support, which is for the next academic 
year, is a substantial increase over the 


$900,000 in gifts made for this year. 

Nearly all of the increase and more 
than half of the entire program are for 
the improvement of teaching in uni- 
versities, colleges, and high schools. 
The grants will support science and 
mathematics as well as other subjects. 

The growth of the Du Pont program, 
as well as the change in emphasis, re- 
flects the changing needs of the schools. 
At the same time, grants for fellow- 
ships in science, which once made up 
the entire program, and for funda- 
mental research are being continued. 
Du Pont’s aid-to-education program 
dates from 1918. 

A major problem brought on by the 
increasing student population at all! 
levels is to maintain high quality of 
teaching and at the same time develop 
enough teachers. The largest share of 
Du Pont’s grants is designed to assist 
educational institutions in meeting this 
situation. 

The company is awarding a total of 
$585,000 to nearly 100 colleges and 
privately supported universities to ad 
vance the teaching of science, mathe- 
matics, and other fundamental liberal 
arts subjects. The company considers 
science and mathematics as a vital 
part of liberal arts education as well 
as fundamental to the education of sci- 
entists and engineers. The laboratory 
sciences, of all the basic courses, are 
the most expensive to teach. 

This phase of Du Pont’s program 
takes three forms: 

In the largest of these, grants of 
$4,000 each have been awarded to 70 
colleges which have records of strength 
in undergraduate chemical or technical 
education. 

For the first time, Du Pont has also 
made grants of $4,000 each to 23 major 
universities with which to strengthen 
undergraduate teaching of courses that 
contribute significantly to scientific and 
engineering education. 

The second part of this section is 
an allocation of $149,000 for post 
graduate teaching assistantships. There 
are 39 of these assistantships, mostly 
in chemistry, and they are shared by 
35 universities. 

The third part of this phase pro- 
vides $61,000 in fellowships and 
scholarships to encourage able young 
people to become high school teachers 


of science and mathematics. 


James J. Viner Dies; 
Headed Viner Bros. 


BANGOR, Me.—James J. Viner, senior 
member of the firm of Viner Bros., 
Inc., died here after an illness of sev- 
eral months. He was 54. Services were 
held at the Jewish Community Chapel 
in Bangor. 

Mr. Viner was born in Russia and 
came to this country as a small boy. 

At one time he was associated with 
the Metropolitan Life Insurance Com- 
pany and more recently with the bro- 
kerage firm of Edward A. Viner Com- 
pany, New York. 


Boot and Shoe Recorder 


Se. 











he 


~~ Alerica's favorite baby shoes 


FD Pigiers 


. . . With Goodyear stitched 
genuine NIVTOP leather soles! 


Buntees Ramblers give the non-restricting comfort and unique 










flexibility of true moccasin construction ... nearest thing 


to going barefoot ... plus the sturdy, but 






flexible soles of genuine Nivtop, 






Goodyear stitched to all-leather midsoles. 





E WY . a family of 


fine shoes in 
sizes 4 to 9! 


Better fit for every infant 
foot to size 9 in the 
perfect baby shoe... 


Buntees Ramblers! 


BROCKTON, MASS 





= ! now 
softer top lines 
with 
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Contain natural latex for 
more pliable fop lines, better adhesion, 
more mileage for you 


more comfort for the wearer. 


After extensive research and shoe factory trials, 
the new 1800 line of GAC HUB Adhesives by 

B. B. Chemical Co. has been added to meet shoe 
factory requirements for high quality, 
competitively priced counter adhesives. 


Made in three types . . . Natural, Synthetic, and 
Starch Latices — in several numbers — to provide 
a counter adhesive for every price range 

drying times to fit any factory production schedule. 
Make a note NOW to try the new GC HUB 
Adhesives soon —- see for yourself how these materials 
perform in your factory — how easily you can 

now get the softer top lines your customers want. 





UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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MR. HOSEA ROWELL, employee of the Ford Motor Mr. Rowell’s Iron Age safety oxford uses 


Company, says, “I’ve just bought another pair of Vul-Cork’s Micro-Cell Neoprene sole, a_ sole 
shoes with Vul-Cork Micro-Cell Neoprene soles. designed specifically for use wherever there are 
I have learned from experience that no other sole greases, oils or chemicals underfoot. It combines 
can give me such all-day comfort and still stand resistance to oil with an extremely high degree of 
up against greases and oils.” flexibility, without sacrifice of the safety factor. 


: ” 7. 
A Ford employee for 31 years, Mr. Rowell is presently employed a aN 
a Quality Control Inspector at Ford’s Cleveland Engine Plant #1. 


Vul-Cork Sole Division, Cambridge Rubber Co., Taneytown, Md., makers of Vul-Cork 


UL CORK & VULCORK NEOPRENE 


so light, so flexible, so resilient ... you can roll them up right in the palm of your hand 
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Saxon Calf shoes 


It isn’t that he doesn’t respect Oriental customs This is the quality leather E. T. Wright uses to 
... he just thinks too much of his Lawrence Saxon bring its ““Arch-Preserver” feature to customers in 
Calf shoes to leave them outside. a shoe of distinguished style and value. 

Lawrence Saxon Calf is fine, full grain leather — This is No. 551 Saxon Calf by Lawrence. This 
owners cherish this. will build sales for you. A. C. Lawrence Leather 

This supple, semi-aniline leather is in demand. Company, Peabody, Massachusetts. 


rOnCe?e_ 


calfskin 


...@ives shoes that wonderful feeling 
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Tax Reliel 


Kor Small Business... 


WernbDELL B. BARNES, Administrator, Small Business 
Administration, in his New Year statement struck a very 
optimistic note. He sees 1957 as a prosperous year for 
the little fellow with expectations “that the increase in 
earnings of small businesses, both before and after taxes, 
which occurred in the last two years, will continue in 
1957.” He expects, too, that “with continuing high demand 
by businesses for loans, and anti-inflationary restrictions 
on credit, applications for Small Business Administration 


loans will increase.” 


But in its January 2nd Business and Financial Review 
issue, the New York Times points out that for some small 
It quoted Dun & 


Bradstreet figures showing an increase of 16 per cent in 


business 1956 was a difficult years. 


the number of business failures which took place in ’56 
over the previous year, more fatalities than in any year 
since 1941. 


While recognizing the important fact that a boom business 
year must encourage poorly trained and inadequately 
financed people to embark on business ventures which 
they never should have considered, these figures are 
disturbing, particularly in their implications to smaller 
business operations. The Times points out, too, that these 
figures do not tell the whole story and they represent 
only liquidations entered into voluntarily or by court 


order, 


Unflagging Optimism 
The First National City Bank of New York December 
Letter on Business and Economic Conditions, on the 
subject of survival in business, notes that in the post-war 
1946-55, an 292,000 


liquidated every year and 430,000 changed hands. Yet 


period, average of businesses 
an average of 393,000 new businesses were started. As 
the Letter points out “this is a very remarkable tribute 


to the unflagging optimism of the American people.” 


From all sides we hear that consumers are showing more 
interest in quality than they have ever had in the past 
and that now is the time to get the additional markup on 
shoes for which retailers have been striving for so long. 
And yet the closing months of 1956 were something of a 
disappointment to many retailers, in both units sold and 
the profit margins they produced. Increased operating 
costs cut deeply into profits and “tight money” made it 
difficult 


financing for expansion vitally necessary to keep them 
| 


for some of the smaller merchants to arrange 
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competitive. In recent months an indication of growing 
resistance on the part of the consumer to increased prices 
has been noted as well. This combination of circumstances 
may indicate that the time has arrived for some help to 


retailers, particularly smaller operations. 


For some time the President and the leadership of both 
parties have recognized in principle the necessity for 
helping small business. And strides toward that objective 


Admin 


istration simplified its procedure by authorizing its re 


were made last October when the Smal! Business 


gional offices to approve loans up to $100,000 without 
consulting headquarters in those cases in which 25 pet 


cent of the loan is supplied by local banking facilities. 


Both parties are on record, too, as being in favor of 
legislation proposing specific reductions in the tax burden 
which small business is bearing. One proposal is to reduce 
from 30 per cent to 20 per cent Federal taxes on the 
first $25,000 of net corporate income. Such a reduction 
could spell the difference between survival or failure for 
thousands of small businessmen in the year ahead. 


Conditions Have Changed 
But the turn which events have taken in Europe and 
the Mid-East since the election has dampened the ardor 
of some of the more vocal proponents of this legislation. 
Although President Eisenhower balanced his budget in 
1956 and probably will do so again in 1957, increased 
defense and other spending will preclude any general 
reduction in taxes. At any rate, the President’s position is 
to hold the line at least for the present and he appears 
to have the backing of key Republican and Democratic 


leaders in the 85th Congress. 


Nevertheless the case for small business is strong and it 
may prove to be an exception, Senator Fulbright, Demo- 
crat of Arkansas, would reduce the present 30 per cent tax 
on corporations whose net income is below $25,000 to 22 
per cent and would increase the rate on income above 
$25,000 from the present 52 per cent to 53° per cent 
Senator Fulbright undoubtedly will press his legislation 
vigorously. But the Treasury Department is always very 
jealous of its revenue raising prerogatives and rarely 
surrenders any substantial tax base without a strong fight. 
A real fight for some sort of relief appears to be in the 
offing and any softening of the business situation during 
the next few months will add impetus to it. 
[TURN TO PAGE 80, PLEASE | 
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A Dynamic New Profile 


oe eee 
Le te 


by STACY- ADAMS 


242 —THE HYTOE LAST 
Polished Bright Tas 
smooth calf oxford with piping 


ith Comitbasting ¢ olor 


243 — bwosy Biack call 








Inspired by the graceful lines of luxury automobiles and the tast-moving design 
of jet planes... Stacy-Adams master shoecrattsmen have created this dynamic new 
shoe style with a completely new swept-back profile. Here's the shoe for men who 
set tomorrow's tashion pace ...men whose innate good taste in quality and styling is 
always admired. Slip into a pair and enjoy the feeling of freedom and greater comfort 


of Stacy-Adams HYTOE. 


* Trademark 


If no dealer is listed near you, write— we'll tell you where 


STACY-ADAMS COMPANY Derr. E, Brockton 62, Mass. 
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* Christmas Dollar 
Sales Ahead of °55 


Significant Retail 
Selling Pattern Trend 


Snow and Rain 
Help Rubber Sales 


Credit Charges Taxable 


Metropolitan Areas Spurt 











Government marketing experts are adding their official views on Christ 
mas business to the many summaries and analyses of retailing experts 

It's now official that Christmas business (all retail) finally wound up 
a little ahead of 1955 business. A last-minute spurt in business pushed 
the total to around $20 billion for the month of December. This is an 
all-time record in sales for any one month, 

Business was definitely slow in early December, The pick-up in sales 
arrived only a few days before Christmas, but it was substantial enough 


to lift the total for the month to its high peak 


Here’s a significant trend in the December selling pattern (Is this hap 
pening to you?): 

Merchants in new suburban shopping centers did much better busi 
ness in December than did stores located in the downtown areas. This 
was true of the sales pattern in the large Eastern metropolitan areas 
from Boston down through Atlanta. Sales were brisk in the suburbs 
slow in the downtown areas, 

One Washington, D. C., business (Rich's) which operates shoe stores 
in suburban shopping centers as well as downtown, told the Boor & Sitot 
Recorper that suburban business “is holding up very well, but down 
town things are terrible.” 

“We did a nice pre-Christmas volume in the shopping centers, but it 
was murder downtown,” Herbert Rich, Sr., said. “We stayed open five 
nights a week downtown for most of December, trying to catch every 
possible sale. 

“Sure, plenty of new families are being formed, and new children are 
coming along, but all this new business still is not enough to fill the 
existing shoe stores that have opened in recent years. | think there are 
too many stores, right now. 

“But suburban selling is the big thing now. There’s no use fighting it 


You've got to join it.’ 


Sales of rubbers and other types of protective footwear moved ahead 
encouragingly in late December. The advent of snow (and rain, in many 
areas) thus has placed many retailers in a good cash position to re-ordes 
in the protective footwear lines. The official government outlook for 


overall retail sales in the first six months of 1957 is very promising 


The U. S. Treasury Department rules that credit charges, when added 
by retailers to the prices of the goods they sell, are considered to be a 
part of the selling price and therefore are subject to federal excise taxes 
even though the carrying charges are stated separately. 

A service charge may, however, be excluded from the federal excise 
tax base if it is (1) computed at the legal rate of interest, (2) based on 
the unpaid balance and length of time agreed upon for repayment, and 


(3) refundable proportionately in cases of accelerated payments 


Population of metropolitan areas, including the suburbs, is growing at 
four times the rate of the population in rural sections of the country, the 
U. S. Census Bureau reports. 

Of the total population increase of about 14.7 million from 1950 to 





Washington 


Freight Rates Increased 


High Priced Bank 
(redit Here to Stay 


Tax Cut Hopes Dim 


Newsreel eee (cominued) 




















1956, some 65 per cent (12.4 million) was accounted for by increases in 
the 16% metropolitan areas, comprised of central cities of 50,000 or 
more population. 

Most of this fantastic growth is taking place in the suburbs, which 
are growing about six times as rapidly as the central city areas, and 
about half of the growth is taking place in areas classified as rural in 


the 1950 census. 


Freight rate increases averaging seven per cent in the East and five per 
cent in the West were authorized by the Interstate Commerce Commission 
on December 17, The nation’s railroads put the higher rates into effect 
without delay. Shippers will pay an extra $402 million a year in freight 
bills, as a result of the new rates. The higher rates were granted on the 
plea by railroads the extra revenue is needed to meet higher wage costs 
and more expensive materials. There is still pending at the ICC another 
request for higher rates—this one for a 15 per cent rise. Public hearings 


on this request will start in January. 


High-priced bank credit is here to stay for another six to eight months. 

The credit restraints clamped on by the Federal Reserve board in recent 
weeks are not going to be eased any time soon. Inflation still is a very real 
danger, as the Reserve Board sees it, and earlier plans to slacken up on 
borrowing terms around the first of the new year have been suspended. 

The money experts in Washington are somewhat surprised that borrow- 
ing of funds hasn’t slowed in recent weeks. Business firms and consumers 
alike are still lining up at banks and lending institutions to borrow money 

and at higher rates. 

Expansion programs, both at the industrial level and household level, 
are still breezing along without much of a let-up. 

As a result, the Administration intends to keep a fairly heavy foot on 
the credit brakes until well into the second quarter of this year—and 


possibly longer. 


Possibility of tax cut in 1957 is dimming fast. The cost of running the 
country is increasing as rapidly as high-level economic activity puts extra 
money in the government coffers. 

Latest tote by the Administration’s money managers shows a surplus 
estimated at a scant $700 million for the current fiscal year, which ends 
next June 30, This takes some steam out of the tax cutters who figured, 
booming good times would produce a healthy cash surplus with which 
to finance a tax reduction for next year. 

It is still possible, however, that the lawmakers will vote tax cuts 
effective at the end of this fiscal year (June 30, 1957) or for January 1, 
1958. 

The rise in government income would have been enough to finance a 
hefty tax cut, but as a result of new legislation passed by Congress this 
year—-some of which President Eisenhower asked for and some of which 
he didn’t—and because of the mounting cost of defense materials, the 
January estimate of $65.1 billion to run the country is now up to $69.1 
billion. 











that’s “Locked In” from 


= «fa ve 
(Packing Room to 
Consumer \~” 





... It Looks Better Longer 


Duralene is the new leather finish for the tanner and the shoe 


ey Ti % factory packing room. If it is used by either, it gives a better 
, , finish. If it is used by both, it gives a superlative finish. 
for the | It’s more durable. Lustre of the finish holds up from shoe 
packing room | factory to wearer. Shoes have added sales appeal in the “calfy”’ 
is the newest look that Duralene gives side leather. The full beauty of grain 
member of the and texture stands out. 
family of The wearer gets an additional “bonus” in Duralene’s water- 


repellency. Rain won't spot it. 
UMITED FINISHES The price is good news, too, because Duralene adds value 
without increasing cost! Ask for a demonstration to-day! 


Distributed by UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 


"Trademark 6B Chemical Co 
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PROFIT HUNTERS! 
Can you recognize this track? 


Quite soon, the vast audience of Parents Magazine will come to know and respect this 
distinctive foot-print. Its the new brand mark of the Five Star Footwear Company, 
and it will appear dramatically in every one of our national ads. 


To your customers, this foot-print will mean outstanding children’s shoe value, longer 
wear and the very newest styles in the industry. To you, it will mean more pre-sold 
merchandise moving off your shelves than ever before. Be ready for the demand! 


See us at the Mid-Atlantic Shoe Show — Room 564 
Hotel Benjamin Franklin, Philadelphia, Pa. — January 12-16 


Old Pale WCKY STAR Wonder Welt 


FIVE STAR FOOTWEAR COMPANY 


43-01 22nd St., Long Island City 1,N.Y. © Marbridge Bldg., Rooms 403-405 ¢ STillwell 4-1975 
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| manly look in casuals... 


Desertan 


by €F eneral 


Only General's Desertan offers full weight 


for the }f | 


i 
| 





shoe split with luxurious 4-way nap... 
priced for volume shoes. Handsome fashion 


right colors. Write for swatches 





a Split Corporation 
World's Largest Producer of Glove Leather Splits 5 STAR * QUALITY 
730 W. Virginia St. © Milwaukee 4, Wisconsin 
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WHITE sails over the finish line... 


silver cup winners in the big 


summer fashion race starting now 
from southland resorts with 
white leathers by 
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DETAIL THESE WHITE LEATHERS 
FOR SUMMER SHOES 
THAT SELL ON SIGHT 


white leathers by Amalgamated in all the textures currently 
sponsored for the biggest white season in many a year 
pure white unadorned and white lightly touched with black 


or color, all in beautiful shoes of fashion authority. 





white everkleen kip xx white glazed kid 
white suede ambuck * white scottee grain kid 
white frostee pearlized kid and kip 
white pebblee kid +x white softee kid 


white kid linings 


WRITE FOR SWATCHES 


Amalgamated Leather Companies Inc. 
Wilmington 99, Del. 
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BECKTOE 
has everything! 


An Outstanding soft box toe 


every smart step of the way. 











3 ‘ 
- “i \ 
y ~ 
SUBSIDIARIES AND AGENTS 
SUBSIDIARIES: Beckwith Mfg. Co., of Wisconsin, (Milwaukee) 
Beckwith Box Toe, Lid., Sherbrooke, P. Q., Canada 
2 Victory Plastics Co., Hudson, Mass. 
- | N "en Sofety Box Toe Company, Boston, Mass. 
od AGENTS: Wright-Guhmon Co., St. Lovis, Missouri 
Dellinger Sales Co., Reading, Pennsylvania 


The Geo. A. Springmeier Co., Cincinnati, Ohio 


Factory Supplies, inc., Milwaukee, Wisconsin 
203 Arlington Street - Watertown, Massachusetts EXPORT: Ralph S. Wilder & Sons Co., Boston, Massachusetts 
Colin Bailey, Port Elizabeth, South Africa 


BECKWITH PRODUCTS ARE BACKED BY OVER 50 YEARS OF BOX TOE MANUFACTURING EXPERIENCE 
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PRE-VIEW oF AD 
THE NEW YORKER 
February 16 


ESQUIRE 
March 









EVERY MAN IS 
ENTITLED TOA 

LITTLE BIT 

OF SWAGGER 





STYLE 7163 


sYvyte 7143) 
Psychologists to the contrary, 
most men want a dash of 
individuality in their attire. 
Taylor’s Ivy League classics do 
the trick within the bounds of 
good taste . . . with authenticity 


of line and detail, richness of grain, 





soundness of workmanship. They are Taylor-Made by 


Down- Maine shoemakers who are proud of their 





skill in leathercraft. Most styles $14 to $22. 


Ce 
SHOE 


MASTERPIECES FROM MAINE 


1 lor 
™ made 





At your local Taylor merchant or write E.E. TAYLOR CORP., Dept. UN, Freeport, Maine 














BARRETT & COMPANY, INC. 


EWARK. 


4 


NEW JERSEY 


Born of Llama... 
The beautiful new Bally 


The style-setting shoe with a prideful 
heritage! For leather...a soft, supple 
texture... the only Llama®-Finished Calf 
...by Barrett. For craftsmanship and 
design ...the practiced hand of Bally 
artisans. A happy marriage between two 
famous houses! For Bally standards de- 
mand the finest in leather... and Llama® 
is the very finest! 


There is only one 
Llama®-Finished Calf 


PReg. U.S. Pat. Off. 

















H 
! 






60S @ Dp Y. 


You'll sell them all with... 


Sis, junior, mom and dad ,.. they all go for Tyer's 
thrifty high-fashion casuals. 


The Scamper, the Seascamps and the Seampeze give women 
and girls a delightful variety to choose from. And now there are 


more of their favorite colors, including Navy, Red, Black, 


The Tyer Corsair is a well-established favorite with father 


and son. Comes in Charcoal, Suntan, Brown, Burgundy and Navy 





“— for men; Brown and Navy for boys. 
ge More and more dealers are finding that Tyer footwear 
! if is made right... priced right for more sales. 
y Get the facts — NOW — and find out for yourself. 
ANDOVE MASSAC I 
4 
oe ee Ee ee ae ee ee ea ee ee aot , 
1 TYER RUBBER COMPANY Footwear Division, Andover, Massachusetts 
| 
Gentlemen: Please send me the latest Tyer Price List on Canvas and Rubber Footwear. 
| ' 
| NAME STREE ; 
| ! 
FIRM CITY ZONE PA ' 
STR TRS eC GRE IRL AS & SPE OE IY RN aot ar int | 
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value {4% 
talks there’s nothing 


that sells men’s shoes so effectively 


’ 


as provable value dominance as found in 








THREE GENERATIONS OF FINE SHOEMAKING 


The success of Yorktown dealers 

in meeting today’s stiff competition in 
the $10.95-$12.95 shoe field 

can be defined in two words: 

extra value. In every feature 

a man looks for — styling, 

leathers, workmanship, comfort, 

fit and wearability — Yorktown 
delivers an extra measure of value 
that wins customers and brings them 
back again and again. Get all the 
facts on this complete in-stock line 
... they're mighty convincing. 


ADVERTISED IN 


LIFE and ESQUIRE 


Write now for catalog or for salesman to call 


GARDINER SHOE COMPANY, INC. 
MAIN OFFICE, FACTORY AND IN-STOCK DEPARTMENT 


Gardiner, Maine 
NEW YORK SALES OFFICE: Marbridge Bidg., 47 W. 34th St. FAR WESTERN DISTRIBUTORS: Solnit Shoe Co., Buckingham & Hecht, 817 S. Los Angeles St., Los Angeles 
also makers of YORKTOWN SHOES FOR BOYS 
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ALLURE 


with detachable 
strap changes a petite 
pump to a suave strap shoe. 
Attractive stitching around up- 
yer with bow design on vamp. In 
black patent, blue or white. 


STRAFFORD 


. . . new masculine 

Beaver grain leather, 

plus smart U-wing styling 

give this boy’s shoe added ap- 
peal. In black, or brown Beaver 
grain leather. 

















THE SHOE FOR CHILDREN 


supple leather 
and swing strap with 
gunmetal scallops and bow 
on vamp make this a sturdy 
dress-up or play shoe. In brown, 
red or blue. 


Time for Resolutions .. . not at Edwards. 


Every time a new year rolls around you hear a great 
many promises and pledges to do better 

This happened at Edwards, too... only once and that 
was over fifty-six years ago when the company was 
founded, At that time it was resolved to design, pro 
duce and deliver children’s shoes of the finest Fit 
Quality, plus Fashion 

Today and every day Edwards continues to live up to 
those resolutions made many years ago. 


We hope you too have resolved long ago to do your 


utmost to fit and satisfy your customers if not it’s 


not too late to do so now to build your business and 
protect your future 











Chief-Cash-In-Register, 
Say: ‘Don’t be a schmohawk— 


sell ‘em Laconians!” 


Just like that — no ifs, no ands, no buts 

— for when you sell Laconians you 

are selling a line that the 

American Standards Testing Bureau 

reports equal or superior in value to 4 other 
national brands retailing at $2-3 per pair 
more! Not only that, but Laconians offer 

the most complete selection of styles 

in the field — first steppers to teens — 
every one in-stock for shipment the same day 
they're ordered! There's more — lots 

more — but no more room here. 


Can we tell you about it at your store? = _-— 


LACONIAN SHOES CORPORATION, LACONIA, NEW HAMPSHIRE 





DATES 
TO REMEMBER 


Cleveland Caravan, Ohio Shoe Travelers 
Club, Hotel Statler, Cleveland. Jan. 16-17 
Wholesalers Market Week, New York 
Shoe Wholesalers Association, Jan. 19-23 
Shoe Show, Empire State Footwear As- 
sociation, Hotel Onondaga, Syracuse, 
hf ae « Jan. 20-22 
Shoe Show, Tri-State Shoe Travelers As- 
sociation, Hotel Statler, Buffalo, N. Y. 
Jan. 27-28 
Shoe Show, Shoe Travelers’ Association 
of Chicago, Morrison Hotel, Chicago, 
Feb. 9-13 
Summer Shoe Show, Pennsylvania Shoe 
Travelers’ Association, Hotel Penn- 
Sheraton, Pittsburgh Feb. 10-12 
Summer Shoe Market, Mid-West Shoe 
Travelers’ Association, Morrison Hotel, 
Chicago Feb. 10-13 
1957 Factory Management Conference, 
National Shoe Manufacturers Asso- 
ciation, Netherland Hilton, Cincin- 
nati Feb. 16-19 
Allied Shoe Products and Style Exhibit, 
Belmont-Plaza Hotel, New York. Feb. 24-27 
Membership Breakfast, National Shoe 
Manufacturers Association, Waldorf- 
Astoria, New York Feb. 26 
Leather Show, Tanners’ Council of 
America, Waldorf-Astoria Hotel, New 
York Feb. 26-27 
St. Louis Shoe Show, St. Louis Shoe 
Manufacturers Association, Lennox, 
Statler, Sheraton-Jefferson, Coronado 
and Park Plaza Hotels, St. Louis 
April 27-30 
Fall Shoe Show, Northwest Shoe Travel- 
ers Association, Hotel St. Paul, St. 
Paul April 27-30 
Fall Shoe Show, lowa Shoe Travelers 
Association, Hotel Fort Des Moines, 
Des Moines ps. ...May 5-6 
Fall Shoe Fair, Ohio Shoe Travelers 
Club, Deshler-Hilton Hotel, Columbus 
May 5-7 
Popular Price Shoe Show of America, 
Hotels New Yorker and Sheraton- 
McAlpin, New York May 5-9 
Fall Shoe Show, Indiana Shoe Travelers 
Association, Severin Hotel, Indianap- 
olis i May 12-14 
Spring Meeting, Tanners’ Council of 
America, Princes Hotel, Bermuda 
May 13-15 
Shoe Show, Shoe Travelers’ Association 
of Chicago, Morrison Hotel, Chicago 
May 18-22 
Fall Shoe Show, Mountain States Shoe 
Travelers’ Association, Albany Hotel, 
Denver, Colo. .. June 2-4 
Merchandising Clinic, National Shoe 
Monufacturers Association, Waldorf- 
Astoria, New York Aug. 5 
Membership Breakfast, National Shoe 
Manufacturers Association, Waldorf- 
Astoria, New York Aug. 6 
National Shoe Fair, National Shoe 
Manufacturers Association and No- 
tional Retailers Association, Chicago 
Oct. 27-31 
Spring Shoe Show, Northwest Shoe 
Travelers Association, Hotel St. Paul, 
St. Paul guile < ede wie ..Nov. 2-5 
Spring Shoe Fair, Ohio Shoe Travelers 
Club, Deshler-Hilton Hotel, Columbus 
Nov. 9-12 
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Here ombré TAYLO- 
PLEAT SHUGOR is the 
center of attraction, 
colorfully enlivening the 
style, and insuring better 
fit with comfort. 





LET THE COLORFUL TONE GRADATIONS OF 


ADD ZEST AND CHARM TO YOUR NEW PATTERNS 


TAY LOPE BA 
SHUGOR is an integral 
part of this shoe, and the 


focal point of its styling 


and adjustment. 





The beautiful ombré ef- 
fect of the TAYLO- 
PLEAT instep band re- 





peats the colors of vamp 


and heel. 








a 
COPR. 1956 THOMAS TAYLOR & SONS TH Q M A > qayloe & $0 NS TAYLORED -10-F5T (jf) 


HUDSON «© MASSACHUSETTS 
SPECIALISTS SINCE 1864 IN THE ART OF WEAVING HIGH-.GRADE ELASTIC SHOE GORING EXCLUSIVELY 
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The Most Complete Line in Our History! 


199/ 


WATERPROOF FOOTWEAR 


A sure sign it’s good 


DESIGNED TO MEET ALL CONSUMER NEEDS 


Women’s Style Footwear ... New modernized fashions, fabrics, colors, pat- 


terns in Rain-Steps featuring new styles in Koroseal. 
Juvenile Footwear... New Koroseal styles for warmth and protection. 
Men’s Dress Footwear .. . Style plus protection. 


Farm and Work Footwear... New construction to meet modern 


farming requirements, 


Sporting Footwear ... Featuring sub-zero types. 


industrial Footwear ... Designed for special work uses. 


HOOD RUBBER COMPANY 
WATERTOWN, MASS. 
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CR What A Landslide! 


ORDERS from Every State of the Union 
ORDERS from Large Stores, Small Stores 





ORDERS from Specialty Shops, Department Stores 
ORDERS from Family Stores, Children’s Shops 
ORDERS from South America, Japan, Hawaii 


at A Popular Guy! 
What A Salesman, |, J. FRED MUGGS, Am! 


Buyers just can't resist me! After all, I am a big star. More than What's more, Vil be the star salesman for every store that 


7,000,000 TV-viewers watch me over 135 Major stations as I sells my JUDY ‘n’ JERRY-styled J. FRED MUGGS shoes, Ye 

caper, cavort and court (Miss Phoebe B. Beebe) right on NBC's sir! I'll sell right there in your store through: A_ Life-Size 
TODAY Show. And! even more people will see me showing off Window and Floor Display! Eye-Catching Window Streamers! 
wearing my very own JUDY 'n’ JERRY Shoes on other top- Novel Shoe Boxes! Delightful Giant Hang-Tags! Intriguing Mats! 
ranking TV shows, stage shows and benefits. Youngsters are Radio Scripts! Premiums! And a Big, Big Contest, the winner to 
my most loyal fans . that’s why they're going to love owning appear on National TV with me! Even though I am a Supe 
the shoes styled specially in my honor by JUDY 'n’ JERRY Salesman with a foot in millions of doors my services to you 
with an amusing, 3-dimensional likeness of I, me, myself, J. FRED are FREE. So, join in the landslide let me go to work for 


MUGGS trimming each and every pair you and your store right now! I'M IRRESISTIBLE! 


Of Course, It Helps To Be Backed by the Quality! the Value! the Styles! that 
have Made JUDY ‘n’ JERRY the Nation's Buy-Word in Children's Footwear 


WITH SHOES LIKE THESE, STYLED IN MY HONOR...WITH EACH SHOE 
FEATURING A LIFE-LIKE REPRODUCTION OF ME, MYSELF, J. FRED MUGGS 


S 






PHOEBE'S 2-TIMER PHOEBE'S PIGGIE 





J. PRED BUCKLER J. FRED DRESS-UP “Sage 





New! Instep-strap conceals Wonderful dawn-to-dusk Superb! 2-way swivel strap Hit of the season. , . pig-eleather! 
buckle that a-d-j-u-s-t-s! play-to-party shoe! changes prestol to 4 pump! in a shoe girls will adore! 

#521 #501 #603 #709 

Brown Textured Brown U-Tip Oxford Patent Fancy Swivel Stray Cinnamon Pig Leather 

Leather Buckle Oxford Sizes: 4 to 6, D width only Sizes: 34% to 6, D width only Three Eye Oxtord 

Sizes: 9, to 12, 124%) to 3 6%, to 9, B and D widths 6%, to 9, C and D width t 

C and D widths 9Y, to 12, 12% to 3, C and D width IVY to 12, 12 to 3, Band C widtt B and C widtl 


ASK THE EXPERTS! RETAILERS! VALUE-WISE CUSTOMERS! JUDY 'n’ JERRY 
SHOES ARE CONSIDERED AMERICA'S GREATEST FOOTWEAR VALUE TODAY! 


For Salesman’s Call or Catalog, Write To: 


J. FRED MUGGS, c/o JUDY ’n’ JERRY 


Sherman Bros. Shoe Mfg. Corp. 
230 Jackson St., Lowell, Mass. 
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att 


some of our contemporaries like to say Heydays are 
pretty only on the feet, we thought you might 


be interested in the first 1137 answers from consumers in 


37 states to question No. 3 of our survey. 









Typical Reply 





Recommence 
gtore——’ 


National Advertising 1% SAW in Store Window 21% 
Local Paper 5% SAW displayed in store 16% 
Consumer Recommended 9% LIKED Appearance of 

Retailer Recommended 21% Shoe itself 27% 
Outside Aids 36% From appearance of shoe only - 64% 


Because reason #1 for the purchase of their first pair of Heydays 
was ‘‘Liked their Appearance”’ explains the Superior Consumer 
Acceptance of Heydays. They’re the PREFERRED Shoe. 


(Agency handling survey... George A. Marklin & Associates) 





SUNNY... Stocked in 
113 Red Calf; Biack A} 
Calf; and Natural ~~ mm TY 

Ostrich Calf 


The Shoe that Feels Better 
HEYDAYS SHOES, INC. @ 2032 LOCUST STREET e@ ST. LOUIS 3, MISSOURI 
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Talk Trade 


Wacrer H. JOHNSON, JR., vice- 

president of American Air Lines, 
says: 

“Business enterprises, like a per- 
sonal life, start in infancy, grow 
through adolescence, reach matur- 
ity, and die at saturation. The med- 
ical profession has prolonged the 
life and comfort of man, and im- 
proved distribution can cure the 
stagnation of business. Mass dis- 
tribution can aid business to grow 


| DISTRIBUTION 


\ \ 


toward saturation, and yet never 
quite achieve it... . 

“We have seen things in our life- 
time and we accept them as com- 
mon-place, when actually they are 
the things that set us apart from the 
rest of the world and give us a rich- 
ness and prosperity and a standard 
of living that is completely unique 
in the history of man. 

“What do we owe these things 


9 


to? We don’t owe these things to 


January 15, 1957 


We don’t owe 


these things to our marvelous pro- 


our technical skill. 


ductive capacity, our engineers and 


our designers. We have these things 
because we have a unique economy 
in this great continent. We have an 
economy that has accepted no 
boundaries and recognizes no social 
or business limitations. We have an 
economy that is creative, that builds 
business where no business exists. 
We don’t have an economy of pur- 
chasing power, but of purchases. 
We have a luxury economy. If we 
produced goods and services for 
necessity alone, we would have tre- 
mendous unemployment and little 
use for our capital resources. 

“We have the two great manu- 
facturing processes in industry in 
this continent. We manufacture 
goods and services and we call that 
‘production.” And we manufacture 
customers and we call that ‘market- 
those two 


ing. And important 





manufacturing processes are tied 
hand to hand and welded together 


by what we call ‘distribution.’ ” 


+ - + 


Ci) DE T. BARNES, proprietor of 
Boot Shop, Mil- 


sees no sign of a 


Schumacher’s 
Wis., 


cessation, of “the quiet revolution” 


waukee, 


that has been going on in men’s 
footwear. He says: 
“Men, today, seem to have made 


themselves and their feet happy in 


lightweight shoes. Furthermore, 
they are entrenched in their new dis- 
Although 


younger set maintain the brogan 


covery. some of the 
tradition, their elders have turned 


to casuals that they ‘wouldn’t be 
caught dead in’ a few years back. 
An executive in one of our large 
industrial firms has adopted and 
enjoys wearing his six ounce 
weight, glove leather slip-ons to the 


office daily, telling me: ‘I'll never 
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wear those heavy stiff shoes again. 
This is the best find of my life in 
footwear.’ Not all executives have 
gone that far, but the familiar ques- 


‘What 


lightweight 


tion in my shop today is: 
have you got in a 


shoe?’” 


J. CARL CAMPBELL, merchan- 
dise manager of shoes and fashion 
apparel at Carson Pirie Scott & Co., 
that 


and more, shoe manufacturers will 


Chicago, is convinced more 


have to bring out an_ increasing 
number of new styles each month 
rather than just at the start of a 
season, if they are to keep up with 
the revolution in distribution that 
taken 
field. 


fashion 


has already place in the 
ready-to-wear 


“The field,” he 


explains, “no longer. buys by lines 


whole 
of merchandise. In our present 
saturated consumer market, cus 
tomers have plenty of money, but 
they are sold up on basics. If soft 
goods, including shoes, want to get 
their share of the spendable money, 
their manufacturers will have to 
come up with new items that will 
entice the public to buy. 

“Fashion coordination of shoes, 
ready-to-wear, and accessories is on 
the increase. Boutiques started this 
trend and it is now expanding. As 
far as shoes are concerned, inven 
tory and selection make any radical 
change difficult. However, the shoe 
department of the future will have 
to be planned the way the custome: 
wants to buy, rather than broken 
down by brand name or price. It 
will have to be planned by style and 
The 


making it easy for the customer to 


type. whole trend is toward 


’ 


buy.’ 
. 7 


LEONARD LAUWASSER, — shoe 


buyer for the Boston Store in Mil- 
waukee, says: 

“Let your customers tell you how 
to buy for Spring 1957. That sea- 
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son represents to most retailers ad- 


ditional opportunities for volume 
growth. I say ‘to most retailers’ for 
there are still those who claim to 
know in advance exactly what will 
sell for spring and what will not. 
“Most 


step into spring knowing full well 


retailers, however, will 
what will be of major importance 
and purchasing on a basis that will 
enable them to (1) achieve early 
early indica- 


selling, (2) receive 


tions from customers as to what 
they want and the degree of appe- 
flexible 


with the 


changing appetites and correct thei: 


tite, (3) leave themselves 


so that they can move 
stocks (4) move into the peak pre- 
Easter weeks with as near a ‘right’ 


stock 


cleanly 


as possible, (5) end Easter 

with a minimum of mark- 
downs and maximum of profit and, 
most importantly, (6) enable the 


retailer to identify early what his 


/) 


/ 


FORTUNE 
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o 


customers want, giving them more 


of it and making the most of de- 


mand features and items.” 


+ * * 


IRVING GERSHIN, shoe buyer 
for Blum’s Inc., Chicago, says: 
“The potentialities of the long 
slim look are great. Pumps have 
definitely come into their own. They 
have reached the stage where their 
percentage is greater than ever. 
Right now they are 75 per cent of 
the business and all our reorders 
are for pumps. There are some 
patterns we find it difficult to keep 


in stock.” 
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Tue Tyrolean influence continues to be 
important in men’s shoe styling and is evi- 
denced in this attractive four eyelet tassel 


version of the moc front Blucher. Marked 
by many custom details and fluid pattern 
lines, it is masterfully executed in butter soft 
imported calf. Colors featured are a rich 


honey shade, olive, black and brown. 





Discreet perforations, centered between fine 
stitching, are carried completely around plug 
Welts 


modeled, 


are closely 
The 


scalloped heel reduces weight and adds a 


top line and quarter. 


Shanks are well 


( ropped, 


custom touch to the bottom. 


For further information write Boor & 
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aster 
looms In 
Accessories 


H ANDBAGS and stockings are tradi- 
tional accessories for shoe stores. 
Add to them belts and you have three 
important accessories to a woman’s 
well-styled wardrobe. And you have 
three strong promotion items for 
your spring-into-Easter business. As 
always, ready-to-wear trends furnish 
the color background. And here, two 
traditional spring colors are slated 
for important revivals—gray and navy 
blue. 

With these in mind, black patent 


leather is bound to play a leading 


(;lossy Black Patent, Pale Beige in Textured 


role. To many women it is always 
Leathers. Volume Sellers for Shoes and Accessories. the perfect answer for spring shoes 
and accessories. For the same reason 


with Navy Blue Calf Slated for Strong Revival. navy blue has every prospect of com- 


ing back into its own. A third ready- 


Pebbled Patent in Black and Gunmetal and Gray 
: to-wear color family—-mauve-to-purple 


in. Smooth Leathers for High Style Promotions. 


fbove;: Julius Kayser display stand 
and stockings in “Nearly Nude” con 
struction and Debonaire, a light spring 
beige tone; textured calfskin in pale 
neutral Oatmeal tone in shoe from 


fndrew Geller and a Waldman bag 


dt right: Reading from left to right 
Vanilla Broadtail trimmed with Parch 
ment suede from Bernall; navy blue 
callskin bag, leather-lined, accordion 
pleated with gold-plated throw-over 
lock, from Greta Originals; blue faille 
with “shell” handle from Virginia Art 
Goods; Flax straw cloth bag with 
double entry from Garay 








by ELEANOR M. RUTTY 


—will also be worn with black pat- 
ent leather or navy blue shoes and 
accessories. Some black patent will 
be bought in the textured or pebbled 
surface but volume is expected to be 
in the glossy. 

There will still be a strong demand 
for the very pale oatmeal tones, in 
textured leathers especially. Gray has 
been slated for high style acceptance 
but gunmetal in pebbled patent will 
have wider appeal. In the beige fam- 
ily, be sure to include straw cloths 
and, in navy and black, elegant fail- 
les in bags. 

With all these colors, stockings have 
been dyed to coordinate and give the 
elegant look of the perfectly blended 
foot and ankle. More than ever, lead- 
ing hosiery manufacturers have pro- 
vided displays and coordination books 
and boxes to aid the sales clerk at 
the hosiery counter. 

In choosing and promoting hand- 
bags, remember that the long, slender 
look has been expressed in deep, but 
roomy and easily opened, silhouettes 
and in long envelope types, some- 
times with handles that can be used 
or tucked away. 

Coordination with shoes is usually 
limited to type, color and material. 
Only occasionally is there exact dupli- 


cation of detailing. In general, the 


At top: Genuine black patent leather 
in Prestige handbag, Charm Belt, jet- 
trimmed, flower from Guild Patent 
Leather; Phoenix Hosiery swatch card 
of blue apparel fabrics, matching box 
cover for coordinated hosiery colors. 


At right: Roman Stripe stocking in 
Town Taupe, one of spring “Feather 
Colors,” with coordination swatch 
card; hammered gunmetal patent 
leather in shoe from Delmanettes and 
handbag from Paristyle. 





better styling does not atlempt to copy 
small details except in some novelty 
styles; resort bags and shoes, for 
example. While some style opinion 
holds that coordination of bag with 
shoe is not the newest or most 
interesting idea, a well-merchandised 
bag department in a shoe store still 
does good business in selling a bag 
to the shoe customer and many 
women, as well as store buyers, con 
tinue to feel that this is a natural for 
costume coordination. 

As for belts, these continue to be 
popular, especially for wear with 


separates, both casual or sports and 


dressy. And the makers of women 
belts offer a wide range of styles and 
Ly pes for the coming spring, Contour 
shapes continue in favor, And trim 
mings show unusual imagination in the 
use of jewels, buckles and other kind 
of fastenings. Like the handbags, they 
follow the leading trends in shoes in 
colors and materials Io the shoe 
store, they offer an attractive addi 
tional selling item after the purchase 
of the shoe and the handbag 

In looking over the spring lines of 
handbags, belts and hosiery, we feel 
that there are an unusual number of 


rURN TO PAGE B4. PLEAS! 










































Spring and Late Easter 


Promise Extended Selling 


“P, RHAPS this year we will be able to recoup some and which are being delivered to us right now.” 
of the sales that did not materialize last year! Perhaps Taose are not just idle thoughts. They are the fer- 
this year we will have a spring season like we used vent hopes of retailers across the United States; and 

rationalize and bolster their thinking with the 
Starting as of now with resort shoes and 


[TURN TO PAGE 64, PLEASE] 


to have. Perhaps this year the weather will be on ou: they 
| ' 
facts: e.g. 


stirring on the part of con- 


sunshine and a 
that we have ordered 


to buy the new shoes 


- ide 


summers 


Above: 
I. Miller spells out a holiday 
greeting with colorful flowers. 


Left: 

Franklin Simon displays a “Per- 

fect basis for spring’s prettiest 
look!” Patent shoes. 











Shoe windows spark: a sea- 


son. Make yours reflect the 
promise of a colorful spring 
and happy Easter ahead. 
Displays need not be high- 
ly elaborate to be effective. 


Right: 

Silhouette cut out (Bonwit Tel- 

ler) highlights a style as well as 
some spring colors. 


Right: 

To emphasize a promotional 

color, Bonwit Teller paints 

swirls of that color right on the 
surface of the window. 


by 
ESTELLE G. ANDERSON 


Neason 


Below: 

Delman presents Easter and the 
wonder of youth in a riot of hy- 
acinths and other spring flowers. 
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New Kind of Revolutionar 


()ver the Past Decade, a Social and Economic Revolution Has 


Taken Place—and Responsible for It Is the Modern Businessman. 


li you take a good, deep look you'll see or sense 
a remarkable change—a genuine and bold revolu- 
tion—taking place in the U.S. economy. A good 
share of the shoe industry, knowingly or un- 
knowingly, is participating in this historic 
change now in process. Here is something of 
what I mean. 

The U. S. economy continues to undergo a 
dynamic forward drive unprecedented in inten- 
sity and growth. It’s not only economic but social 
as well. It is radically changing the character 
of the economy and the conduct of business. It 
is bringing about a democratization of society 
undreamed of even by the social dreamers of 
only three decades past. And behind this enor- 
mous change is the least expected of revolution- 
aries—the businessman. 

One significant change: we have become a 
nation of what might be termed “progressive 
conservatives.” That is, more and more people 
have risen to an economic status where they have 
something to conserve. We have created, for the 
first time in history, a vast middle class, eco- 
nomically and socially, which encompasses the 
great mass of the population. We have seen this 
significant upheaval take place in a mere post- 
war decade. It has astounded the world, even 
the businessmen revolutionaries themselves. 

We are seeing the dog-eat-dog, the law-of-the- 
jungle economy breathing its last. Competition, 
certainly. But now guided by much stronger 
controls, most of them self-imposed moral and 
ethical controls. We are seeing businessmen en- 
couraged to face social problems rather than 
ignore them; to seek first for an answer in indi- 
vidual and company initiative. 

We see business operated not solely from the 
profit-and-loss balance sheet but also from the 
profit and loss standpoint of the community. 
Business conduct today is more than ever con- 
scious of public opinion and its own responsibil- 
ity to the community. Instead of resisting 
change, business today plays a creative role in 


directing it. You can call it an “economic philos- 
ophy of social welfare’—a term the business- 
man of only 20 years ago would have shuddered 
at. 

Americans today support free enterprise not 
as a God-given right but as the best practical 
means of conducting business in a free society. 
They regard business management as a steward- 
ship, and they expect it to operate the economy 
as a public trust for the benefit of all the people. 

A modern approach has been industry’s grow- 
ing concern with human values. Businessmen 
recognize the importance of human values to 
the economy. This concern is spurred further 
by social or moral consciousness. In the Twen- 
ties the theme of business was, “Sales mean 
jobs.” Today it’s the reverse: “Jobs mean sales.” 
In short, human values have taken precedence 
over sheer economic values. First create an 
economically and socially healthy consumer and 
you’ve automatically created a healthy market 
which assures healthy and growing sales. 

By “dynamic” economy we mean a moving, 
growing economy. In the past, business built a 
fence around its markets and corporate position, 
then adopted a wait-and-see attitude. Today it 
pours money and energies into the economy 
which results in growth. Today, for instance, 
it pours $5 billions into research and $35 bil- 
lions into capital expansion. These are not only 
investments in the future but constant assur- 
ances of a brighter future. Too much is at stake 

especially people—for management to be 

timid, slow, antiquated in thinking and action. 
There must be, and is, a “perpetuity concept” 
of our economy and of companies individually. 
You move forward or are counted out. 

Examples of the torrential flow of this eco- 
nomic dynamism: in only four years, since 1952, 
we've seen a 19 per cent rise in personal in- 
comes; a 21 per cent rise in labor income; a 47 
per cent gain in industrial and plant equipment; 

[TURN TO PAGE 77, PLEASE] 
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el About Credit 2 


M r. Shapiro Believes That Credit Has Been an 
Important Factor in Building His Business and 


Grorce SHAPIRO, owner of Smith Shoe Store in 
Middletown, Conn., has had charge accounts since 1952. 
He was originally reluctant to try credit but was urged 
on by his brother-in-law, who owns a jewelry store and 

who knew what a good thing credit was in that line. 
From the very first Mr. Shapiro felt that, “If you go 
into credit, you don’t go part way. You jump into it 
with both feet.” At first this proved costly. Signs in- 
vited one and all to open charge accounts. Newspapet 
ads played up the store’s credit. Mr. Shapiro gave 
credit to anyone who asked for it. He expected to get 
a proportion of dead beats and he was not disappointed. 
He felt that it was impossible to check correctly on 
every customer, even through the credit bureau which 
he tried for a period of time. “Another thing,” he ex- 
[TURN TO PAGE 64, PLEASE] 


George Shapiro (above) of Smith’s Shoe Store, Middle- 
town, Conn., handles each customer as an individual. 
Some pay weekly, some bi-weekly, others monthly. 


Is a Coming Thing in All Family Shoe Stores. 


by EDWARD ROSE 











VOGEL'S SHOE STORE 
UPPER GANDUSEY, C100 
FROME 975 


vr, Robert lang 
405 Gainey Court 
Upper Sentusky, nie 








Illustration 1. Customer's receipt statement 
and ledger card are printed. The receipt 
shows amount of purchase, tax, total, old 
balance and new balance. The statement 
and ledger card show new balance to date. 


A MECHANICAL BOOKKEEPER is “ employed” at 
Vogel’s Shoe Store, Upper Sandusky, Ohio, to keep 
bookkeeping records automatically. Technically speak 
ing, there are three partners in the Vogel firm—Walter 
Vogel, his son Tom, and Bob Casey. “Our Fourth 
partner,” said Walter Vogel, “is that short, fat one 
sitting on the counter over there. It looks like a reg- 
It’s the 


never eats, never sleeps, 


ister, but it seems to have a mind of its own. 
world’s cheapest bookkeeper 
never asks for a raise or time off, and never makes a 
mistake, either!” 

The multi-purpose Vogel cash register was designed 
by National Cash Register specifically for shoe store 
operation. Going well beyond the usual cash register 
concept, it automatically provides information that 
normally takes ours of painstaking effort. 

Sales are mechanically counted by nine classifica- 


tions, from “Men’s Dress” to “Findings.” 


This gives 
a weekly check on business and provides a 100 per 
cent accurate inventory control. Charge sales, includ- 
ing customer’s ledger and statement, are posted auto- 
matically by the register as the sale is rung up. Each 


salesclerk 


ceived on account, paid out and tax all add into indi- 


has his own sales total. Cash, charge, re- 


vidual totals . . . and so on down the line. 


Sales by Type of Shoe 


Most shoe retailers use a spread sheet (“pairage 
sold, 


placed next to the cash register; each time a pair is 


sheet”) to record units The sheet is usually 
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‘Mechanical 


ry. 
| his “Fourth Partner” Never Eats, Sleeps or 


Asks for a Raise. It Never Makes a Mistake 
Kither. The Vogel Shoe Store in Upper San- 
dusky, Ohio, Considers This a Foolproof Sys- 


tem and the Answer to All Bookkeeping W orries. 


sold, another check mark is made under the prope: 
Men’s Dress, Women’s, Children’s etc. ‘The 
trouble with this method is that, especially during 


column 


rush periods, it is almost impossible to remember to 
make that check mark every time a sale is made. Sales- 
clerks are sure to forget—so the system is highly in- 
accurate most of the time. 

In some stores, the end of the shoe box is remove: 
and spindled; then at the end of the day a count is 
nade. Of course, the customer will often want to take 
the box with him, in which case a slip must be written 
out. And that can be forgotten. 

At Vogel’s touching a sales key is part of the cash 
As the key is touched, for Work 


Shoes, Rubbers, Slippers or what-have-you, the ma- 


tegister operation. 


chine adds “one” to an item counter for that particular 
type of shoe or merchandise. As Bob Casey said, “you 
can't forget it, because it’s part of ringing up the sale. 
And we don’t have the bother and messiness of a 
pairage sheet or box-ends. Most important, though 
it’s accurate.” 

At the end of each week, the item counters for each 
sales classification are read from the. register and the 
a Sales Book. 


ranged that sales by each type of shoe may be com- 


totals entered in The book is so ar- 


pared with sales for that type during the same week 


ol 


a 
. 
OB —_ 
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2000000" 
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Note rows of buttons for Men’s, Women’s, Chil- 
dren’s, and so on. A to K keys at right are for 
individual salespeople. 
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~ Keeps The Books 





Bob Casey, Walter and Tom Vogel pose to have their picture taken with their 
fourth partner, which they say regularly saves them many hours of painstaking effort. 


last year. Sales to date for the year as against last 


year may also be seen at a glance. 
wn Bae 4 


his 01S 9.014 
D ti for ex: | here ¢ , : Mis 01 § -96.00— 
ress section, lor example, there are separate pages D Mis 01 3 201.9 
ac shoe s sme the } fs 501 4 208.145 

for each brand of shoe sold. Any time the inventory fas S15 120.059 

i ake > 201 ; ; . hace H ‘ Mis 591 4 170,725 

f € e€ eg 4 C ses 5 

is taken, the beginning inventory plus purchases minu es Ee 
Fu iad 


In a separate Inventory Control Book, purchases 
are also broken down by brand name. Under the Men’s 


present inventory equals the unit sales of that brand. 
A recap of the Men’s Dress shoe sales by brand mus! cemetione fede Oenet 

tie in with the Men’s Dress total as shown in the Sales ~ — Py Fat at 
Book—figures that were taken directly from the cash nig aa al 
register. In the same way, a recap of Women’s Shoes S74 14 

by brand must tie in with the Women’s total in the et 4645 

Sales Book. The same holds true for any of the nine a “er mney 779 
major classifications. Lp eo a aT - “ 


This works regardless of how often, or when, inven- Vibha 
tory is taken. It could be monthly, bi-monthly, yearly F759 
° ° , , Tokay # ¢26/ 

or at any odd time. Any inventory shrinkage is de- 9/1410 
ad ih * Today's mn Axi! @ ' Yili -41.12-s 
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Illustration 2. A complete picture of the day’s business 
from a dollar standpoint is recorded in a matter of 
minutes as soon as the store closes. 
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They Retired . . to Their 





Wen Samuel Price and his wife Dorothy 
opened the Sunrise Junior Bootery on a side 
street in Palm Beach, Florida, three years ago, 
there were people who predicted that they 
would not be in business more than a few 
months. But the couple have renewed the lease 
on their out of the way shop for another five 
years. 

How do they draw their customers? They 
don’t advertise on the radio or in school papers, 
Television and direct mail are not in their 
budget. There isn’t even a sign on the front 
of the store indicating its name. And only on 
Sunday when people attend the church across 
the street are there many pedestrians passing 
by 

Customers come not only from Palm Beach 
but from across the bay in West Palm Beach and 
from small country villages as far away as 60 
miles 

The only promotion the Prices do is use a 
club card that entitles a customer to a free pair 
of shoes when she has purchased 11 pairs. One 


card is given to each family and the shoes for 


(wn Store 


all the children can be counted on the same 
card, But although Palm Beach residents are 
just as anxious to save money as anybody else, 
it is not the club card alone that brings them 
back. Once they are in the store they find 
expert fitting and a wide choice of shoes to 
choose from. 

The stock in the 40 by 30 foot store and in 
the adjoining stockroom is complete in sizes 
and styles. Dr. Posner shoes are the basis of 
the stock, but the store also carries Sparkle 
Toes and Cobblers of California. There is a 
complete line of Capezio dance shoes including 
high style ballet and character shoes. Leotards 
and tights are featured as related items and 
are always displayed in the window. In shoes 
there is a full inventory from triple A to double 
Kk, from baby shoes through growing girls and 
boys 10 and 11. 

The Prices have built up a reputation for 
top quality fitting. Both Mr. and Mrs. Price 

[TURN TO PAGE 78, PLEASE] 


Sometimes the customers even help themselves and fit 
their children with shoes from the boxes on the wall. 


Below: In summer when most Palm Beach stores are 

closed, the Prices do a profitable business. Mrs. Price 

finds Bermuda shorts comfortable for sitting down to 
fit shoes for the children. 


r ‘ . ’ J ‘ . >. 7] . 

Phe Prices Built t p a Successful Children’s Shoe Busi- 

ness on a Side Street in Three Years. But They Had 
Plenty of Experience to Back Them. 

















NATIONALLY ADVERTISED 
IN-STOCK CASUALS 


VOLUME-STYLED 
VOLUME-PRICED 


Available direct-from-factory! 


Volume priced . . . in-stock casuals! And not froma. . 
“we've got some of those, too’, line. But, here’s the 
most complete, and only concentrated line of men’s and 
boys’ casuals in the entire field . . . created especially to 
help you capitalize on the ever increasing casual trend 


in everyday living and buying habits. 


Moc-Abouts . . . now brings you direct-from-factory, 
in-stock casuals . . . styled and priced to sell the way 
casuals now sell... in volume! Why not join over 


2000 retailers who have already experienced the profit 
power of Moc-Abouts! Write today for latest 
catalog and the complete story. 





NOT available through 
jobbers or distributors 


MOC-ABOUTS ides and distributed exclusively by NASHUA FOOTWEAR CORP. Lawrence, Mass. 
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by getting the most 
Wellco Foamtread* 








Again in ’57...the best thing 
in LIFE for you will be Wellco! 


Not only is Wellco continuing its full page, full color campaign in 

LIFE to help you boost your volume in ’57, but Wellco is sponsoring a 
fabulous contest for all Wellco Dealers. Here’s your golden opportunity to 
win a brand new 1958 Cadillac! Be sure to get the details from the man 
who represents the ONLY line of family slippers ever advertised 

full page, full color in LIFE...your Wellco Sales Representative! 


One contest—or a million contests from now—the best contests will be run by 


WELLCO SHOE CORPORATION, Waynesville, N.C. 


In Canada, Foamtread Slippers are made exclusively by Kaufman Rubber Co., Kitchener, Ont. (Contest does not apply in Canada) 


@ 1957 *T.M. Reg U.S. & Foreign Pats. and other Pat Pend 


YOUR AREA FOR DETAILS OF THIS CONTEST! 
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Alps Inspired . . . 






lined and 


rimmed with 


7 
ad 


Frosty, snow-capped Alps... hardy mountain garb... 
inspiration for the dashing “Alpina” Bootie. Informal 

but neat, sturdy but nimble. Ideal for daily casual wear. 
Comfort, the snuggest ... trim, the softest . . . thanks to Borg 

deep pile fabrics. Warm. Light weight. Durable. Small 


wonder Borg lines and trims more fine footwear every dav. 


fabniscs of thle udune ONL Yound today 


BORG FABRIC DIVISION 


The George W. Borg Corporation + Delavan, Wisconsin 


In Canada ... Borg Fabrics Limited + Elmira, Ontario 
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Spring and Late Easter 
Promise Extended Selling 
[CONTINUED FROM PAGE 55] 


continuing right through Easter, April 


| 21 there is a selling prospect that 


justifies optimism. 

Now is the time to start promoting 
the new styles, new colors, new leathers 
and new materials. Start with your 


| sales personnel. Tell them your reasons 


for buying the shoes. Give them sales 
facts so that they in turn can sell with 
confidence and enthusiasm. It’s a simple 
formula of promoting and selling. The 
consumers will do the rest. 

Since windows are a reflection of a 
store’s personality, make that person- 
ality come alive. Spark it with frequent 
changes of background and design. We 
have always indicated that window dis- 
plays need not be elaborate to be ef- 
fective. We show you five windows that 
can be adapted to your store’s partic- 
ular needs. Maybe they contain a germ 
of an idea that you can use and execute 

A season: spring and Easter; A 
theme: a leather, a color, a silhouette. 

The point we make is—Start now. 
Change your window displays often. 
Let your windows be a promise of 
spring and a happy season ahead. 


How Do You Feel 


About Credit? 
[CONTINUED FROM PAGE 57] 


plained. “Every store rates customers 
differently. I have a friend down the 
street who won't carry a customer who 
doesn’t pay promptly in thirty days. 
I'll gladly carry a customer for six 
months if the customer continues to 
make payments and to buy shoes, 

4 down payment is taken on each ac 
count opened. No limit is placed on the 
purchases. Mr. Shapiro feels that you 
can’t advertise credit then tell a cus- 
tomer you are limiting him to five dol- 
lars or ten dollars. 

Each customer is handled as an in 
dividual in the Smith Store. Some pay 
weekly, others bi-weekly, others month 
ly, but whatever way they pay, Mr. 


Shapiro wants them to come in reg 


ularly 

“One good think about credit,” he 
ays, “you get the customers into the 
habit of coming to your store. A cash 
customer is anybody’s customer 4 
charge customer will settle for ome 


thing else. Or will wait for you to orde1 
the shoe 


There are no carrying charge . The 
nereased volume brought in by the 
credit has much more than offset the 
losses the store has taken. Then too, 


the low off season months are not oO 
low when customers come in daily 
bringing their one, two, and five dollar 
payments on account. 

Each customer is given a regula 
payment book in which to keep his 
record. Here again, not all customers 

[TURN TO PAGE 68, PLEASE] 
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GeuTiNe’s, Philadelphia, with a regular program for 


expanding in the suburbs, now has seven stores in the 


environs of Philadelphia. The seventh was opened 
some months ago in the Manoa Shopping Center, Eagle 
Road and West Chester Pike, 


This store not only includes all the modern features 


Havertown, Pa. 


used in the other stores but a number of additional ones 
as well. Considerably larger than the sixth addition 
to the this 
occupies 30 by 100 sq. ft and is wide enough to allow 


group in Jenkintown, Pa., newest store 
for cross floor seating in the women’s section. 
This section is the largest in the store, with twenty- 


back to back, 


and with plenty of floor walking space in between the 


three coral colored chairs in several rows, 
rows. Large shadow boxes are used for displaying the 
newest women’s styles. The wall in this area is covered 
with Vicratex, a gray bamboo pattern which provides 


an attractive and luxurious background for the coral 


chairs and medium green carpeting. The men’s section, 
directly opposite, has a pine wood wall and dark brown 
leather seats. 

The children’s section is in the rear close to the short 
hallway leading to the spacious back-of-the-store park- 
The 


set off by brilliant wall display 


ing area. seating section here is in forsythia yel- 


cases featuring 


low, 


Creutinégs Seventh Unit 


a — ; ' ; , 
I hiladelphia Firm Developing Program of Expansion in Growing Suburbs 
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children’s shoes. Close to this area is a row of shelves 


100 ft. long with a complete line of shoe findings. 
Centrally located, there is a display case of glass with 
to that on the 


wall, In this is a display of handbags, matching shoes 


a wide base of pine wood similar side 


1TURN TO PAGE 78, PLEAS! 


front windows give an unobstructed 
view into the Seasonal colors are used to set off 
the shoes in simple, uncluttered displays. One windou 
is devoted to children’s and men’s shoes and the 


to shoes for momen and feenagers 


Belou The 


pine wood wall and dark brown leather seats 


Two large 
store 


Above: 


othe 


men’s section, opposite the women’s, has a 
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Because Blue Bonnets offer every fine quality 
feature of children’s shoes selling 
up to $2.00 more a pair. COMPARE. 





BLUE BONNET SHOES, INC. MANUFACTURERS, 5 FRANKLIN STREET, LAWRENCE, MASS. 
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Selling cost pressures on shoe retailers becom- 
ing steadily heavier. But worst is still to come, 
and retailers better gird for it. Situation is this: 
wages everywhere continue upward and no signs 
of stopping. People want it that way. Also, fig- 
ures show that net purchasing power is growing 
faster than wage increases ... which is large 
part of answer to steady rise in record consumer 
spending, which in turn spurs capital spending 
and production expansion. 


What does this mean to shoe retailers? First 
and obviously, higher wage costs. But retail 
wages average much lower than industrial or 
other wages. Shoe business, like most retail bus- 
iness, having hard time finding and holding de- 
sirable personnel. Inevitable result appears in 
view: retail wages will begin to pressure them- 
selves upward at even stronger pace. Meanwhile, 
employe pool continues to shrink, adding fur- 
ther to wage pressures on retailers. 


Now comes the question: How much and how 
frequently can retail shoe prices (and other con- 
sumer goods) continue upward in cost-covering 
effort before serious consumer resistance sets in? 
When this happens—but more likely before it 
does—the shakedown between the men and boys 
in business will occur. The men will find ways 
to trim costs and hold prices, thus giving them a 
big competitive advantage. The others will be 
hurt plenty. 





Is there an answer? Yes. A higher level of re- 
tailing productivity. If the term is somewhat 
vague, then you’d better learn it well because 
it’s going to play an important role in your busi- 
ness life. In simple language it means steadily 
getting more out of what you put in. 


Rate of rise in retailing productivity has always 
been lowest of all branches of the economy—less 
than a one per cent rise annually. Supermarkets 
have been only group to make good showing. 
Shoe stores, like most stores, have made poor 
showing. Harvard Business School professor 
Malcolm MeNair in recent talk said that manu- 
facturers are showing growing concern about 
low productivity level in retailing. It means, for 
instance, that shoes may have a tougher job 
competing with other consumer goods. So man- 
ufacturers want to see faster productivity rise 
at retail level to keep their products competitive. 
We may see trend toward more manufacturer- 
retailer teamwork in this respect. 
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How does shoe store productivity operate? Prac 
tices of discount 
amples. 


(and others) are ex 
Discount shoe department turnover is 
eight times yearly as against two and one half 
or three times for regular shoe store. 
per cent of discount house personnel involved in 
direct selling, as against 50 per cent in depart 
ment store. Discount house gets $360 in sales 
per square foot of space as compared with $105 
for average soft 


houses 


Some 85 


Discount house 


stocks shoes only for immediate seasonal selling, 


goods store. 
no excess carryovers. End result: Despite pay 
ing higher wages, discount house selling cost 
average 15 per cent against department store's 
33 per cent 
cent of sales as against 
stores. 


... selling costs are only eight per 


18 per cent for othe 


Does this mean shoe store should adopt opera 
tions of discount house? Certainly not. It simply 
illustrates there are ways that selling costs can 
be cut while retaining wage attractive 
enough to hold desirable personnel. One key fac 
tor in cutting selling costs is larger and steadier 
flow of traffic. This converts “idle time” of wait 
ing sales personnel into productive work time 
Also, fixed costs (rent, light, etc.) become smaller 


scales 


proportionately as traffic and sales rise. 


Retailers may as well face it: they’re sandwiched 
between inevitably rising costs and competitive 
forces. The only logical out is cost-cutting via 
higher sales productivity. Watch out for wrong 
kind of cost-cutting such as reduction in local 
advertising, promotions, This 
backfires. Objective of productivity is to get 
more of a payoff with what you now have. 


personnel, ete. 


oo 


Here’s a challenging question for shoemen: with 
consumer incomes and spending continuing to 
break records, why have the increases in sales 
been almost altogether in dollars rather than in 
pairage? In short, why aren’t better-off con 
sumers buying more pairs of shoes as well a 
paying more per pair as a result of upgrading? 


This suggests real opportunity for shoe business. 
Stronger promotions could do better competitive 
job against other products . . . could lure back 
some of that “dispersal spending’ 
via more extrn A very significant fact 
unveiled by 
plenty .. 
appeals are strongest. 


into shoes 
’ airage. 
studies: consumers are spending 


. but are spending where the product 
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How Do You Feel 
About Credit? 
[CONTINUED FROM PAGE 64] 


are the Mr. Shapiro feels that 
ome would be offended by this system, 
book but 


ame 


o these get no payment are 


ent monthly statements. 

The store has a file of duplicate pay 
which are kept in a small 
the register. Each pay 
marked down, as well as each 
the duplicate slips at the 
time of transaction. In addition the 
tore ha system. Each 
le, cash or credit, and each payment 


ment lips 


cabinet near 
ment 1 


charge, on 


‘ the 
an inventory 
aie 
a large sheet along with 
including the name 
and the of the 
a double check on the 
Mr. Shapiro 


business, 


is marked on 
other information 
of the purchaser 
hoe | ni 
credit 
Weekly 


tatements, a 


cost 
vives 
to 


and jt permit 


tabs on hi 


customers do not require 
do the monthly. At reg 
a list of the slow payers 
is made up and placed on the wall near 
the Mr. Shapiro calls the 
customer this list to remind them 
that they are late. As a rule a customer 
will at a certain 
date This date is 
If she doesn’t 
phones again. If 
after the third 
given to a col- 


ilar interval 
telephone 
on 
promise to come in 
to payment, 
marked beside her name 

come, Mr 

he doesn’t 


make a 


Ss hapiro 
how up 


phone call, her name ji 


ection agency 


Although the collection 


Tingley Men's Sandal. Black $1.66 pr 
Brown $1.80 pr. Pure Gum $2.35 pr 
4 sizes fit shoes 6'/,-13. Diamond grid 
non-slip sole 


dre’ 


ad 
city 


agency making four dollars 


charges 25 per cent to 334% per cent, 
Mr. Shapiro prefers it to the claims 
court. It does a much better job col- 
lecting the real tough claims. 

“The first two years you’re bound to 
take losses,” he says. “Everybody has 
to when he goes into credit. Even work- 
ing the credit bureau we got 
some lemons. But it has paid off in 
many ways. For one thing we carry a 
much better grade of shoe today. The 
customer who doesn’t pay cash is more 
interested in quality than in price. An- 
other thing, you get a lot more multiple 
sales. This afternoon a regular cus- 
tomer bought two pairs of our top qual- 
ity shoes. The sale amounted to thirty 
dollars. She gave me ten dollars on 
account. Without credit she would have 
bought a ten dollar shoe, or she’d have 
gone to a department store where they 
give credit gladly. Credit is becoming a 
necessity in the family shoe store. It’s 
the only way we can buck the depart- 
ment stores. They’re pulling our cus- 
tomers away with credit. We have to 
win them back by giving the same lib- 
eral credit the department stores do.” 

Mr. Shapiro feels that some retail- 
ers worry about credit losses. “If I keep 
this shoe on my shelf too long, I will 
have to put it on sale for a dollar and 
ninety-eight cents. The shoe cost me 
six dollars, so I’d lose four dollars put- 
ting it on sale. Now, if I could dispose 
of that shoe in season to a charge cus- 
tomer, I’d have a pretty good chance 
of getting ten dollars for it, so I’m 
not four 


with 


losing 


Give your customer a perfect fit in light, 
comfortable, neat looking, stretchable, 
rubbers that will outlast several pairs of 
shoes. Whether clogs, sandals or storm 
rubbers . . . you can do this with less 
than ‘4 the inventory old-fashioned 
lined rubbers would require. And, fill- 
ins are quickly available from nearby 
distributors’ stocks. You can make 
money with the Tingley Line. 


dollars. It all depends on how you look 
at it.” 

The credit business was greatly help- 
ed by the acquisition of Sally Shapiro 
(no relative) two years ago. Miss Sha- 
piro had worked in the department 
stores in town and was well acquainted 
with most of the local credit customers. 
She was able to save her employer from 
opening accounts with a great number 
of dead beats. According to Mr. Sha- 
piro, she beats the credit bureau all 
hollow. If a customer is refused credit 
because she is a bad credit risk, she is 
told so outright. “Either you give them 
credit to the hilt or you refuse them 
entirely,” says Mr. Shapiro. 

A believer in a large stock with 
plenty of depth Mr. Shapiro thinks that 
the average retailer places too much 
stress on turnover. If a merchant works 
with a smal! stock, he can put his extra 
money in the bank and draw three per 
cent interest, and worry about lost 
sales. A large stock can mean only one 
thing, in Mr. Shapiro’s opinion: more 
sales and more regular customers who 
can’t get fitted or suited elsewhere. 

When asked why he had shoes dis- 
played on the boxes, Mr. Shapiro 
laughed and explained that when he 
had owned a store in another city, the 
salespeople had had a hard time find- 
ing the stock. He’d hung out the shoes 
to help his salesmen and had found 
that customers liked to pick their own 
shoes from the display. Often, when 
they are busy, customers will find their 

[TURN TO PAGE 77, PLEASE] 
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St. Louis Clearances 
Cut Shoe Inventories 


SHOES are selling well—at clearance 
sale prices—in St. Louis. Women’s de- 
partments are busy, men’s and chil- 
dren’s moderately busy. Reductions 
range from 10 per cent to nearly 50 
per cent, depending on brand and basic 
qualities. Strictly basics carry little or 

markdown. 

Downtown shoe shops, chain stores, 
and department stores and their 
branches are all participating in the 
clearances. Some suburban family type 
stores are holding the price lines and 
will continue to do so for at least a 
few weeks, owners report. In chil- 
dren’s footwear particularly, it is still 
more convenient for parents to shop at 
neighborhood outlets, rather than face 
a trip downtown, despite per cent of 
savings involved. 

However, many family type outlets 
in the suburbs are getting on the clear- 
ance sale bandwagon. One store sent 
to its regular customers an- 
nouncing up to 40 per cent reductions 
on casuals, slippers and holiday fash- 
ions for men, women and children. The 
card’s message read: “’Twas the day 
after Christmas and all through the 
Not a shoe was still priced the 
same as before! So... come in today 
and choose several] pair Of shoes for 
your family, priced low and rare!” 

Although only a very small portion 
of the consumers’ Christmas-shopping 
dollar was left in shoe departments, 
post-holiday spending is going for 
shoes, along with other reduced-price 
apparel. Downtown Christmas week 
crowds were heavy. Women’s shoe de- 
partments hummed, with many _in- 
stances of multiple pairage sales writ- 
ten up. St. Louis retailers liquidated 
broken size runs, odds and ends, both 
standard and novelty types, and at 
least partially cleared the decks for 
spring merchandise. Purchases were 
concentrated primarily in black suede, 
black and brown calf. Many opened up 
holiday sandals of peau de soie, glitter 
cloth, vinyl, and gold and silver kid. 
Casuals were picked up widely at their 
reduced prices. 

As women thronged to uncover shoe 
bargains, they also found time and de- 
sire to look at spring and resort foot- 
wear moving into display units all over 
St. Louis. At one major department 
store, prominent aisle displays were 
given over to these spring harbingers: 
red, patent and pale beige. 

At another store, black patent closed 
pumps were reported as already sell- 
ing well. Black patent with white 
touches in open and closed pumps were 
reported as gaining daily. Sales people 
say that women are liking the pointed 
toes and finding them comfortable. 
Pointed toes are everywhere. 

Famous-Barr is promoting the new 
look in resort footwear. One closed 
pump is featured as fashion’s accom- 
paniment to cruise wear. Of white calf, 
multi-laced with red, blue and yellow 





no 


cards 


store 
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strippings, the pump’s subtle color ac- 
cents mix or match resort apparel. 
The same store appealed directly to 
high school girls in one advertisement 
picturing and highlighting the three 


basic types of footwear for this age 
group: saddle oxfords, loafers, skim- 
mers. Judging by the hordes of teen- 


aged girls in shoe departments during 
school vacation, the ad must have 
chalked up good response 

The first all-white shoes for women 
appeared late in December in 
windows. Of the pairs used on models 
displaying resort apparel, smooth 
leathers were in the minority. Punched 
“ ” Pt 
pig, nylon straw, “caracul” kid and 
slashed calf predominated. Many were 


store 


barebacks, affirming the growing ac- 
ceptance of the Spring-O-Lator. 
Although final shoe department fig- 


ures for December are not on record, 
these factors all contribute to the to- 
tals: regular shoe business did not hold 
up firmly during the month; 1956 was 
a strong slipper Christmas; rain boots 
had a good spurt early in the month; 
post-Christmas clearance sales reduced 
inventories. 
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cordovan casual 


by Keil Highlander 


Always a step ahead... in 
comfort, smart styling, fine leather 
. »» this new tesselled slip-on of 
Horween wine cordoven, fully 
leather-lined from heel to toe... 
flexible and smooth as only « 
thoroughbred can be. 

33.00 


men's shoes © second floor 
Tasselled cordovan casual slip-on is fea- 
tured in this fresh, natty ad. A Keith 
Highlander. Godchaux's Shoes, New 
Orleans (two cols.). 
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Chicago Shops Feature 
Shoe Clearance Sales 


CLEARANCE sales account for most of 
the current retail activity in the Chi 
cago But, are 
selling at a normal pace. Meanwhile, 
retailers are assessing their 
and volume for 1956. The 


area. reguiar shoes 


figures 


results are 


potty. Most of them, however, finished 
the year about equal to the previous 
year. A few, mostly in the better 


grades, were a little ahead. December 
hard month for everyone 
brought the average down 
Slippers, for the part 
disappointing. Women’s, lagged gener 
ally. Men’ the 
Children’s ahead. 
novelties were 
traditional 
30 well, 


Was a and 


most proved 


about 
little 


ame 
New 


about 


ran 
were a 
sold well and 
cleaned out, while the 
Christmas staples did not do 

In current shoes, patent is going 
along at a good rate. In 
it has slower in gaining 
tum than expected. This has been due, 
in part, to the continuing strength of 
calf. Blue calf especially has 
tinued to gain. Even though navy calf 
is a year-round seller in Chicago, ac 
tivity is above normal. It is certainly 
running ahead of performance in recent 
Suede shoes move slowly except 


some stores 


been momen 


con 


years. 
in low end pumps. Cobra has had 
good response to promotions, even in 
higher priced shoes, as have all rep 
tiles. The closed up shoe is favored 
in all price ranges. The only excep 


tions are backless types for dress and 
evening shoes, 

Pumps are also popular in the very 
The folded top lines 
Except for ex 


high style stores. 
are heavy favorites. 
treme dressy types and evening shoes 
some 93 per cent of recent sales have 
been on closed up effects. The southern 
selling season has opened up and is 
about at its peak. Printed leathers, 
black and white, brown and white, and 
gray and white horizontal banded 
stripes are particularly active. New 
combinations of these same colors in 
unlined, lightweight spectators are also 
well accepted. 

Men’s business has held up remark- 
ably well for this time of the year. 
Volume has been concentrated on regu 
lar types, particularly wing tips, scotch 
grain leathers, and varied treatments of 
mocs. 

In the children’s end, a lot of dressy 
patent types sold prior to the holidays. 
Second pairs of classics for shoes are 
moving. Loafers, and slip-ons have 
moved in addition to wing tips in boys’ 
dressy shoes. 

[TURN TO FOLLOWING PAGE, PLEASE] 
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New York Retailers 
Promote Resort Wear 


hoe retailers are trying 


New YORK 


to take some time out to evaluate their 
busine and to make plans for the 
future. At first glance, it would seem 
that busine was not as good as it had 
been a year ago but it is generally con 
ceded that when the final tabulations 
are in, figures will compare favorably 
and even be ahead in many cases. In 
the meantime, many of the retailers are 


to clear 
They 


promotions 


holding private or short sale 
odd 
are also putting on 
of the new shoes. 
There has been a lot of 


out some of the and ends 


pecial 


interest in 


the new resort shoes. The best selling 
type ecem to be in black patent 

mooth or combined with pebbled 
patent. The number two shoe is black 


with This has 
indication of gaining in importance a 
the early spring shoe. 

Resort that seem to be getting 
good calls are in white leather, leather 


trimmed white. every 


hoe 


with vinyl, white pebbled patent effect, 
some luster straws, luster mesh and 
luster lace. Classic spectator colors, 
combinations of black and white and 
tan and white have been made up in 
pretty, dress-up pumps as well as in 
uch color combinations as pale gray 


touched with 


] 
catmeal colors 


black patent and in pale 
combined with patent. 
(nusual for this time of the year is 
tailored 
dark 
tan in grained calfskins and shrunken 


the interest in shoes—one 


traps and pump of russet or 
prain 

shops a 
major portion of the women’s shoe busi- 
to be on the dressy, 


opened up, after-five type of shoes in 


In the high grade, quality 


ne continue 
combined with suede. 
Some printed satins too. In these top 
quality stores the preference is for 
trumps with the longer, tapered toes; 
whereas in the popular priced field the 
on the short, pointed toes. 


atins and satin 


emphasis 1 
Black i 
as dark, 


very good but other colors such 

moky taupe, smoke 
yray, brown and bronzey greens—are 
doing well. Some of them are printed 
with little figures or stripes. 

The general feeling is that the shoe 
business at retail will actively get 
under way shortly. Prospects are that 
with a break in the weather, sales will 
be satisfactory. 


colors 
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Early Spring Shoes 
Promoted in Denver 


RzTAIL shoe business in the 
area asumed a spring-like look in early 
January as many merchants promoted 
early spring shoes for women along 
with advertising of semi-annual clear- 
ance sales. The year, 1956, with all its 
fluctuations, ended on the bright side 
and prospects for the first months of 
1957 loomed just as rosy. 

Retailers’ comments varied as to De- 
iness and as to early prog- 
re of clearance sales. A leading 
Mountain States retailer (family 
tores) declared: “Early clearances are 
much than a year ago. Inven- 
tories are about the same as a year ago. 
Men’s business in December was 
tremendous, the best of the year. De- 
cember always is good for it’s the one 
month that Papa in this area really 
dresses up. Women’s business was good 
and the last week of December found a 
hig rush for evening shoes. Two-eyelet 


Denver 


cember bu 


better 


shoe 


ties for men are really in demand. 
While black’ trong in our stores, 
brown is still the men’s favorite. Cor- 
dovans have seen their best year this 


season.” 

Another owner of a 
tores in the 
Christmas bus 
ahead of last year when all 
finally tallied, though it had a 
start. He decried the practice of many 
shoe merchants rushing these clearance 


group of shce 
aid that 
was very good and 
ales were 


mountain area 


iness 


slow 


ales when the “winter season is just 
beginning’? and asked, “Why ruin a 
good week like the last week of De 
cember with markdowns?” 

This same group of stores had al 


most depleted its early spring stock of 


women’s shoes. There has already been 


a sellout of black patents with white 
trim, ascot gray and beige smooth 
leathers, all before New Year’s. This 


group, like a leading downtown Denve1 


men’s shoe store, found little demand 


men but re- 
sales in 


for the two-eyelets for 
ported the biggest volume 
three-eyelet full cut oxfords in black. 
Chukka boots in sizes six up were sell- 
ing in volume everywhere. Children’s 
lighter weight dress shoes and girls’ 
pumps were going well. 

In the higher-fashion shoe 
business was more quiet and one lead- 
ing retailer said that he was disap- 
pointed in the private sales held before 
Christmas and in the first week of his 
publicly-advertised clearance sale of 
better quality shoes. However, he be- 
lieved that “delayed action” was the 
answer and in the overall picture, fig- 
ures would be ahead of the previous 
year. He, too, was optimistic over the 
spring picture in women’s shoes, pre- 
dicting a colorful spring “with lots of 
ice cream colors” selling in volume. 
Cruise and resort wear were going well 
in his shops and in two suburban sa- 
lons. Miami wedglings and casual flats 
are in the lead. In evening shoes, back- 
less, clear vinyl, and bright-hued fab- 
rics with lots of ornamentation and 
jewels were important. 
shopping centers 
they were ‘a bit disappointed” with 
year-end business, naming it as only 
‘fair’ but pointing out that they had 
no figures for comparison since the 
stores are in their first year. 

In all stores where clearances started 
immediately after the 
first week of January reductions from 
regular prices ran from 15 to 50 per 
cent with the largest markdowns seen 
n women’s shoes. 


salons, 


Several reported 


Christmas or 


* * * 
San Francisco Sales 
-_ 
Approach 1955 Record 

YEAR end sales reports in San Fran- 
cisco indicate that 1956 came very close 
to 1955. It is quite possible that it will 
top the previous year for many retail- 
when the final tallies are in. 
[TURN TO PAGE 738, PLEASE] 
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Heralding the season of southern comfort, this ad chooses a Spring-o-lator of 
checkered fabric to emphasize the breadth of resort fashions the "sun never sets 


on.” Styled By Herbert Levine. 


The Blum Store, Philadelphia {seven cols.). 
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STEP RIGHT UP FOR... 


s ® 
? 

King Bee 

MEN'S 

SLIPPERS 


AND 


SANDALS 


NO NEED TO BE SHY GET 

YOUR SHARE OF THE PROFITS FROM 
THE LINE YOUR CUSTOMERS 

KEEP STEPPING UP FOR. KING BEE 
MEN’S SLIPPERS AND SANDALS 
HAVE THE HANDSOME STYLING AND 
SOLID COMFORT THAT MAKES 

FOR A FAST TURN-OVER. KING BEE 
SLIPPERS FEATURE BILTRITE 
NUR-O-CEL WHISPER LIGHT 

SOLES AND BILTRITE NURON 

CREPE SOLES 


WRITE FOR THE NEW 1957 
FREE CALENDAR FEATURING 
THE LUSCIOUS KING BEE GIRL! 


KING BEE + 47 WEST 34TH STREET +» NEW YORK 1, NEW YORK 


January 15, 1957 





SEND CUSTOMERS OUT OF YOUR STORE... 


~ 


dll 


WITH WRAPPINGS THAT BRING BACK MORE! 


Be f 


Want to attract more 
customers? Make every 
purchase a walking 
advertisement with 
distinctive, eye-catching 
Handelok and Loop-Lok 
shoe bags... the 
wrappings that stop 
traffic...and send it your 
way! Handsome, handy 
Handeloks and 
Loop-Loks pay for 
themselves in increased 
goodwill. And... the most 
economical advertising a 
store can have is 


HANDELOKS and 
LOOP-LOKS by 


ol ip 


Wolf Brothers, Inc., 1212 Callowhill Street 
Philadelphia 7, Pa. 
Gentlemen 

Send me samples and prices of Handelok and Loop- 








Lok shoe wrappings for men's |_| women's | | 


shoes without obligation. 
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= 
0 _ 
City 
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Christmas sales which were dragging, 
suddenly came to life in a last mad 
rush. 

Reports varied with most stores 
stating that they were just a little be- 
low 1955. A few, who had done heavy 
promotion work, showed nice increases. 
The suburban shopping areas all re- 
ported good business. Many people 
preferred to shop here rather than get 
mixed up in the heavy downtown traffic 
jams. 

Slippers, lizards and party and vaca- 
tion footwear all received good promo- 
tion work and sales. Men’s slipper ad- 
vertisements emphasized comfort and 
lounging ease, while the women’s 
pointed up both decorative styling and 
comfort. 

One slipper number was of Persian 
brocade with gold insert and a gold 
ball ornament on the tongue. Among 
the large showing of slippers at the 
Emporium was a velvet scuff with a 
Parisian motif on the vamp, in red, 
black and turquoise; another was a 
two-strap pump with jeweled beads 
mock-pearls on white velvet and gold 
beads on black velvet; others were of 
embroidered satin, velvet, gold kid 
mule, and also the moccasins in various 
colors. All other shoe departments had 
similar showings. 

In party and dress shoes the reptiles 
received big play with a wide variety 
of styles in open and closed models, al- 
ligators and lizards in brown, gray and 
black. Party time shoes were mostly 
in bare backs; some of vinyl with 
etched heels; others of brocade or satin 
with jeweled decorations; in prices 
ranging from $12.98 up to $35.95. 

oe -s 


Milwaukee Reports 
Good Year End Sales 


FIRST reports from local dealers and 
department store buyers spell out the 
completion of a highly successful holi- 
day season. All segments of the retail 
community issued preliminary  esti- 
mates that their volume during the 
month of December was at least equal 
to last year’s effort. Major shoe retail 
outlets reported that their books re- 
vealed gains ranging from “slight” to 
“at least ten per cent above last year.” 

Department store buyers were agreed 
that shoe sales activity was a mite slow 
in taking form at the beginning of the 
month, but climbed sharply during the 
final two weeks of the annual buying 
spree. Surprise was expressed at the 
strength of store traffic that carried 
over after Christmas, evidence that 
plenty of holiday cash gifts and factory 
bonus money was floating around town 
looking for a place to be spent. 

T. A. Chapman’s reported consider- 
able strength in their slipper and boot 
sales. Evening slipper business at their 
cowntown store held at about last 
year’s gratifying pace. Patent volume 
was hampered somewhat by a late 
start, the buyer noted, and resort foot- 
wear sales were a bit sluggish. 


At the Boston Store, strong shoe 


volume was noted until the very last 
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minute, boosting the month’s tallies 
slightly over last year’s figures. Dressy 
shoes, in the medium price ranges, espe- 
cially the suedes and satins with 
blacks predominating, accounted for a 
large share of their sales. Patents also 
came in for a formidable share of holi- 
day purchases. 

Patents also were in strong demand 
at Brouwer’s as a result of store pro- 
motions begun early in December. 
Christmas volume here was well above 
last year. Noted was a surprisingly 
strong acceptance of women’s sandals. 

High-styled shoe creations moved at 
a fast pace all during the month of 
December, according to information 
from Packard-Rellin. Suedes, featuring 
rhinestone trims in navy and blue, 
proved to be good sellers, although the 
black numbers maintained their num- 
ber one sales position. Backless shoes 
for dressy occasions gained in strength. 

Holiday volume at Gimbel’s was re- 
ported at about the same level as the 
year previous. “Nothing exciting to 
report” was the comment. 

Children’s shoes generally were re 
ported to have pushed a few points 
above last year's volume. Plain browns 
continued to hold their sales lead, al- 
though black shoes gained considerable 
popularity. 

At Ray Deutsch’s, girls’ black patent 
shoes accounted for the biggest indi- 
vidual share of volume, primarily in 
the $7.95 and $8.95 brackets. 

Looking ahead to 1957, shoe buyers 
exuded considerable optimism. A\l- 
though Milwaukee is generally rated as 
a conservative market, ladies shoe de- 
partments are reporting an accelerat- 
ing acceptance of the stylish tapered 


toes and slimmer heels. One veteran 
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ademoiselle’s 


‘stilettoe’ 


pointed toes — incredibly po nied toos—tha 4 
the look on which the fashions of spring '67 
will stand here first in exclamatory 


e19garce, Medemoiselie's brilant rendering of 


the ‘stilettos’ pump in black suede, 18.65 
touche! 
Clever copy and silhouettes sell the 


new “stilettoe” style by Mademoiselle. 
Haggarty's, Los Angeles (three cols.). 
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buyer predicted a surge of popularity 
in gray shoes for women. Several com 
mented that upgrading customers from 
the medium priced shoes to those in the 


$16.95 and up groupings should be 
easier in the months ahead. 
>. o * 
Boston Sales Finish 
y ‘ me 
“Very Close” to 1955 
THE weather, discount houses and 
so-called buyer apathy notwithstand 
ing, Boston shoe retailers as a rule 


found their year-end business “better 
than expected” much better, in 
fact, that many are looking for Janu 
ary to almost completely the 
devks for a bang-up entry into spring. 
What began as a disappointing Christ 
mas ended on a satisfying note when 
a surge of cash customers during the 


SO 


clear 


week before and after Christmas re- 
lieved overloaded stocks. 

Jest analysis of the unexpected 
pick-up came out as follows: many 


people waited until the last minute or 
dabbled at suburban shopping before 
rushing in the week before Christmas 
to complete their gift shopping. Even 
department stores in downtown Boston 
reported this last minute rush put 
them “very close” to last year’s record. 
In the week following Christmas and 
immediately after the New Year, the 
concerted post-season sales promotions 
by intown department 
again brought out the buyers in force. 
Retail shoe stores shared in the new 
business. Early January clearances 
helped hold the pace. “Shop in dignity” 
became overnight the intown retailer's 
battle cry against the discounters. 


stores once 


Several men’s shoe departments re 
ported slipper and shearling-lined boots 
carried them through Christmas, How 
ever, there has also been a noticeable 
pick-up in sales of dress types with 
conventional cordovan much in demand 
A welcome note has been the continued 
interest in casual types with black or 
brown, smooth or grained loafers doing 
well in plain and tassel ties. Continen 
tal styles have tapered off in recent 
months and there is no_ indication 
whether they will revive in spring 
Meantime, the trend has been back to 
four-eyelet conventional models al! 
though there is less interest in heavy 
brogue-types. Sales of resort 
indoor-outdoor casuals, shantung 
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“QUILON” adds water and scuff resistance 
to leather .;. gives shoes new practicality 


Today, the trend is to shoes made of leathers 
processed with Du Pont “Quilon” chrome 
complex. More and more manufacturers 
are recognizing the fact that ‘‘Quilon” 
gives shoes values that consumers have 
always wanted new practicality! 


“Quilon” helps shoes resist the harmful 


, | 
q¢ > >» 
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Vakes good leather perform better 


4 


on’ only to tanners, does not make leather or shoes 


<. * 
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‘+ “ 
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NEMOURS & CO. 


L 


E.1. DU PONT DE 


CINC.), GRASSELLI 
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CHEMICALS DEPARTMENT, 


effects of water, perspiration, scuffing... 
even acids, Yet the leather breathes! 

W hat’s more, ‘‘Quilon”’ helps shoes keep 
their original rich looks longer. Give the 
shoes you sell the new sales appeal. . . 
the new protection of “Quilon”. Specify 


leathers processed with Du Pont “Quilon”’. 


- ® 


REG. U.S. PAT. OFF 
BETTER THINGS FOR BETTER LIVING 
.-» THROUGH CHEMISTRY 


MASON SHOE MFG. CO. 


Sold through local shoe counselors 
everywhere. Offices in most princi- 


pal cities. 


« 
. «* 
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WILMINGTON 98, DELAWARE 
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CURRENT CONDITIONS 
IN 
SHOEMAKING CENTERS 








Chicago 


F LL production on spring shoes is underway in the 
Chicago market. Deliveries have already started on some 
shoes which will reach the stores from February on. Sales- 
men are now starting out on the road to write orders on 
whites, late spring, and summer shoes. 

With initia! buys all made, most retailers have adopted 
and attitude. Their buys were later than 
usual and most of them were smaller. 


a “wait see” 
However there has 
been a greater spread of sizes, but fewer styles ordered. 
Nearly everyone is keeping a reserve so that re-orders can 
made when needed. It’s the general consensus that 
much depends on the weather. Few spring shoes will be 
sold in February in the northern areas. Also the long 
stretch to Easter means a lot will have trouble getting their 
figures. March is expected to be a big volume month. How- 
ever, warm or hot weather in April could cut severely into 
patent business. There has been a step-up of orders on 
blue, with this eventually in mind. The uncertainties pose 


be 


definite problems for the retailer on re-orders. They're a 
problem to the manufacturer too, because they are going 
to affect production schedules. 
make deliveries, especially prompt ones, difficult. 


They are also going to 


Newest style factor, seems to be the growing importance 
of the high-waisted effect in women’s shoes. Elasticized 
high tops in a limited way for spring and even stronger 
for fall are forecast. They are being tried out at the retail 
level already. They are already in the pull-over stage in 
some factories. New variations in the light weight spec 
tator are also coming up. The pointed toe is gaining 
strength, but hasn’t shown any indication of reaching the 
volume market. The wedge is important in all orders. This 
type has proved especially strong in suburban areas. It 
is practically a staple in the average shoe wardrobe. 

Throughout the Chicago region there is a growing ten- 
dency to trade up. This has been in evidence for some 
time. It was obvious at the National Shoe Fair. It has 
increased in intensity at regional shows. Even the smaller 
independent retailers have stepped up their price lines. 


New York State 


Its still too early to have definite figures as to the busi- 
ness that was done for the year 1956 but the general feel- 
ing is that “it wasn’t too bad. It could have been better 
We'll go after it strongly with new shoes that will be 
irresistible.” 

In the meantime, factories for the most part are busy. 
They are cutting and making the resort shoes and the 
first spring shoes. 
with 
considerable optimism. It is widely believed that the spring 
season will be a good one. 


Upstate shoe manufacturers enter the new year 


In support of these predic- 
tions, shoe men cite the favorable reception of new lines, 
a reasonably good volume of new orders, and the more 
satisfactory handling of production and merchandising due 
to a late Easter. 

While manufacturing executives admit the late date of 
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Easter is causing some retailers to dally in placing orders, 


they believe most stores will buy and receive deliveries in 
ample time for Easter and spring selling. This will con 
trast last 


unable to meet 


favorably with year when some Rochester fac 


tories were delivery schedules because of 
untoreseen produc tion bottlenecks 

In Rochester, producers of women’s and children’s shoes 
noted some hesitancy in orders received during November. 
This was ascribed to slack retail business stemming from 
warm weather, and also to the more or less 


the rhe 


shows following Chicago were more satisfactory to Roches 


unseasonably 


regular delayed response to early shoe shows. 


ter December a sharp in 


Christ 


manufacturers and early saw 


crease in business, partly due to fill-in orders for 


mas stock. 


A fair number of stores still are carrying large stocks, 
according to manufacturers. They consider it likely most 
of these retailers will be in a better inventory position 


after January clearances. 
Present indications are that Christmas retail shoe sales 
will the 


In most upstate areas sales of rubber goods 


finish ahead of previous year by a comfortable 


margin vot 
off to a brisk start because of heavy snowfall early in the 
stocks and 


season. Stores quickly replenished their 


for 


ready further wintry weather. 
Rochester manufacturers are holding the price line more 
but to that this 


prevail indefinitely. A firm making women’s footwear in 


or less continue warn situation Cannot 


creased wages two per cent recently under an escalator 


clause, A spokesman pointed out that similar small in 
creases are becoming quite common throughout the country 

He looks for manufacturers to translate these 
into higher prices not later than next fall. The Rochester 
executive notes that customary price brackets are becoming 


midwest 


less important than they were believed to be in the past 
Between-bracket prices are catching on 
it has 


He mentions that 
$13.95 
whereas the industry previously thought it must stick to 
$12.95 or $14.95, 


been proved that customers will buy at 


Los Angeles 


With the beginning of the new year, both retailers’ and 
manufacturers’ sales fell off somewhat as is usual at this 


time. It can’t be classed as a sales recession; it’s simply 
a stock taking and a short breathing spell 

Production at the manufacturer's level also fell off some 
what during the tag end of 1956. With the bulk of Christ 
mas the houses items 
specially slanted for the gift trade found it necessary to 
Many of the local 
houses took advantage of the peculiar position of Christ 
to call a four-day week 
end on both that week and the following New Year holiday 


There would seem to be strong confidence in the future 


deliveries made, only turning out 


keep full production crews in work 


mas on the calender a Tuesday 


Manufacturers have substantial re-orders on winter lines 
to fill; interest appears to be strong in the new spring 
models. General employment locally is at its highest level 


in Southern California history 


suying power is strong and 
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Meet 
Joe de Courcelle 


de Courcelie's, Wilmington, Delaware 


BRAND NAME RETAILER 
In His Own Right 


a Wilmington and for miles around, the 

















name, de Courcelle, is synonymous with the 
finest in children’s shoes and skilled fitting 
service. Although the store is located down- 
town, in a highly competitive shopping 
area, mothers keep coming back whenever 
their youngsters need new shoes. 


Says Joe de Courcelle, “I am a firm be- 


liever in selling only the finest quality 
shoes obtainable. 


“In my infants’, children’s and 
misses sizes that means—EPHRATA 
SHOES. 

“1 doubt that national advertising, no mat- 
ter how powerful, could ever duplicate the 
customer loyalty which this policy has in- 
spired, pay the immediate dividends and 
assure a long term future for the retailer.” 


EPHRATA Juvenile Shoes Retail Profitably 
$500 to $750 





The Line With a Future 
for YOU 


Write for Catalog 


FPHRATA SHOE COMPANY EPHRATA + PENNSYLVANIA 
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Young, personable, quick-to-grin 
Tim Hitsman manages the shoe 
department in downtown Kline’s, 
Inc., women’s apparel store, St. 
Louis. His shoe experience includes 
seven years with Wohl Shoe Com- 
pany, which operates the Kline’s 
department. What Mr. Hitsman’s 
two small sons call him is not on 
record, but those who work with 
him say: “He’s the greatest!” 


Tus “miracle mule,” a Mar- 
quise shoe from Wohl Shoe Com- 
pany, takes top honors with Mr. 
Hitsman as his current “terrific 
seller.” 

He feels that the shoe’s popu- 
larity is based on three things: 
fit, flattery, and versatility. “This 
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eaks... 


is the first bareback to come off 
a new last developed specially for 
Spring-o-lator construction, and 
it really fits!” 

“The song ‘Standing On The 
Corner Watching All The Girls 
Go By’ really means watching the 
girls in bareback footwear,” Mr. 
Hitsman says. “It seems that 
mules make any feminine legs 
and feet more alluring!” 

Since this mule can be worn 
either dressy or semi-tailored, its 
versatility makes it important 
“and I don’t mean just to young 
women,” Tim Hitsman_ reports. 
“All ages wear it here in St. 
Louis. Women like an open shoe 
year round, and wear mules all 
winter for all occasions and dur- 
ing the summer as perfect accom- 
paniment to their dark sheers.” 

Good customer response has 
been chalked up for the shoe’s 
soft supple construction, full kid 
lining, and widely open toe. The 
fold in the vamp line allows easy 
rhinestone ornament clip on 
Kline’s carries this Marquise mule 
in black suede, black patent, navy 
blue calf, red calf and white 
glitter cloth. On a 24/8 heel, the 
Spring-o-lator 


$14.95. 


mule retails for 


How Do You Feel 
About Credit? 


[CONTINUED FROM PAGE 68] 


sizes, try on the shoes, and have the 
sale all wrapped up by the time a sales- 
man gets to them. One woman in her 
late fifties asked for a comfortable 
shoe: the salesman brought out a com- 
fort oxford. The woman indignantly 
said that was too old for her and point- 
ed out a shoe on display, a spike heel 
with red suede vamp and patent back. 

Consistent advertising is another 
weapon used to build the business of 
the Smith shoe store. Ads are run in 
the Middletown newspaper four times 
a week, each ad featuring a definite 
brand. When asked if this consistent 
advertising was not expensive, Mr. 
Shapiro said that it was but that it 
paid off well. He also pointed out that 
his advertising costs are shared by 
the shoe manufacturers whose lines he 
advertises, so all in all his advertising 
dollar is well spent. 

But he feels that credit has done 
more to build his business and that it 
will be the coming thing for all shoe 
stores. Mr. Shapiro warns other re 
tailers to be sure they are financially 
able to carry the customers. He says 
that they must expect to take losses at 
first. But above all, he says, “Don’t 
think you can just try a little credit 
and see how it works out. If you want 
to start charge accounts, you must 
jump in with both feet.” 


Inside Shoe Business 
[CONTINUED FROM PAGE 56] 


and a rise of some $45 billions in the 
gross national product. 

The Government’s role in business, 
primarily as watchdog, has had its un- 
favorable aspects. But in the whole it 
has worked for good, as most business- 
men agree, This role says in effect: 
“Business has the right to property, but 
not the right to destroy.” 

Another example of business’ active 
concern in shaping the social as well as 
the economic future of this country is 
its contribution of $100 millions to edu- 
cation (up 25 per cent since 1955). This 
helps assure a greater pool of trained 
personnel. It helps millions of people to 
closer approach their maximum po- 
tentials, to turn loose their initiative 
and ingenuities which give further im- 
petus to the economy of tomorrow. A 
creative society is built upon such 
foundations. 

Another influence has been the shift 
from the privately owned to the pub 
licly owned company. This has required 
management to assume more of the role 
of public official. This has tended to in 
tensify the management sense of obli- 
gation to personnel, to the community 
and society. We learn that today the 
average management executive spends 
up to one-third of his time on com- 

[TURN TO PAGE 85, PLEASE] 
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Just ahead for YOU... 


“RECITAL” PROFITS 
with LOD 





dance! shoes 
and accessories 











Capitalize on this important Dance Season starting now! 
Students are re-enrolling, recitals are ahead. 

Let your customers know you're the community's Dance- 
wear Headquarters. Display ballets, toe shoes, leotards, etc. 
in your windows and shoe department. 


You'll profit | handsomely! 


Write for NEW 
1957 Catalog 


“IN-STOCK” 
IMMEDIATE 
DELIVERY 





ADVANCE THEATRICAL SHOE 
32 West Randolph St 


CO. 
Chicago }, III 


KNOWN THE WORLD OVER BY THOSE WHO LIVE, STUDY, AND TEACH THE DANCE 
—— 
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Geuting’s Seventh Unit 


[CONTINUED FROM PAGE 65] 


for women and teenagers. The register and wrapping desk 
are also in this area. The teenagers’ or growing girls’ sec- 
tion with its bright wall display cases is across from the 
children’s and duplicates the women’s section with coral 
color seating. 

One of the outstanding features of this store is the large 
stock area provided for behind the walls of each section. 
Space provides for the stocking of many more styles in an 
adequate range of sizes. The stock 16,000 
pairs. In addition to the stock shelves that follow the floor 


capacity is 


line of all shoe sections, each section having its own en- 
trance, there is large storeroom space in the rear of the 
selling floor. This is also used for office space. 

Two large front windows with high ceilings and fluor- 
escent lighting behind egg crate fixtures, make an attrac- 
tive street display and give an unobstructed view into the 
Cheerful, seasonal colors and settings are used to 


One 


window is devoted to children’s and men’s shoes and the 


store. 


set off the shoes in simple, uncluttered displays. 


other to women’s and teenagers’. 

As in most of the Geuting suburban stores, children’s 
shoes are considered to have the greatest drawing power. 
The theory is that giving satisfaction in fitting children’s 
shoes will keep other members of the family coming back 
to be fitted, too. 

Jack Peterson is the manager of this store. He worked 
himself into this position from that of a Geuting trainee. 

The Manoa Shopping Center is made up of about 30 
These all 


and interiors and supply the diversified needs of the aver- 


stores. have modern and attractive exteriors 
age American family. The Center is situated on a divided 
highway and is surrounded by thousands of homes already 
established and hundreds of new ones being built. These 
are expected to provide family units that will be in con- 
tinuous need of footwear. 

Asked whether Geuting’s were ever afraid of their sub- 
urban stores being too close to each other, Mr. William 
Piper, vice-president said, “We would rather be our own 
competition. We are planning our stores in areas which 
we know are fast growing with American families and 
where there will be an increased need of shoes for men, 


women and children.” 


They Retired to Their Own Store 
| CONTINUED FROM PAGE 60| 


traveled for seven years from 1946 to 1953 for Dr. Posner 


Shoes in North Carolina, South Carolina, Florida and 
Georgia, They opened Dr. Posner agencies and_ visited 


other stores that were already in business, 

Their arrival was always announced in the newspapers 
with an invitation to parents to bring their children to 
the shop for a check on the fit of their shoes. They 
what 


are 
feet. 
Doctors send prescription cases to the Sunrise Junior 


experienced in knowing what shoes are for 


Bootery when children need corrective shoes from the 
orthopedic department. They handle the straight lasts, 


the Thomas heel long counter, the pronator, pigeon toed 
and club foot shoes. These are in stock in all sizes at all 
times from two week old baby shoes to those for the grow- 
ing boy or girl. 

Price believes that the prices for orthopedic shoes are 
“We use the same markup 
“They should 


usually unnecessarily high. 


we do for normal shoes.” he says not be 
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any higher, since we don’t do anything differently than 
we do for a normal foot; just proper fitting.” 

There is a letter posted on the wall of the store from 
the Florida Crippled Children’s Commission director of 
services, William Stringer. The letter says that “the price 
list is approved by the commission and people employed 
by the Florida Crippled Children’s Commission are free to 
purchase shoes from you.” 

The children’s atmosphere is carried out with brown and 
white scotch plaid walls with pirate scenes. There is a 
medallion hanging from the ceiling. And there are small 
Hong Kong rattan rockers for the younger boys and girls 
to sit in while they are fitted. 

Two comfortable rattan couches seat six adults or chil- 
dren and there are a dozen adult sized rattan chairs. The 
carpet is a thick beige. 

Mr. and Mrs. Price handle the entire store themselves. 
They have the customers trained to wait patiently. Some- 
times they even help themselves and fit their own children 
with shoes from the boxes along the wall. 

In summer when most stores are closed in Palm Beach 
until the season starts in December, the Prices carry on a 
profitable business. Customers come shopping in shorts 
and Mrs. Price finds Bermuda shorts most comfortable for 
sitting down to fit shoes on the children. The fact that she 
wears them encourages mothers to come dressed the same 
way. 

Before they were employed as promotionalists for Dr. 
Posner, both husband and wife had varying experiences 
that account for their successful operation of the Junior 
Bootery. Mr. Price has been in the shoe business a total 
of 45 years. From 1916 to 1940, he was with the Fineberg- 
Price chain of stores in Brooklyn and New York. From 
1941 to 1946 before he went to work for Dr. Posner, he 
was a shoe ration officer for the state of Florida. 

Mrs. Price is no stranger to the business world. She 
was known as Dorothy Tanner in knitting circles, when she 
leased the knitting shop of Morris Brothers in Miami 
Beach, which she managed herself. 

When Mr. and Mrs. Price decided to open their own 
shop in Palm Beach where mostly retired people live, they 
called it retiring to their own store. They thought it 
would take them at least five years to build up the business 
but they did it in only three. 


SHOE ENOUGH 


by Bess Ritter 


INSTEAD of today’s rubber and plastic overshoes, Euro- 
pean women of the 1750's wore clogs or pattens made out 
of wood to protect their slippers from bad weather. As a 
matter of fact, they had to don them on sunny days as 
well because most pavements were cobbled and their shoes 
were so thin. These pattens usually had thick leather or 
thin wooden soles. A built-up section fitted under the arch 
created by the high heel, and another interesting feature 
about the sole is that it generally consisted of two pieces. 
These were hinged together for easier walking. Because 
the pattens were so noisy, notices were usually posted in 
church entrances, asking women to please remove them 
before coming in. 


Christians who planned to visit the East in the 1600's 
were warned against committing the error of wearing yel- 
low shoes. This was because all followers of Mohammed 
at this period wore footwear that was fashioned from yellow 
morocco. They deeply resented any unbeliever who dared 


to wear this color. 
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nder all conditions, “SUPERSOLE” gives 
U your ‘customers the LONGEST WEAR- 
ING sole they've ever enjoyed! 

“SUPERSOLE’s” LONG LIFE, LIGHT 
WEIGHT, GREATER FLEXIBILITY and WATER- 
RESISTANCE are tanned right in during our 
exclusive process 

Folks look for the “SUPERSOLE” trade- 
mark like camels for an oasis! The result- 


ing boost in business is no mirage 


VIRGINIA OAK TANNERY 


SALES CORPORATION 
27 SPRUCE STREET NEW YORK, N. Y 
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Editorial Outlook 


CONTINUED FROM PAGE 29] 


The welfare of the small businessman must always re- 
main an important consideration of Government. He is one 
of the strongest bulwarks of the free enterprise system. 
Smallness is no particular reason for special consideration, 
but small businesses collectively comprise the essential 
fibre of our economy, and even the problems of Europe 
and the Middle-East, weighty as they are, should not be 
permitted to obscure their needs indefinitely. 

To assure such recognition of these needs Congress must 
be kept constantly aware of them. Retailers, on the other 
hand should recognize how vitally important SBA is to 
them. They should be fully aware of its present facilities 
and should not hesitate to avail themselves of them. 


Manufacturing and Markets 
| CONTINUED FROM PAGE 75] 


the great mass of workers appear to have no worries about 
being able to get or hold a job. 

Teen-age casuals remain an important segment of our 
local production and interesting new styles are in the 
offing. Greater dressiness in the basics; saddle oxfords, 
flatties, skimmers, seems to be shaping up for spring. One 
house is showing a saddle oxford with what they have 
named a “Spanish toe.” It’s actually a modified Italian 
toe; a takeoff on the thing which has become standard on 
high heeled shoes. When applied to a saddle oxford, it 
becomes quite a new and different gimmick, yet the effect 
is subtle enough that it will probably go over with the 
conservative teen-age group. It does undeniably succeed 
in getting away from the bargy effect of some oxford toe 
lines. 

In women’s lines, patent continues to hog the spotlight. 
Both by itself and in combination with other materials 
most manufacturers state it is the number one seller this 
winter. It is now appearing combined with trims of tex- 
tured leathers, or trimmed with suede of the same color 
to provide a surface contrast. 

Vinyl also remains strong. It is constantly appearing in 
new guises; one company now reports heavy orders on a 
vinyl] pump with silver or gold threads running through 
the material. It isn’t an applique or a surface covering; 
the threads are cast inside the material at the time of its 
making. Matching handbags are also available. 

In men’s shoes. interest is strongest in the fanciest end 
of the line. Roman cross-straps, shantung and silk inserts, 
woven nylon thread that looks like straw and wears like 
steel mesh; all are drawing their share of interest. Shoes 
that would have been “Fancy Dan” footwear a few years 
ago are now sales leaders, even with the most conservative 
business men. It would also appear that gored slip-ons 
have graduated into the class of basics. They appear in 
almost all lines and hold a firm selling position. 


New England 


Boston and area shoe manufacturers report a definite 
step-up in new orders with more expected as retailers 
seek to fill stocks depleted by Christmas and early Janu- 
ary business. The year-end sales spurt in retail stores put 
retailers in an unexpectedly good buying position and 
this has been reflected in their orders for early spring. 
Cuttings at local factories are being stepped up and the 
pace promises to quicken as the month wears along. 
Women’s shoe manufacturers find that black is by far 
the outstanding color for spring but blue is coming in 
for its share and the lighter, newer colors are showing 
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surprising demand. General feeling is that black patent 
will be far in the lead but the lighter shades will pick 
up in volume as Easter nears. Textured and specialty 
leathers are attracting attention also. As yet, there has 
been little interest in the very slim heels and no indica- 
tion of how they will do. 

The tapered toe influence continues to make itself felt 
in the popular price ranges with many low enders be- 
ginning to experiment with these. This could be The Style 
for spring and few retailers are willing to chance being 
without a possible best seller. 

Men’s shoe manufacturers have been working steadily 
since late December and here again, the turn of the year 
has brought new business and a stepped up production 
pace. There is growing demand for the lighter weight 
dressy styles and casuals manufacturers are apparently 
in for their biggest spring run in history. Black is the 
leading color in smooth calf or kip. There has not been 
much interest in suede; smooth and textured leathers are 
getting the call. 

Children’s shoe manufacturers are preparing to swing 
into high as their spring run steps up its pace. There have 
been no significant price changes and like their elders, 
children’s shoes are finding competition far too keen to 
chance any discouraging increasing. But costs continue 
higher, particularly with the general three per cent wage 
increase which took effect January 2, and the squeeze 
promises to become even tighter. 

The big concern in all factories is whether in-factory 
efficiencies, now an absorbing matter, can at least main- 
tain profit margins until price increases are forthcoming. 
Even though the first half of 1957 promises to at least 
equal the corresponding 1956 period in production and 
sales, manufacturers are not too optimistic over the profit 
outlook. As a leading producer of women’s volume shoes 
puts it: “I’m more interested in what happens in the 
second half of the year. If we can get better prices be- 
ginning next fall, we can sell less shoes and still make a 
better profit. The first half will be a merry-go-round.” 


St. Louis 


SomE footwear producers in the St. Louis area have 
sought out extra help to assist in carrying the heavy pro- 
duction load now in progress. Manufacturers are working 
full speed ahead and expect to roll at top rate within the 
next week or two. No labor shortage is anticipated. 

Orders for pre-Easter and post-Easter delivery continue 
to pour into the St. Louis market. Some of the smaller 
accounts delayed their buying until after the first of the 
year. Orders from most big accounts went on the books 
before Christmas. As order pace gains momentum, spring 
of 1957 appears to be shaping up as a really big season. 
Sales are generally reported as up percentagewise, with 
profits not up in proportion. 

In women’s footwear, black patent continues to be the 
one big item. Plain closed patent pumps have been mov- 
ing through production lines fast and steadily. At least 
one firm’s spokesman reports that re-orders have already 
come in on this type of shoe. Retailers in St. Louis have 
been selling black patent pumps of the plain variety for 
two weeks and more, perhaps not in volume, but in quan- 
tities large enough for them to need to fill in on sizes. 

Open pumps of black patent with just a touch of white 
accent are expected by both manufacturers and retailers 
to find ready acceptance. The touch of white means a 
touch of fashion, a new look over and above pre-Easter 
footwear of last year. 

Gray in two textures or two shades is showing evidence 
of being a good spring seller. Gray is not as important 
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as the light beige tones, which perhaps may be a runaway 
in popularity, according to forecasts from both retail and 
manufacturing representatives. Beige apparently will be 
a strong seller in a number of materials, including brushed 
leathers, straw, smooth calf and slashed calf. Although 
there is some emphasis on red footwear, color favorites 
for spring have not been established. 

A representative from a local company which makes 
shoe lasts reported recently that his firm is working at top 
speed currently, trying desperately to fill the demand for 
new lasts with very pointed toes. Construction and shap- 
ing of these new lasts does not present any unusual prob- 
lem, other than time. the spokesman said. 


How to Develop an 
Advertising Budget 
by PAUL LOCKWOOD 


ONE of the first considerations in developing a plan for 
increased sales is an advertising budget. The following 
system can be used to develop a budget that is easy to 
prepare and workable after it is prepared. 


1. Determine Amount to Spend 


Your own past experience with advertising is a good 
starting point. Divide your annual sales into your total 
advertising expenditures to determine what percentage of 
your sales you have been spending for advertising. 

Next, compare your past advertising percentage with 
the average of all shoe stores. According to a recent sur- 
vey, the average for shoe stores was 2.13 per cent of sales. 

In considering this average figure, there are a few points 
to bear in mind. Any average is made up of large adver- 
tisers and of firms that do little or no advertising. The 
averages will include stores with good locations with heavy 
traffic and stores in out-of-the-way locations with a limited 
number of ready-made buyers passing. 

If your advertising percentage figure compares favorably 
with the national average of 2.13 per cent of sales, you 
are probably conducting a successful advertising program. 
If your percentage is much lower, you might find you 
could increase your business by doing a more complete 
advertising job. 

On the other hand, if your percentage is a great deal 
higher than the national average and your store is not 
increasing sales year-by-year, an examination of the effec- 
tiveness of your advertising would be in order—media 
used, appeals included in your ads, and prices of your 


advertised specials. 


2. Translate Budget Into Dollars 


After determining the percentage to be spent for adver- 
tising, this figure should be translated into dollars. There 
are two methods used to determine the base figure: (1) 
percentage of past sales; and (2) percentage of planned 
future sales. 

When a retailer uses his past sales as a base, there is 
the danger that his business will not grow. On the other 
hand, when, for some reason, planned sales are expected 
to be less than those for the past year, you may spend 
too much for advertising. 

Most retailers use their expected future sales for trans- 
lating their advertising percentage into dollars. This may 
be adjusted during the year if planned sales fail to mate- 
rialize or actual sales go beyond expectations. 

There is one danger at this point in developing an ad- 
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vertising budget that should be considered. A retailer will 
not hesitate to agree to spend four cents to get a dollar 
in sales. However, when the tour per cent figure is applied 
to planned sales of $100,000, the $4,000 advertising budget 
may seem too high. 


3. Allocate by Months 

After the annual advertising budget has been estab- 
lished, the next step is to spread it out over the months of 
the year. A month-by-month advertising budget will give 
you better management control. 

To determine how much should be allocated to each 
month, it is best to make this amount comparable to your 
monthly sales. For instance, if your sales for April ac- 
count for 8.5 per cent of your annual sales, you will want 
to allocate 8.5 per cent of your advertising budget to April. 

By dividing your monthly sales into your annual sales, 
you will arrive at a figure that will represent the percent- 
age of sales realized each month. This percentage can 
then be used to reduce your annual advertising budget 
into dollars per month. 


4. Establish A Reserve 

Any budget is improved if there is provision for a re- 
serve for unexpected contingencies. A reserve of 10 per 
cent of each month’s advertising budget can be set aside 
before allocating the money to the various media. 

Handling the unused reserve presents a problem. Some 
retailers carry the unused portion forward each month. 
For instance, a reserve of $20 for January that is not 
needed, can be added to the reserve for February. At the 
end of the year this reserve is liquidated into a general 
fund. 

Another plan is to liquidate the unused portion of the 
reserve at the end of each month. This does not build up 
a fund for new advertising experiments or to handle un- 
usual competitive advertising situations that may develop. 
As a result, the carry-forward reserve system is favored. 


5. Allocate by Media 


With the monthly advertising budget determined, the 
next breakdown is by media to be used. This should in- 
clude all of the advertising media you plan to use 
newspapers, direct mail, radio, telephone directory, signs, 
displays, and novelties for children. 

For instance, an advertising budget for January based 
on a four per cent advertising budget, $100,000 in planned 
annual sales, and 8.6 per cent to be spent in January 
would give you $344.00 to be allocated by media for that 
month. This could be broken down like this: 


Newspapers $220.00 


Direct Mail 80.00 
Telephone Directory 10.00 
Reserve 34.00 

Total $344.00 


In setting up this part of your advertising budget, it 
is best to start with any fixed monthly charges. For in- 
stance, your telephone directory advertising may be $10.00 
a month. You may have a direct mail program that cov- 
ers your mailing list for a monthly cost of $80.00. This 
will leave a balance of $220.00 for other advertising media 
after your reserve of 10 per cent has been considered. 

A word of warning: Be sure that the amount allocated 
to each medium is enough to do a good advertising job. 
For instance, a $15.00 budget for direct mail will not be 
adequate to cover printing, postage and mailing costs for 
a good mailing list. Or a budget that will provide one 
radio announcement will not give your advertising pro- 
gram much impact with this medium. 
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Interior of attractive new C. H. Baker Shoe Store, Huntington Park, Calif 
(Subsidiary of A. S. Beck Shoe Co.) 


want quality chairs 


Style #3265-A. 
Spring seat, cane 


back panel. 





AGAIN ... when it came to chairs, C, H. Baker naturally 
came to Chairmasters. As always they got what they wanted: 
quality chairs that were comfortable yet space-saving, luxu- 
rious yet long-lasting, and . . . surprisingly low priced! 


Whether you have | or 100 stores, need a dozen or 1,000 
chairs, you'll find it pays to do business with a shoe store 
specialist — Chairmasters. 


they come to... 


200 East 146th Street * New York 51, N. Y. * CYpress 2-0600 


SPECIALISTS IN SHOE STORE FURNITURE 
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Easter Blooms 
in Accessories 


[CONTINUED FROM PAGE 53] 


opportunities for promotion for the 
spring-into-Easter selling period. The 
leading colors—black, beige, navy and 
gray—are all subdued colors but they 
are elegant and lady-like, carrying out 
the prevailing fashion trend of the 
season. And there is the variety of 
light and dark colors in these four 
shades. Every woman who is looking 
for smart accessories and the feeling 
of being well -costumed, should be a 
customer for navy or black plus either 
beige or gray. With two contrasting 
ideas, she can bring a feeling of rich- 
ness and variety into her wardrobe. 


A “Mechanical Brain” 
Keeps the Books 


[CONTINUED FROM PAGE 59] 
tected immediately. 

It goes without saying that the unit 
sales figures themselves are vital to the 
retail operation. If they are not avail- 
able, sales in any given classification 
could fall off drastically without man- 
agement becoming aware of it and tak- 
ing steps to remedy the situation. 


A Finer Breakdown 
“Some stores,” Tom Vogel mentioned, 


“write out a sales slip on every sale. 
Naturally, this makes for slow opera- 
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tion and the chance of irritating cus- 
tomers, particularly when the store is 
crowded. They say that they must write 
out a slip in order to get a really fine 
breakdown of sales—by type, brand, 
size, style and so on. But our question 
is, when they get this fine breakdown, 
what do they do with it? As a practical 
matter, we feel it’s absolutely unneces- 
sary. You certainly don’t need it for 
inventory control, if you have a set- 
up like ours; and you don’t need it 
for buying. You don’t need that fine 
a breakdown for sales comparison. So 
what use is it? 

“Customers today want fast service. 
In fact, they demand it, and a slow, 
sales slip type of operation is annoying 
to them, even if they don’t say any- 
thing. They may take a half hour to 
decide on a pair of shoes; but once 
they’ve decided, they want that sale 
rung up in a hurry. When you use a 
sales slip, you first aggravate custo- 
mers, and then you spend a lot of time 
after hours to get your sales informa- 
tion. 

“Some stores feel that they need sales 
slips for charge sales, or in order to 
get sales by salespeople, or both. As 
you will see, these details are also 
handled automatically by our cash 
register.” 


Charge Sales 


Although only about 10 per cent of 
the sales are charges at Vogel’s, that 
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10 per cent can be a big headache under 
a pen-and-ink system. 

The mechanical system is pictured in 
illustration 1. Registering a charge sale 
is much like ringing up a cash sale, 
except that the customer’s ledger card 
and statement, taken from a file right 
alongside the machine, is slipped onto 
the “printing table” of the cash regis- 
ter. The customer’s old balance (as 
shown on the statement-ledger card) is 
“nicked up” through the machine’s Old 
Balance key. The sale is then recorded 
through the Charge key and the new 
balance is printed by the register. 

The customer receives a regular re- 
ceipt, which also shows the old balance 
he owed, the purchase, and the new 
balance due. At the same time, the 
entire transaction is automatically 
printed on his statement and on the 
store’s ledger record, which is a carbon 
duplicate beneath. 

At the end of the month, there is no 
peak period of work to be done on 
charges. Statements have been created 
automatically as the sale was made, 
and at month-end they are all ready 
to be mailed out. 

“The beauty of this system is that 
it’s automatic,” Walter Vogel said. 
“You have to realize, too, that since all 
records are made at the same time, they 
have to be the same. The customer’s 


receipt is always going to show exactly 
the same amount as his statement, and 
the statement is always going to show 
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the same amount as our ledger card for 
that customer. Any money received on 
account is also put through the register, 
and printed on ledger card and state- 
ment. 

“One other thing. You’ll notice that 
every time a charge customer makes 
a purchase, his receipt silently informs 
him of the balance he now owes. It is 
really effective in cutting down collec- 
tion work to a minimum. Now you can 
begin to see why we say we have 
another silent partner in this store!” 


Sales by Salespeople 


“‘Many well-operated shoe stores pay 
some sort of commission or bonus to 
salespeople,” Bob Casey pointed out. 
“So it’s necessary to add up sales by 
each salesperson, in one way or another. 
Doing it by sorting out sales slips and 
add-listing each pile is a monotonous, 
tedious job. This is something else we 
get automatically.” 

The clerk keys at the right side of 
the register (see keyboard) add into 
separate totals. The salesperson simply 
touches his or her key as the amount 
is registered—and gets credit for the 
sale automatically. 


Complete Business Picture 


At the end of the day, the register 
is cleared on a Daily Statement form 
(Illustration 2), showing a complete 
picture of the business from a dollar 
standpoint. As mentioned, the unit 
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sales by type of shoe are read weekly 
from item counters and posted to a 
unit Sales Book. 

According to Walter Vogel, ‘the 
bookkeeping job we have now amounts 
to punching a few buttons on the cash 
register at the end of each day. Even 
our paid outs are controlled by the 
machine. Another nice thing about this 
setup is that it doesn’t matter who you 
employ—the system always works the 
same. It’s as near to foolproof as any- 
thing we’ve found.” 


Inside Shoe Business 
[CONTINUED FROM PAGE 77] 
munity projects. We see today the rapid 
growth of profit-sharing and _ stock- 
purchase plans, of expanding human 
relations and employee relations pro- 

grams. 

However, in this tremendous upsurge 
of socio-economic change that has come 
about (and which continues to gather 
momentum), there is one _ potential 
danger to which we must be alert: the 
possibility of erecting a vast new pa- 
ternalism. This could result in an econ- 
omy and society as sterile as the wel- 
fare state. There is small chance that 
self-respecting Americans will permit 
any such trend to gather momentum. 

The significance of this entire new 
pattern of our society is the parallel 
growth of social as well as materials 
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Spring Arrivals 
Spring-fresh! Exciting! Eye-catching! 


A complete selection of shoes for tots to 
teens that will have all the parents talking 


- and that’s where your sales are made! 


® Backed by National advertising 
@ Commended by Parents’ Magazine 


@ Complete in-stock service 


Don't miss out on this fine, fresh line 
that will multiply your sales, boost your 
profits, and add greatly to 
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values. The real achievement has been 
in freeing men of drudgery and want, 
in raising educational levels, in expand- 
ing leisure time to permit enrichment 
of people as persons. This growth, in 
short, has been two-pronged: social as 
well as economic. This has been a long- 
envisioned goal for all societies. We are 
the first achieving it. The modern busi- 
nessman, a new kind of revolutionary, 
deserves much of the credit. 


Booklet for Small Retailers 


Methods by which small retailers can 
increase sales potential and improve 
selling techniques are 
new leaflet published by the Smal! Busi 
ness Administration. 

The leaflet, “Improving Personal Sell 
ing in Small Business,” (Small Mar- 
keters Aids, number 16), was prepared 
by Donald F. Mulvihill, professor of 
marketing, University of Alabama. The 
leaflet is available free from any SBA 
field office or from the main office, 
Lafayette Building, Washington 25 
D. C. 


suggested in a 


William H. Goodman Dies 


NEW HAVEN, CONN. William H 
Goodman, for many years in the shoe 
business in the New Haven area, died 
in Miami, Fla., at the age of 67 

He was born June 27, 1889, in New 
York city and graduated from the Yale 
Law School. 
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Review of the 
Retail Trade 
[CONTINUED FROM PAGE 73] 


dressy casuals—have begun to pick up. 


As a general rule, retailers, intown 


and suburban, have worked into a 
fairly good open-to-buy position and 
many have begun to step up their 
spring orders. New spring colors and 


styles are beginning to arrive and some 
stores are planning early “test” promo- 
tion If these go over, retailers will 
be in a good position to step in and or- 
der in bulk to take advantage of any 


new trends 


Twin City Business 
Reported Healthy 


MINNEAPOLIS Business has been 
good. Christmas traffic was very heavy 
and, in shoe lines, was centered around 
slippers as usual. Displays were 
brought out early. Slipper bars pre- 
sented a very wide variety of slippers, 
ranging from utilitarian to extremely 
glamorous and found both types selling 
equally well. Metallica, brocades and 
embroidered were leaders in 
glamor types. 


satins 


Forma! shoes have been in good de 
mand. Gold, silver and brocades have 
moved best. Vinyl and vinyl combina- 
tions have had some sale. White fab- 
rics, dyed to match costumes have 
been very good. Some stores have of 


makes the best... 












Style 2810 UL 
Supremely comfortable, 
durably built to retain its 
elegant beauty 

through the years 


Style 2780 F 
Perfectly mated 

to MILWAUKEE'S 
distinguished chairs 


86 


fered the dyeing free with purchases. 

Suburban stores continue to have 
good sale of casual shoes. Moccasin 
types are leaders. In these, dark col- 
ors are preferred. 

Warm weather has cut sale of outer 
wear although children’s rubbers and 
storm boots have sold well, and are ex- 
pected to continue to bring good sales 
as winter progresses. 

” ” a 

SAInt Paut—Black suede continues 
to be a leader in women’s shoes and 
there is continued interest in black calf. 
Detail is liked. Schuneman’s played up 
folded topline pumps and showed a col- 
lection of buckles, bows and ornaments 
which could be added for variety and 
glamor. “Choose your bow and catch 
your beau’s eye” was a line used in 
advertising these extra touches. The 
shoes shown were in black and in color, 
with red, flax, French bread, or blue 
and in black patent, offered. 

Ripple cloth, following the new tex- 
tured trend, has been well accepted in 
black or brown, in both pumps and san- 
dals. The Golden Rule presented them 
for holiday parties or cocktails, selling 
for $14.95. The Emporium presented 
holiday glamor styles for dancing in 
ripple cloth, white satin with gold or 
silver trim and in backless style in 
vinyl, all selling for $12.95. Field- 
Schlick showed party-slings with plas- 
tic vamp, painted in woven basket ef- 
fect with black suede straps from the 
center and in clear plastic with crystal 
buckles. 
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Philadelphia Shops 
Offer Special Sales 


HOLIDAY business was very good in 
Philadelphia. This season has proved to 
shoe retailers that their business has 
reached an important place in holiday 
merchandising. Shoes never sold better 
for gift giving especially those for wo- 
men and children. Sales of luxury 
bedroom slippers reached a new high in 
many stores with some having to have 
extra space and sales help for this 
section alone. 

Practically every shoe store and shoe 
salon advertised reduced price sales di- 
rectly after Christmas although these 
sporadic sales were in no way a reflec- 
tion of the amount of shoes disposed of 
before Christmas. Inventories were high 
and they had to be. The variety of 
styles demanded has increased and 
with it the number of sizes required. 

The sales varied with the merchant 
and what he wanted to get rid of. Some 
stores advertised “year-end  sales;” 
some “semi-annual sales for the entire 
family;” others cleared their stocks of 
certain styles which were immediately 
replaced with new styles. At these sales, 
six pairs to a customer was not un- 
common, 


Besides the rush in shoe sales, there 
has been increased activity in shoes for 
evening wear. A variety of high style 
shoes for formal and semi-formal wear 
has been in demand. 
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Shoe selling success and MILWAUKEE furniture 
go hand-in-hand. Modern selling calls for 
the best in modern design, and MILWAUKEE 

delivers the best in refreshing style, 

peerless construction and the kind of 
comfort that encourages shoe buying. You 

get the best store furniture creations 
from MILWAUKEE—and it COSTS NO MORE... 


OUR ILLUSTRATED BROCHURE 


MILWAUKEE CHAIR COMPANY 
MILWAUKEE 46, WISCONSIN 
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Survey 


It has been said that no publication ever released the results of a survey it did not 
win. This may be true or not. What really matters is that, time and again, surveys 
do reveal two things: they prove the vital necessity for using business papers to 
reach the key figures of an industry—they prove that worth-while business papers 


are read regularly and attentively from cover to cover, 
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LUBRICATION 


IS MORE THAN AN 


OIL CAN 


The direct cost of a breakdown through inadequate lubrication is 
the cost of parts and their installation. The indirect costs can be 
many times higher. 

Filling oil holes is only part of the story. The more important shoe 
machines have internal lubrication systems requiring periodic at- 
tention. Strainers need cleaning, reservoirs need flushing, fresh oil 
and grease should be added. ' 

United service men have the training, experience, and skill to 
give your machines the regular attention needed for uninterrupted 
performance. Periodic lubrication servicing is not expensive and can J 
save you costly repairs. if 

Ask your United man to work up a schedule and cost estimate for 
lubrication servicing on the shoe machinery in your factory. 




















Hourly charges are less 
under United's service contract 
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UNITED SHOE MACHINERY CORPORATION 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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New York Widens Unemployment Insurance 





Small Businesses Warned That Amendment to Law Imposes New 


and Higher 


ALBANY, N. Y.—AlIl employers who 
operate small businesses are urged by 
the New York State Department of 
Labor to find out immediately how a 
recent amendment to the New York 
State Unemployment Insurance Law 
may affect them. 

“The amendment,” says Isador Lubin, 
industrial commissioner, “says that any 
firm which had two employes on Janu- 
ary 1, 1957, or any firm putting on a 
second man for even a day thereafter, 
is subject to the law and must pay 
taxes and fulfill other responsibilities. 

“This extension of unemployment in- 
surance coverage is the second step in a 
program that last year brought em- 
ployers of three persons on any day into 
the system. 


Responsibilities 


Failure To Pay May Be Expensive 


“Many of you who have two employes 
will be receiving notice of your liability 
from the state any day now. However, 
since the state’s record of two-employe 
firms is not complete, some of you will 
not receive notice. This does not ab- 
solve you from liability, however. And 
since it can be very costly for you if 
your liability goes undetected, those of 
you who think you are subject but 
haven't received notice by January 15 
should write to the State Division of 
Employment immediately and advise 
them of your status. The address to 
write to is: Unemployment Insurance 
Accounts Bureau, Division of Employ- 
ment, New York State Department of 
Labor, 800 North Pearl] Street, Albany 
1, New York. 

“Failure to pay unemployment in- 
Surance taxes when they are due can 
be an expensive proposition. A delin- 
quent firm must make up all back pay- 
ments due from the day it became liable 
plus interest on that unpaid amount at 
nine per cent a year. 

“There are other pitfalls too for the 
employer who isn’t fully acquainted 
with his responsibilities under the law. 
For example, it’s important to know in 
advance what’s expected of you when 
a former employe files a claim for un- 
employment insurance ard names you 
as one of his employers. 

“You will also want to know when 
your taxes are due and, most important 
of all, how much you will actually be 
required to pay. 

“If you want more information about 
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Taxes 


Under Certain Conditions 


the Unemployment Insurance Law, and 
the more information you have the 
better off you are under this program, 
write to the Public Relations Office of 
the Division of Employment at 500 
Eighth Avenue in New York City for 
a free question and answer booklet and 
the Division’s Handbook for Employers. 

“Make sure your accountant is 
abreast of the changes in the law; or 
if you attend to these matters yourself, 
protect yourself by getting to know as 
much as you can about the law and 
your status under it.” 


Wyoming Stores Increase 
Sales of Cowboy Boots 


CHEYENNE., Wy0.—Wyoming stores 
sold more cowboy boots and Indian 
moccasins to tourists during the 1956 
season despite the fact that the average 
expenditure per tourist was below that 
of 1955, according to figures compiled 
by the Wyoming Travel Commission. 

The tourist business is now the 
state’s second largest industry, the re- 
port stated. Tourists spent $136,843,517 
this past season, or $9,000,000 more 
than in 1955. Over $3,500,000 of this 
went for western-styled footwear for 
men, women and children, it was esti- 
mated. Leather bags, belts and western 
apparel accounted for an even larger 
amount. 

Number of visitors during che past 
tourist season was estimated at 3,179,- 
476. This compared with 2,971,473 in 
1955, and 2,776,893 in 1954. Amount 
spent per day per person, however, 
dropped from $7.95 in 1954, and $7.55 
in 1955, to $7.32 in 1956. Amount spent 
per person per stay in Wyoming 
dropped from $43.73 two years ago to 
$43.05 in 1956. 


Opens Shoe Department 


SPRINGFIELD, Mass.—Arthur A. 
Lanesey of Springfield, a retail shoe 
merchant here for over 30 years, has 
opened a new men’s shoe department 


in Joel’s Shoe Store at 329 Bridge 
Street. 
Mr. Lanesey has been manager of 


the Stetson Shoe Shop in Springfield 
for the past 12 years and previously 
managed the shoe department of D. H. 
Brigham Co. for eight years. 





Cleveland Chandler Store 
Has New Manager 


CLEVELAND — James G. Morgan has 
been appointed manager of the Chan- 
dler Shoe Store, 1309 Euclid Avenue, 
Cleveland, it was announced by Edison 
Brothers Stores, Inc., St. Louis. 
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JAMES G. MORGAN 


Mr. Morgan succeeds Harold Muss 
man, who becomes manager of Chan 
dler’s St. Louis store. The new local 


manager started with Edison Brothers 
in 1944 as a salesman, 


Three Shoe Stores to Open 


In Dallas Shopping Center 
A Thom McAn family 


§,250-square 


DALLAS, TEX. 
shoe store will occupy a 
foot area in Lochwood Village Shopping 
Center, largest mall-type center in the 
Dallas trade area, it has been an 
nounced by officials of Cothrum-Murray 
Co., Ine., Lochwood Village developers, 
owners and builders. 

Located at the intersection of Gar 
land Road and Jupiter in northeast 
Dallas, Lochwood Village Shopping 
Center covers a total of approximately 
50 acres and, when opened to the public 
next spring, will offer perimeter park- 
ing areas for some 4,000 automobiles 

The new Thom McAn store will stock 
the full family line of footwear manu- 
factured and sold through the Thom 
McAn division of Melville Shoe Corpo 
ration, it was reported, 

Cothrum-Murray Co. officials earlier 
had announced that two retail divisions 
of General Shoe Corporation, an Allen 
Shoe Store of the Berland Shoe Com- 
pany, and a Hardy Shoe Store, had 
signed leases for spaces totaling 9.100 
square feet in Lochwood Village Shop- 
ping Center. 


Shoe Department Remodeled 


LEXINGTON, Nes.—The family shoe 
department has been remodeled to pro- 
vide about one-third more stock on the 
selling floor at the J. M. McDonald 
store here. New blonde wood fixtures 
have been added. James Bedell is man- 
ager. 
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Creates Shoe Department for Teenagers 





A college campus mural sets the mood for the special teen-age shoe department 

at Pliner's new store in the Bala Cynwyd Shopping Center, outside of Philadel- 

phia. Herbert E. Pliner, (right) has separated the teenagers from the children's 
shoes in his new store. 


PHILADELPHIA—Teenage girls do not 
like to shop for footwear in children’s 
departments. Capitalizing on this fact, 
Philadelphia retailer, Herbert 
Pliner, proprietor of five successful re- 
tail shoe stores, who has just opened 
his sixth, featuring department, 
the Campus Shop, tailored specifically 
for the junior miss. 

The new Pliner store, the most elabo- 
rate of the chain, is located in subur- 
ban Bala Cynwyd’s newest shopping 
cente: In addition to the Campus 
Shop, Mr. Pliner has laid out another 
the Carousel Shop, for 
complete with six hobby 


is a 


one 


department, 
youngsters, 
horses. 


Cypress Paneling in Campus Shop 


Blue, green, yellow and red predomi- 
nate in the color motif. Cypress panel- 
ing gets the main play in the Campus 
Shop where one wall is completely cov- 
ered with light brown wood. A mod- 
ernistic shelf display using pegboards 
offsets the knotty wall. A huge multi- 
colored disc hangs from the center of 
the wall, done in a theme of soda pop, 
sundaes, records and school banners. 

Opposite this display is one of two 
murals—that of a college campus in 
different shades of green and an oc- 
casional splash of black. Four college 
plaques on two pegboards of deep green 
hang from the wall on each side of 
the 12-foot-high mural. 

The department, furnished with gray 
wall-to-wall carpeting and arm and 
lounge chairs, seats 30 persons. 

In the children’s Carousel Shop on 
the other side of a cypress archway, a 
mural dominates the motif, done in a 
circus theme of horses, jesters and a 
beautiful girl. 

Harlequin curtains cover the en- 
trances to the stock room which houses 
5,000 pairs of children’s shoes. Op- 
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posite the hand-painted mural are six 
hobby horses in a semicircle, each with 
an extra built-in seat for an adult. The 
seats are of brown and white pinto- 
type leather. 

A mirror, three feet high and three 
feet wide, hangs on either side of the 
carousel. This section also seats 30 
and includes three green leatherette 
lounge chairs which face a motionless 
carousel, 

James O’Hara, who has been in the 
twixt-teens and children’s footwear 
business for 30 years, is the buyer and 
manager of the store. 

The store now has three salesmen 
and two part-time helpers but, says 
Mr. O’Hara, “with the novelty of such 
a shop we'll be hiring more men in the 
near future.” 


Messages on Birthday Cards 
Increase Sales Totals 

DeNvFR—“Keeping it personal” in 
sending birthday cards to hundreds of 
customers each year is a policy which 
builds a lot of good will and extra shoe 
sales for Charles Bolton, operator of 
three family shoe stores in the Denve1 
area. 

Mr. Bolton has for several 
maintained a “birthday club” in each 
of his shoe well as in the 
children’s shoe department of the A. G. 
Eaker department stores, for which he 
is also buyer. This, of course, is a long- 
established idea. However, Mr. Bolton 
goes far beyond the mere registry of 
names and birth dates and the sending 
of a gift. Instead, he sees to it that the 
managers in each of the three stores 
make every attempt to know something 
about their customers and to send a 
birthday card with a personal message 
which the youngster is far more likely 
to appreciate. 


years 


stores, as 


This isn’t a difficult thing to do, re- 
ports the veteran Denver shoe retailer. 
“We make outa file card on every 
youngster as soon as the first pair of 
shoes is purchased,” he indicated, “this 
is permanently indexed into a file kit 
for the purpose. However, we go a 
little farther by asking the clerk who 
waited on the family to jot on the card 
anything of persona! interest as it af- 
fects the youngsters. 

“For example, the boy may be ap- 
pearing in a _ school play, recently 
joined Boy Scouts, be planning on a 
summer vacation trip, ete. Any such 
fact which is brought out is jotted 
down and used as a reference when the 
birthday club file shows that it is time 
to send a card. Merely writing on the 
card such things as ‘We hope you have 
a pleasant trip to Yellowstone Park,’ 
etc., helps to build up a personal rela- 
tionship between the youngster and the 
store which is extremely valuable when 
the time comes around again for buy- 
ing the next pair. 

“This is particularly important with 
youngsters between 10 and 15 years old 
who are beginning to feel important 
and appreciate a personal message.” 


Men’s Shoe Store Is Now 
Family Store Operation 

DetTroit—Warner FE. Slocum, who 
has operated a men’s shoe store in the 
southeastern corner of Detroit for 
about six years, at 14440 East Jefferson 
Avenue, has remodeled and expanded 
his merchandise to include women’s 
and children’s footwear as well. 

The store, formerly operated as 
Chevy Chase Men’s Wear in connection 
with a men’s apparel store, has taken 
over the space formerly operated by 
the latter, doubling the area devoted to 
shoes, and has been rechristened as 
Warner’s Boot Shop. 

Mr. Slocum is starting his 51st year 
in the shoe business. He started with 
Lagge and Waters Shoes in Davenport, 
Iowa., coming to Detroit in 1914 to 
join the R. H. Fyfe and Company or- 
ganization. After service in World 
War I, he went with the Berke Boot 
Shop, operated on Washington Boule- 
vard (downtown) by Ben Berke, be- 
coming manager two years later, and 
holding that position for 30 years until 
he opened the Chevy Chase store six 
years ago. 


Morris Nelson Dies 


MILWAUKEE — Morris Nelson, 65, a 
retired shoe merchant, died at Margo 
hospital after a long illness. 

Mr. Nelson retired 10 years ago after 
operating a store at 3345 N. Green Bay 
Avenue, about 33 years. He came here 
from Russia in 1913. He was a member 
of the Elks club, Milwaukee Home for 
Aged Jews and Congregation Beth 
Israel. 

Surviving are his widow, Anna; a 
daughter, Mrs. Esther Hansher; a son, 
Seymour, and a brother, Ben, all of 
Milwaukee. 
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BiLox!, Miss. — “Actually changing 
the shape of his store can have a lot 
to do with the shoe retailer’s chances 
of increasing volume.” 

Those are the words of W. C. Gry- 
der, Jr., who operates two smart shoe 
stores in this southern Mississippi re- 
sort town; and they sum up the think- 
ing which led to establishing a brand 
new store in downtown Biloxi a little 
more than a year ago. 

The second generation of his family 
ir. the shoe business and with two more 
generations coming up, Mr. Gryder has 
always kept a close eye on the mechani- 
cal aspects of shoe store operation. In 
recent years, he has become convinced 
that the usual specialty shoe store, 
built in a long, narrow space, is ac- 
tually suicidal to sales where the in- 
definite customer is concerned. 

“Often, in the usual type of long, ex 
tended store, the salesman must walk 
as much as 40 or 50 feet to get the 
appropriate pair off the shelf and bring 
them back up to the front where the 
customer is seated,” he stressed. “I 
think almost every salesman has had 
the experience of customers walking 
out, while he was attempting to find an 
inspiring style at the rear of the store. 
If the shopper comes in on impulse 
only, the chances are that she won't | 
walk all the way to the extreme rear | 
of the store since she can scarcely see 
displays back that far.” 

Consequently, when Mr. Gryder built 
his new downtown store, the second in | 
Biloxi, he insisted upon a “square | 
store’ which is so designed that no 
salesman or customer is ever more than 
20-odd feet away from any part of the 
shoe inventory. The store with a center | 
entrance is as broad as it is long, di- 
vided into three major departments for 
women’s, children’s, 
with cashier and counter ex- 
tending up the second, so that the cus 
tomer walks literally ‘into the middle 
of things” as she enters the store 

“Our sales have risen markedly and 
have justified every expectation,” Mr. 
Gryder said, “for two simple reasons. 
One of them is that once the customer 
has been seated, the salesman can keep 
up a continuing flow of conversation 
with her, even while searching out the 
proper carton from the stock shelving. 
In this way, she isn’t distracted and 
her interest can be maintained so well 
that she won’t get up and walk out 
Suggestive selling opportunities are al- | 
ways better when the conversation is | 
two-way, of course, and the short dis 
tances involved mean just that.” 

All of Gryder’s shoe are 
trained in the friendly sort of “patter” | 
characteristic of the deep south, 
keep the customer reminded of 
needs in the flow of conversation. 

Helping likewise along these lines is 
the novel division of departments which 
Mr. Gryder has utilized. “Along with 
with the tradition of the | 
pullman-car type of store, we decided | 
to eliminate some of the old-fashioned | 
ideas about display and fixtures,” Mr. | 
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Finds Square Selling Floor Produces More Business 


Gryder added. “For many years it was 
thought that shadow the 
upper walls above stock shelving were 
being put to work as an extra sales 
asset, displaying more shoes, and mak 
ing practical use of blank wall space 
Actually, however, | have always felt 
that nobody pays the least attention to 
displays up well above head level. Con 
sequently, in the new store, we designed 
a series of blond wood planters lined 
with galvanized metal which. sit 
spread-eagle legs something like an air 
plane strut, between departments. Each 


boxes along 


on 


for 1957 Sales! 


Sure and smooth passage to Spring and Summer 
sales for the whole family. Let these brilliant 
and colorful '57 Converse lines keep your 
customers sold and happy. 
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level 


men’s, women's and shoe 
ure displayed, according to the depart 
ment.” 

An interesting point is that the 


planters which partly conceal the wo 


men’s shoe department, as well as those 
in the children’s department, are 
planted with bright, colorful flowe: 

while those in the men’s department, 
at the right rear of the store contain 
nothing but evere greenery such a 
ferns, mother-in-law tongue, sword 
plants, ete 
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Do-It-Yourself Retailer C 


SPRINGFIELD, Mo.—-Because he is un 
willing to follow traditional lines where 
display fixtures are concerned, owner 
Oscar Lee of the Plaza Shoe Store, 
near Springfield, is enjoying a $100, 
000 per year volume in children’s shoe 
sales 

Mr. Lee believes that display fix 
tures, poster window cards and di 
play window designs which are dupli 
cated in many stores simultaneously, 
are largely wasted. “It takes a lot of 


the customer 
“Most shoe stores 
thing to offer 


individuality to attract 
today,” he indicated 
just about the 
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reates Unusual Displays 


in the way of careful 
excellent selection, prices and 
service. Consequently, in order to stand 
out in the customer’s mind, the store 
must present an appearance which isn’t 
exactly like that of every other store. 
An avid home handicrafter during 
most of his life, Mr. Lee has simply 
extended his hobby to the shoe store in 
manufacturing not only all of the 
“props” which go into his window di 
plays, but likewise most of the display 
fixtures in the store and even the fur 
niture. He will cheerfully spend sev 
eral days in designing an eye-catching 


the customer 
fitting, 
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wooden fixture, designed to show chil- 
dren’s boots for example, and has been 
known to put in as much as 100 hours 
of time and effort to build a Christmas 
window display which is decidedly dif- 
ferent. 


Searches Lumber Yards 


While he is constantly deluged with 
huge assortments of display materials 
as are most other independent shoe re- 
tailers, the southern Missouri shoe re- 
tailer adamantly refuses to use them 
in his windows. Instead, if he thinks 
the idea behind the display is good, he 
will work out his own sign, his own 
props, and make the installation him- 
self. 

A typical example is a 
fixture which Mr. Lee turned out in his 
own shop after visiting a dozen lum- 
ber yards in search of worm-eaten soft 
pine which would give the proper rustic 
atmosphere. 

The fixture followed a corral design 
with a peeled pine log pole running up 
the back, supporting an arm on which 
a sign, hung from leather thongs, said 
simply “Western,” in lariat-type let- 
ters. Mounted on a transverse two by 
four, likewise weathered and worm- 
eaten, were a series of steps, each of 
which displayed a single pair of boots 
This 6-foot-tall fixture required only 3 
or 4 hours to build, but finding materi 
als of the proper weather-beaten 
worm-eaten description was a major 
project. Serene in the knowledge that 
no other shoe store is using any fix 
ture like this, Mr. Lee displays it in the 
center of the store where it gets atten 
tion from every entering parent 


boot display 


Made Plywood Christmas Tree 


At Christmas time, likewise, the 
Springfield retailer used a touch of sur 
realism in creating a display designed 
to sell children’s, women’s and men’s 
slippers. He cut the silhouetted outline 
of three Christmas trees from cordage 
plywood, split each one down the mid 
die, and mounted them at a 45 degree 
angle from the rear of the window, sus 
pending Christmas ornaments from the 
tip of each “branch.” Sprayed a dark 
green, and outlined with splashes of 
silver, the three trees were festooned 
with outstanding slipper styles, and 
given the benefit of a revolving flow of 
light which made each sparkle in turn. 
Some 24 slipper styles were spread out 
on the floor of the window over a blan- 
ket of artificial snow. 

In the children’s shoe department, at 
the rear, Mr. Lee used odd discarded 
lengths of celotex wallboard to create a 
“mud fence” above the shelving, remi- 
niscent of the fences of Tom Sawyer’s 
day. Finished in a dun color, the fence 
was lettered in red, with the names of 
brands carried, plus the usual type of 
cartoons found scrawled on fences. 

Nothing makes Mr. Lee prouder than 
for a customer to remark, “What an 
unusual store!” after looking over his 
displays. He knows that every visitor 
will remember the store whenever the 
subject of children’s shoes comes up. 
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, State Orders New Minimum 
N. Y. Travelers Wage for Retail Employes 


EK] Offi New YorK—A minimum wage of $1 
ect cers an hour, which will eventually apply 
to all retail employes in the state, has 

New YorkK—More than 100 members been ordered by the State Industrial 
and guests attended the annual dinner Commissioner. 
meeting of the Boot and Shoe Travel- According to the order from Dr. Isa- 
ers Association of New York, held in dor Lubin, commissioner, the minimum 
the Hotel Collingwood. In addition to wage order will apply to employes of 
electing officers and trustees to serve retail operations in cities, villages and 
during 1957, the members voted to hold unincorporated communities of more 
their regular market week in early than 10,000 population and throughout 
May, during the Popular Price Shoe Westchester, Suffolk and Nassau coun- 
Show of America The latter opens *€*- 
May 5 and ends May 9. 

Daniel S. Griffin, who represents 
Curtis-Stephens-Embry Company, was 
elected president. 

Other 1957 officers are: | 

Myron B. Wolfe, Penobscot Shoe Co., | 
first vice-president; Harry A. Rhodes, 




















UPPERED WITH 


John I. Lucey Co., second vice-presi- 
dent; Herbert Spahn, Metropolitan 
Shoemakers, Inc., treasurer; Charles 
Havranck, Swan Shoe Co., executive r [ 
secretary; Edward J. McCann, W. L. 4 
Kreider’s Sons Manufacuring Co., as- | 

sistant secretary. 

The following trustees were named: 

Three-year: John J. Holden, Kraft | 
Shoe Co.; Ben Barnett, Viner Bros.; ' 
Nick Salerno, Rubber Corporation of White ite) Care 
Pennsylvnia; Nat Levy, Irving Drew 
Corporation, and John J. Morrisey, 
Trimfoot Company. 

Two-year: Philip Byer, American 
Girl Shoe Co.; Harry Kaye, Deb Shoe 
Co.; Harold Stevens, Commonwealth 
Shoe & Leather Co.; James B. Hoskin- 
son, Buster Brown Division, Brown 
Shoe Co.; Al Lewis, designer. 

One-year: E. J. Crowell, Aeme Shoe 
Co.; William Garvin. Virginia Shoe 
Co.; J. S. Getty, Gerberich-Payne 
Shoe Co., and Richard Stewart, John- 
son-Stephens & Shinkle Shoe Co. 
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November Footwear Output 
Showed Gain of 7 Per Cent 


Wasitincron, D. C.—-November foot- ie 
wear production of 46,000,000 pairs | | 
showed an increase of seven per cent 
over November, 1955, according to the 
Bureau of the Census, here. Practically 
all categories shared in the increase, it 
was reported. The only exceptions were 
women’s sandals and playshoes which 
decreased 9 per cent; and housewear 
slippers for men, youths and boys, 
which decreased 3 per cent. These in- 
creases were noted in other categories: 

Men’s other than work shoes, 11 per 
cent; men’s work shoes, 8 per cent; 
youths’ and boys’ shoes, 8 per cent; 
women’s dress and work shoes, 11 per 
cent; misses’ shoes, 12 per cent; 
children’s, 3 per cent; infants’ and 
babies’, 10 per cent; athletic shoes, 51 
per cent; housewear slippers for 
women, misses, children, infants and 
babies, 12 per cent. FREE KLEENETTE 

November 1956 production, however, 
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YOU CAN SELL MORE PAIRS 





The minimum wage in all other parts 
of the state will be 90 cents an hour, 
until January 1, 1958, when it, too, will 
become $1 an hour. 


Although well over a half-million re- 
tail employes in the state are included 
in the order, most of them already re- 
ceive more than the new minimum. 
State minimum wage orders apply to 
retail employes not in interstate com- 
merce. 

At present, the state minimum is 75 
cents an hour in New York City and 
65 cents an hour in the rest of the 
state, except Westchester and Nassau 
counties. Here, the minimum is 70. 
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Fourth Generation Now Runs = “on. ‘Later, Philip Fabel, set up a Nebraska Store Celebrates 
‘ : ; store for factory-made shoes, going | . ‘tht 

Orthopedic Shoe Store east for stocks and carrying with him Eighty-fifth Birthday 

r. PauL, MInn.—The Fabel Shoe 4&@ letter of introduction from Alexander ‘ 
tore, 179 West Seventh Street. oldest Ramsey, then governor of the state. 
hoe store in the city, celebrated it This was in 1865 
100th anniversary. Forest and Walter Still later, Dr. Arthur Gillette, first 
orthopedic doctor in the city, who had 
offices in the Moore block at Seven Cor- 
ners where Fabels had its store on the 
ground floor, began to send patients in 


label, brothers and present owners, are 
of the fourth generation of Fabels in 
the shoe busines 

In 1856, Conrad Fabel, a German 
cobbler, brought his family to St. Paul, have shoes specially fitted. Gradu 
via a steamboat on the river, and be- @!lly Fabel worked into an exclusively 
came the city’s first shoemaker. His Orthopedic shoe store, which it is to 
on, Philip, was also a cobbler and they Gay, with a business which extends 
et up a shop on the old Fort Snelling throughout the United States and 


Road, not far from its present loca across seas 


The firm of Krogers Shoes, in Seward, 
Nebraska, celebrated its eighty-fifth 
anniversary late last year. Members of 
the store's staff are, top row, left to 
right, Herbert Kroeger, Miss Darlene 
Sloup, and Paul Kroeger. Seated, left 
to right, O. Allen Kroger, Victor Kroe- 


There's a profit for you ger and Oscar Kroeger. The business 


was founded by C. F. Kroeger, who 


in this Dickerson Shoe... cous fo tile soustry trem Gorasey of 





THE CARIOCA . .. on the popular 16/8 | High School Teacher Now 
mid-height heel and smartly styled | Shoe Department Manager 
in cool, durable nylon mesh. . . . , 

é‘ > vans _ STuART, FLA.—Greene’s Department 
IN STOCK FOR SPRING SELLING Store is preparing to expand its floor 
and wanted Spring colors—blue, black space and set up its shoe department 
and beige. There’s still time, if you act fast, in the new area. Walter L. Wells will 


e *harve a y 2 ent. 
for make-ups to suit your particular market. be in charge of the new department. 
Mr. Wells has been instructor in 


higher mathematics at the Martin 
County High School and resigned that 
position to take over the managership 
cf the new shoe department 

The work of revamping the new area 
is expected to take about a month, and 
will be started immediately. 


Open Two Nights a Week 
OMAHA, Nes.—F our more of Omaha’s 
largest shoe departments will be open 
two nights a week for family shoppers, 
following the lead taken by four de 
partment stores and several shoe spe- 
cialty stores last year. The four down- 
town footwear outlets which have put 
a Thursday-night schedule into effect 
are Natelson’s, Herzbergs, Goldstein- 
Chapman’s Co., and Fred & Clark 
Haas, Inc. Al] the downtown stores 
will continue to be open Monday nights. 


the Smart Shoe 
that's Really 
Comfortable. 


Arizona Store Remodeled 


PHOENIX, ArIz.—Remodeling of the 
interior and exterior of David’s Shoes, 
OVER 3 DOZEN STYLES IN STOCK — HUNDREDS 28 North First Street, here, has been 
FOR MAKE-UP. BE SURE TO HAVE A DICKERSON completed. The store is owned by Dave 


SALESMAN CALL ON YOU. WRITE OR CALL TODAY. Bush and Joseph H. Fuchs. 
Mr. Bush said total cost of the work, 


THE WALKER T. DICKERSON COMPANY including the new interior and facing 
Columbus 15, Ohio ° New York Office: 417 Marbridge Bidg. of the building, was $10,000. The de- 
sign was handled by the architectural 
firm of Burke, Kober and Nicholas. 
Mr. Bush said the downtown store was 
founded here in 1941. 
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Swells Shoe Sales by Advertising Dancing Schools 


MONTGOMERY, ALA. — Close coopera- 
tion with the city’s dancing schools has 
been responsible for a highly profitable 
volume of dancing shoe sales for De- 
Shields-Larson, exclusive retail shoe 
store in the Normandale shopping cen- 
ter here. 

Madison DeShields and Dave Larson, 
owners of the store, have put a lot of 
merchandising effort into this field dur- 
ing the past five years, with the result 
that the store is almost certain to be 
mentioned whenever the subject of 
dancing shoes comes up. Half a dozen 
lines of dance shoes from leading man- 
ufacturers are carried including special 
attachments for heel and toe dancing, 
tap dancing, ballet, soft-shoe, and other 
specialty varieties. Along with the 
shoe inventory, which is complete in 
size, color and design, the store carries 
dance costumes. 

Before making a single step in this 
direction, the partners visited dancing 
schools in Montgomery and _ nearby 
cities to get an picture of 
their students’ needs, and in the process 
build up a personal relationship with 
the manager of dance school 
which has been continued ever since 

“Cooperation,” in terms of De 
Shields-Larson’s operation, consists of 
utilizing every opportunity to give fa 
vorable publicity to the dozen-odd dance 
ing schools in Montgomery, and most 
important, making certain that the 
school’s management realizes that this 
is being done. Typically, window dis 
plays in the store, which centers Mont 
gomery’s largest and most exclusive 
suburban shopping center, list “The 
following dance studios use our dance 


accurate 


each 


shoes and costumes.” Below, in se 
quence are listed all of the 
which are actually doing so, togethe: 
with the addresses. As any 
customers come in for dance shoes, De- 
Shields-Larson’s salespeople find imme 
diately at which dancing they 
are studying, and then telephone the 
management to ascertain whether the 
studio minds being mentioned in this 
way. The answer is always favorable, 
with the result that each display win 
dow at DeShield-Larson, with the sign 
painted in white on an eye-appealing 
black background, is actually “a direc 
tory of dancing schools” which gets a 
lot of attention 

In addition, direct 
larly to all students of dancing schools 
fT Montgomery, using student lists sup 


schools 


s00n as 


school 


mail goes regu 


plied by cooperating personnel. Direct 
mail lists the types, brands and prices 
for dancing shoes, costumes, etc., to 
gether with information on local 
schools, their opening dates, recitals to 
be given, and other pertinent fact 

With several such mailings per year, 
the DeShields-Larson name is thor 
oughly impressed on its potential 
market and it is notable that many 
serious-minded dance students have re 


quested that their names be placed on 
the mailing list 

The windows of the 
ncorporate photographs of famous ba 


store usually 


let, tap and “modern” dancers, which 
DeShields-Larson obtain from dance 
studios or theatrical agencies. Inside 


the store, convenient to the fitting de 
partments, are modern magazines cov 
ering the dance and entertainment jield 
which, understandably, are of continu 
ous interest to terpsichorean hopeful 





Downtown Store Closed 


TOLEDO, O..-Wachter Shoe Stores, a 
division of Epko Shoes, Inc., has closed 
its store at 221 Summit Street, in 
downtown Toledo, and has moved the 
stock to the larger downtown store at 
428 Summit Street. This makes three 
Wachter Shoe Stores in the city, one 
downtown, one in East Toledo and one 
in West Toledo 


Resigns As Store Manager 


BILLINGS, MontT.—Harold E. Weston, 
raanager of the Shoe Den, has left the 
shoe retailing field to become secretary 
manager of the Al Bedoo Shrine Tem 
ple Auditorium in Billings. 

Mr. Weston came to Billings three 
and one-half years ago from Nampa, 


Idaho. 


Melville Declares Dividends 
On Common and Preferred 
New YorK — Directors of Melville 
Shoe Corporation declared a quarterly 
dividend of 45 cents a share on the 
common stock, payable February 1, 





January 15, 1957 


1957, to stock of record January 18 


Directors also declared a regular quat 


terly dividend of $1.18% per share on 
the series A preferred and a regular 
quarterly dividend of $1 per share on 
the series B preferred, both payable 
March 1 to shareholders of record Feb 
ruary 15 
New Outlet in 1957 
Planned by Marott 
INDIANAPOLIS, IND. The Marott 
Shoe Store, Inc., 18 East Washington 
Street, said to be the second largest 
shoe store in the United States, ha 


planned to open a new branch during 
1957 in Eagledale Plaza Shopping Cen 
ter, a expansion of 


Broad 


major facilities in 
tipple. 

In addition to the six-story down 
town store, the firm currently oceupie 
branches at 810 Broad Ripple Avenue, 
featuring for adults; at 6233 Car 
rollton Avenue, with shoes for children 
and Irvington Plaza 
Shopping Center; at 6407 East Wash 
ington Street; and in Shadeland Shop 
ping Center. 


hoe 


teenagers; in 








Helpful 





] Some forms of 


heart disease can 
be prevented a 


few can be cured 
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Pi All heart cases 


can be cared for best 


if diagnosed early 
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3 Almost every 


heart condition 





can be helped by 






proper treatment 











4 
Most heart 


patients can keep on 
working—very often 


at the same job 
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5 Your “symptoms” may 


or may not mean heart 


and be sure 
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FIGHT FEAR WITH FACTS 
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Heart 
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Main Store Now Branch; 


One of the most un- 
Arizona shoe retail- 
ing took place, as Goldwater’s, exclu- 
sive fashion apparel] store here, moved 
to its new Park Central location. 
When opening a new two-story de- 
partment store in this plush shopping 


center, Goldwater’s 


PHOENIX, ARIZ. 
usual changes in 


created a new 
The original downtown 
store, less than one-quarter the size of 
the new Park Central building, will 
become a “branch store,” thus revers- 
ing the 

Or 


“main store.” 


usual trend. 


ville Brown, women’ hoe buyer, 


Branch Now Main Store 


reports himself thoroughly pleased 
with the split, inasmuch as he has been 
able to solve serious space problems 
which had hampered sales operations in 
the downtown store. The new depart- 
ment is located on the first floor, with 
a long “wall of glass” separating the 
hoe department from a heavily traf- 
ficked Mall outside. Seating 41, the de- 
partment has stock capacity for 13,000 
pairs of shoes, more than double the 
downtown store’s capacity, and will op- 
erate with seven salesmen. 
Outstanding features include a rich 





from the Altschul shoecase . . . 





M935 12!/, to 3; B-EE 


NNUAL 


the pillowy softness, 
flexibility and style appeal 
of cushion-crepe soles 
PLUS extended inside 
counter and extra firm 
shank support. An ideal 
combination of style and 
comfort for grown and 
growing feet! 


OMNI 


— 
= 


numbers... 
IN STOCK, NOW! 


Gray Velour Buk Bal “U” Throat Oxford 
Cushion crepe sole @ Long arch supporting counter 


Right & Left X-Ray Steel Shank @ Nailless Heel Seat 


L935 5 to 10; AA-A 
4'/. to 10; B,C,D 
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At the Mid-Atlantic Shoe Show, Jan. 13-16 
Benjamin Franklin Hotel, Philadelphia, ROOM 591 


JULIUS ALTSCHUL, INC. 


Creators of “NATURE’S OWN” straight last footwear 


117 Gratton Street, Brooklyn 37, N.Y. * 
AMERICA’S RETAILERS 


SERVING 


96 


HY 7-4500 


FAITHFULLY FOR 59 YEARS 


thickly-cushioned gray carpet through- 
out, gang chairs in alternate yellow 
and rust, a background wall of beige- 
green-brown, and a dropped ceiling 
which brings powerful incandescent 
light down directly over the shoe fit- 
ting area. Incidentally, an innovation 
heavily stressed by Mr. Brown are sev- 
eral “double unit” chairs among the 41, 
which are two chairs wide for the bene- 
fit of corpulent customers or those who 
bring children, shopping bags, large 
packages, etc. 

At the extreme right of the depart- 
ment, just across the main aisle, is a 
Slipper Bar, composed of two elevated 
display gondolas in highly polished 
dark walnut, topped with rich green 
leather and lightweight wrought iron 
display racks, in white. A 10-foot-long 
wrought iron display fixture, with a 
slanting top shelf, extends the length 
of the “Slipper Bar along the aisle, to 
sample casuals and similar footwear. 

“Because we are located directly 
against the first floor window, the en- 
tire department is our display win- 
dow,” Mr. Brown pointed out. “For that 
reason we will use much more open dis- 
play than in the past.” 


New Shoe Department 
In Enlarged Store 


FLINT, MicH.—Maas Bros., a de- 
partment store, recently opened its new 
store at 542 S. Saginaw Street, after 
having completed an expansion project 
in which every department in the store 
had been enlarged. 

The expansion included a new girls’ 
shoe department on the third floor 
which is expertly staffed by trained 
salespeople. Featured are Jumping 
Jack and Young America shoes. 


New Family Store Opened 

MANCHESTER, N. H.—The Mast Road 
Boot Shop, a new establishment fea- 
turing footwear for the entire family, 
has held its opening at 554 Mast Road, 
this city. 

The store, with a large free parking 
area, will feature “superior quality 
footwear,” according to the manage- 
ment. 

During the opening, gifts were given 
with every shoe purchase, and gifts 
were also distributed to children who 
visited the establishment accompanied 
by adults. 


Opens Second Department 

FRESNO, CALIF.—A new women’s and 
children’s shoe department has been 
opened in Weil Brothers apparel shop 
at 1250 Fulton Street by Kenneth B. 
Gardner. This is the second Gardner 
store in Fresno. He opened his first de- 
partment in February in Weil’s ap- 
parel shop in the Manchester Shopping 
Center. Nationally known brands are 
carried in both stores. 
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Financial News 


Amount of each check was 
length of 


f directors. 
determined by position 
service to the company. 


and 





U.S. Shoe Corp. Reports 
Good Sales Increase 


CINCINNATI—The United States Shoe 
Corporation and subsidiary report that 
the unaudited consolidated net income 
after provision for federal taxes for 
the fiseal year ending November 30, 
1956, amounted to $2,344,502.50, equiv- 
alent to $2.09 per share based on 1,119,- 
388 common $1.00 par value shares out- 
standing. Net consolidated earnings 
for fiscal 1955 were $2,068,254.81 equiv- 
alent to $1.85 per share restated on a 
comparable basis. Consolidated net 
sales for fiscal 1956 totaled $39,989,- 
530.94 compared to $34,885,758.49 for 
the corresponding period of 1955. 

The directors voted to increase (and 
declared) the regular quarterly divi- 
dend of the corporation to 25 cents a 
share, thereby placing the stock on a 
$1 a share annual basis, as against 90 
cents a share previously paid. The di- 
rectors also voted an extra year-end 
dividend of 22% cents a share. Both 
dividends were to be paid on January 
15, 1957, to all shareholders of record 
at the close of business on December 
28, 1956. 

Total dividend payments during the 
calendar year 1956 amounted to 95 
cents per share after adjustment for 
the two-for-one stock split in May, 
1956, made up as follows: Prior to the 
two-for-one stock split in May, 1956, 
there was paid 75 cents per share in 
January, and 25 cents per share in 
April on the old $2 par value shares. 
Then after the split, there was a pay- 
ment of 22% cents per share in July 
and another payment of 22% cents per 
share in October on the new $1 par 
value shares. 

According to Joseph S. Stern, chair- 
man, and A. B. Cohen, president, ad- 
vance bookings for spring 1957 assure 
capacity production. The company 
opened its tenth factory on January 2, 
1957. The new unit, located at Vance- 
burg, Ky., will have capacity for an 
additional 3000 pair a day. 

Management also reported that 
Joyce, Inc., a subsidiary of The United 
States Shoe Corporation, is making 
fine progress and that bookings for 
spring 1957 are considerably ahead of 
a year ago. 

Eligible factory employes of the cor- 
poration received a record $1,132,454 
in profit-sharing and Christmas bonus, 
the company announced, 


Godman Pays Dividend 

CoLumBus, O. — The board of direc- 
tors of the H. C. Godman Company has 
declared a dividend of 1% per cent or 
37% cents per share on the preferred 
$25 par capital stock. The dividend was 
payable on January 4, 1957 to share- 
holders of record at the close of busi- 
ness December 27. 


January 15, 1957 


Edison Brothers Distribute as 
Quarter Million Bonus 


cipated in the quarter million dollar 


Announcement was also made that 
Edison Brothers had set aside $200,000 
the 1956 cost for maintaining its 
pension plan, which now totals ove 
$3,300,000. The retirement fund is paid 
St. Louris—Edison Brothers Stores, for in its entirety by the company 
Inc., distributed a Christmas bonus to 
its employes both in the home offices 
and in the stores. This was the twenty- 
third consecutive year that 
have been given out. 
Approximately 4000 employes parti 


Cannon Declares Dividend 


BALTIMORE, Mp.—Directors of the 
Cannon Shoe Co. of Baltimore, declared 
a year-end dividend of 15 cents a share 
on Class A and common stocks, payable 


January 2. 


bonuses 


disbursement voted by the firm’s board 


t j { t 









Exclusive *Patented 
Welt Construction 


IN STOCK 


Men, Women, Boys 
700-770 500 7002 


SEBAGO - MOCS 


Only SEBAGO-MOCS offer you the extreme flexibility of the original 
AT POPULAR 
PRICES! Chief among many points of superior craftsmanship, Patented 


Hand-sewn vamps 
Hand-lasted 


Indian Moc, plus the scientific support of a modern welt shoe 


Welt Construction means they're lighter, tougher, more flexible! 
Leather welting, no insole, arch-supporting steel shank, soft Kemblo 
fillers, hand-turned collars, heel-hugging fit. 


Order today! At once delivery! 


*U,S, Pat. #2,420,266 


SEBAGO-MOCS ARE THE FASTEST-GROWING 
LINE OF MOCCASINS IN THE COUNTRY TODAY! 


SEBAGO-MOC COMPANY 
WESTBROOK, MAINE 


New York Office: 534 Marbridge Building 
Made in Canada by Canada West Shoe Mfg. Co., Ltd., Winnipeg, Manitoba 


Made inMAINE by 


Skilled Craftemen 
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National Promotion Planned 
By Father's Day Council 

New York-—According to a survey 
ust completed by the Gallup organiza 
tion, Audience Research, Inc., of Prince 
ton, N. J., 75 per cent of all Father’s 
Day gifts are purchased by women. The 
average Father’s Day gift runs around 
$10.00. There being approximately 35 
fathers in the United States 
that last year there was $350 
million spent for Father’s Day gifts, 
which the largest Father’s Day 
volume on record and 1957 shows prom 


million 


mean 
was 


ise of exceeding this, based on advance 


7 ay 
25 







Nt pn sano¥* 


Pe pit 


preparations, Father’s Day Council has 
announced. 

Last Father’s Day, the Council said, 
there $11 million of publicity in 
communications media on the subject 
of Father’s Day. This is in addition to 
the paid advertising time and space for 
1956 Father’s Day, which broke all 
previous records, 

Day institutionally 
publicized by the Council in every form 


was 


Father’s will be 
(f established media—newspapers, mag- 
azines, TV, theaters, churches, 
public organizations and national places 


radio, 


of public gathering, such as meetings 


and sports arenas. The non-commercia! 
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when the weather changes? 


In the present climate of business, you have to 
be ready for changes when they occur. Our 
service helps progressive business organiza- 
tions to take advantage of opportunities, to 
meet unexpected financial requirements with- 
out borrowing, to devote all their efforts and 
means to profitable manufacture and sales. 
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357 Fourth Avenue, New York 10, N.Y 


What happens 


* Atlanta « Grand Rapids 


FOUNDED 1808 


imer publicity will be based on the 
public service theme for 1957, “Integ- 
vity Starts in the Home.” National or- 
yanizations such as the American 
Legion and Boy Scouts, will be aided in 
etting up Father’s Day celebrations. 
On the trade side, every advertising 
agency is being briefed on the Father’s 
Day opportunities. A mat and copy 
ervice is supplied to every newspaper 
by the Council. Other copy services are 
heing advocated by the Council, so that 
the public press will have material 
aplenty for their news columns. The 
Council’s point-of-sale display service 
will be distributed through retail mer- 
chants bureaus and Chambers of Com- 
merce, as well as direct to the quarter 
of a million retail outlets. 
Father’s Day falls on June 16 


con 


Temporary Rack Speeds Up 
Clearance Selling 

LINCOLN, NeB.—A temporary dis- 
play rack for clearance selling which 
reduces floor space required by about 75 
per cent has been devised by Carlton 
Shoe Store, 6133 Havelock Avenue. 
M. M. Carlton, proprietor, said the fix- 
ture is very inexpensive and much more 
effective than a counter top 
for reduced-price selling. 


table or 


The rack consists of four 4-inch 
boards, each six and one-half feet high, 
set with two uprights at each end. 
Across this are nailed 20 1-inch strips 
to form 10 shelves. Shoes are displayed 
on the skeleton shelves. Sizes are 
marked at the ends of each shelf 

The fixture does not interfere with 


stocks in the regular wall shelving, Mr. 
Carlton pointed out. The rack is set two 
feet out from the front of the wall fix- 
ture and is secured by two strips nailed 
from the top of the rack to the top of 
the wall shelving 

Customers have been attracted to the 


rack display much more than to the 
table-top display formerly* used for 
clearance, the shoe merchant stated. 


“Apple for Teacher” Theme 
Of Successful Promotion 


PHOENIX, ArIzZ.—‘“‘An apple for the 
teacher” was the theme of an unusual 
promotion which was offered recently 
by David’s Shoes, at 28 North First 
Street, here. 

Soon after opening of schools for the 
1956-1957 term, David’s Shoes ran an 
ad in cooperation with other downtown 
merchants, inviting Phoenix school 
teachers to profit by a special sale, with 
concessions to the city’s pedagogues. In 
the ad each school teacher responding 
was promised a bright red juicy apple. 
The headline on the ad showed a pic- 
ture of a pert young teacher 
with blackboard pointer in hand, the 
headlines stated “Be Sure To Get Your 
Apple... A Time-Honored Symbol of 
Esteem and Affection.” 

The result was an almost complete 
turn-out of teachers from the public 
schools system, private schools and pa- 
rochial institutions. 


school 
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Obituaries 


H. Willis Nye 

BROCKTON—H. Willis Nye, 75, retired 
vice-president and director of the 
George E. Keith Co., died at his Brock- 
ton home after a short illness. 

Mr. Nye joined the Brockton shoe 
firm in 1901 and worked in the dressing 
room of the No. 1 factory. Later he 
became office boy and then entered the 
payroll department. After this he was 
active in the cost department and 
eventually became head of the depart- 
ment. In later years he was placed in 
charge of purchasing and became a 
senior vice-president. 

He was a director of the Pilgrim 
Foundation, founded in honor of Oscar 
C. Davis, also a Keith executive. He 
was also a director and past president 
of the Brockton Country Club and a 
member of St. George Lodge AF&M, 
the Brockton Council and the Knights 
Templar. 

In April 1951, he was presented with 
a gold medal in honor of his 50 years 
of service with the Keith Co. 

He leaves his widow, Mildred, and a 
sister, Mrs. Richard Waterhouse of 
Bourne, Mass. 


Edward L, Prescott 


West Roxsury, MAss.—Edward L. 
Prescott, 85, former executive of the 
J. F. McElwain Co., and a leading 
figure in the New England shoe indus- 
try for many years, died at his home 
here, after a long illness. 

A son of former Boston alderman 
Charles Prescott, he entered the shoe 
industry at an early age and later 
became treasurer of the old W. H. 
McElwain Co. He remained with the 
firm when it was reorganized as J. F 
McE]wain Co. of Boston and was active 
in a financial advisory capacity until 
shortly before his death. 

Mr. Prescott was a member of the 
Algonquin Club and the Highland Club 
of West Roxbury. 

He leaves a daughter, Mrs. Frederic 
B. Williams, Jr. of Needham, and a son, 
Edward W. of Charlestown, N. H 


Frederic E. Young 


BostoN—F rederic E. Young, veteran 
Boston shoe merchant and president- 
treasurer of Coes & Young Co., a lead- 
ing Boston men’s retail shoe store for 
many years, died at the Peter Bent 
Brigham Hospital in Boston after a 
short illness. 

He was the son of the late Charles 
E. and Frances (Robbins) Young of 
Worcester. Leaving school at age 12, 
he became stock boy for H. E. Smith 
of Worcester in 1890. 

Five years later, he moved to Bos- 
ton to accept a job as a salesman in 
the old Guy Lamkin wholesale shoe 
In 1898, he became associated 


store. 


January 15, 1957 


with the retail shoe firm of Coes and 
Stoddard and, on March 31, 1902, he 
became a partner in the firm of Coes 
and Young. 

The School street 
corporated in 1908, with 
as president and treasurer. 

He is survived by his widow, Mrs. 
Carole Fischer Young. 


was in- 
Young 


company 
Mr. 


Harold E. Doherty 


PLAISTOW, N. H.—-Harold E. Doher 


Got 
your eye 
peeled 
for 


PROFIT?... 


then take a 


in new Moutana 





ty, 50, died at his home here in Plais- 
tow after a heart attack. 

A prominent wood heel manufacturer 
in New England for many years, Mr. 
Doherty was manager and treasurer of 
Eagle Wood Heel in Haverhill, 
Mass., and a past president of the 
Wood Heel Manufacturers Association. 

Mr. Doherty was a member of Mason 
ic Lodges in both Haverhill and Boston, 


CUOes 


the Haverhill Chamber of Commerce 
and the Liberty Grange. 

He leaves his widow, Leah (Prim- 
rose); two sons, Harold E., Jr., of 
Groveland, Mass., and Calvin R. of 
Plaistow; and a daughter, Mrs. Marion 


Sawyer of Jericho, Vt. 
[TURN TO PAGE 116, PLEASE] 
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available as a shearling lining replacement or 
Pile for cuff stock. 


al. 


Looking for a top-profit product that means repeat business? 


Well, when you use Argo-Pile as your shearling replacement, 


you can count on customer 


satisfaction. Argo-Pile doesn't 


just simulate shearling, it replaces it. This cost-cutting, time 


| saving replacement for shearling linings actually enhances 


| the appearance of shoes. It feels like the softest shearling, 


has all the warmth of shearling, but at a fraction of its cost 


You owe it to yourself to try this amazing new pile fabric. 








1 Samples on request. *Registered trademark of 
| J UHILLIPS-PREMIER CORPORATION 
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Report Reveals Why Downtown Is Losing Out 


PROVIDENCE, R. I. 
of the customer attitude toward the 
downtown Providence shopping area, 
made public by the Downtown Business 
Coordinating Council of the Providence 
Chamber of Commerce, reveals some in- 
teresting facts for all city-center stores. 


A $25,000 survey 


The 144-page report warns that the 


area has acquired a competitor; it has 
lost its position as the only dispenser 
of retail services and merchandise. 

It indicates the downtown 
slowly losing business to the suburban 
areas because of traffic congestion, dif- 
ficulty of parking and the physical un- 





area is 


attractiveness of many stores. 

Of those questioned, 21 per cent rated 
the downtown as unattractive, 58 per 
cent as fairly attractive, and 16 per 
cent as very attractive. Those rating 
it less attractive generally included 
newer residents, those familiar with 
shopping facilities in other cities out- 
side of this state, and those in the 
higher income brackets. 

Five out of 10 persons questioned 
said they go downtown less often than 
they did a few years ago. Of this 
group, 25 per cent said they can get 
what they want without going down- 
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The key to foot balance... 


lies in Alden-Pedie Shoes scientifically designed 
in lasts and construction to accommodate your 
customer’s individual foot shape. 


America’s leading foot-fitting specialists success- 
fully use Alden-Pedic Shoes to build a steady 
repeat and referral business. Learn how you can 


do the same thing. 
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town. 


Sixty-four per cent of those ques- 
tioned said they go downtown once a 
month or more often. Thirty-six per 
cent go down less than once a month. 
Of this particular group, two-thirds go 
down less than once every three 
months. The majority of people go 
downtown to shop, to work, or for the 
amusements and to pay bills, in order 
of their listing. 

Of those who actually shop in Provi- 
dence, 57 per cent of the women ques- 
tioned and 40 per cent of the men shop 
once a month or oftener. The down- 
town center was listed as the favorite 
place to buy major items. 

Coming to the purchase of shoes, the 
study shows that more than 50 per 
cent of the women said their last pur- 
chase of a street dress, cloth coat, or 
street shoes was made downtown. Of 
the men, more than 50 per cent said 
their last purchase of a business suit 
or shirt was made downtown while 46 
per cent said their last purchase of 
shoes was made downtown. 

As to the means by which people go 
downtown, the majority prefer to drive. 
Although 70 per cent of those inter- 
viewed live within a five-minute walk 
and more than 50 per cent within a 
two-minute walk to a bus stop, they 
preferred to drive downtown. 

In regard to evening shopping hours, 
it was found that only 20 per cent of 


those interviewed take advantage of 
the Thursday evening hours once a 
month or more often. 


Among those patronizing the subur- 
ban stores, many mentioned the evening 
hours as an important factor. Other 
factors include free, easy parking; less 
traffic congestion; and the saving of 
time and money spent on parking. 

Solution to the downtown problems 
appears to lie in modernization of its 
stores, an improvement in traffic flow, 
and the providing of inexpensive, park- 
yourself areas. 

The survey was conducted by Robert 
W. Pratt, marketing research specialist 
of Greene, R. I. It was carried out by 
12 trained interviewers who questioned 
2,445 men and women in the 21 to 50 
age bracket. Each person was asked 
50 questions, including shopping habits 
and likes and dislikes of the downtown 
area, 


Store 70 Years Old; 
Celebrates Birthday 


NorRTON, KANS.—Seventy years of 
business in Norton was celebrated by 
Browne’s shoe and clothing establish 
ment here. 

The store was established in 1886 by 
M. F. Browne and his brother, John. It 
was then in a frame building but was 
located in the same place where the 
modern brick structure now stands, at 
the corner of State and Main streets. 

J. H. Browne and his wife took over 
the full operation of the store when the 
new building was built in 1907. Their 
son Dave is the present manager. 
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Finds That Hosiery Club 
Increases Shoe Sales 


LONGMONT, CoLoO.—There is no sort 
of promotion more likely to build ho- 
siery sales than the familiar “baker’s 
dozen” principle, according to Rodney 
Holmes, owner of the Holmes Family 
Shoe Store, here. 

For the last two years, the Holmes 
store has slipped a tiny card into each 
pair of shoes wrapped for customers, 
with the notation “Ask about our ho- 
siery club.” On the wall case in back 
of the cash register the same message 
is repeated, in white letters on a red 
background, and similar cards are 
shown on hosiery display case. 

“We adapted our hosiery club from 
the children’s shoe club,” Mr. Holmes 
said. “It gives the customer a 13th 
pair of stockings free after she has 
bought 12 pairs. Since we introduced 
this form of merchandising, we have 
increased total hosiery sales by more 
than 25 per cent. This is agreeable, of 
course, but it isn’t the whole story. The 
important point is that we are certain 
that every customer listed in the ho- 
siery club has been back at least six, 
end as many as twelve times by the 
time she is entitled to her free pair. 
Even more important, we get that 
many more opportunities to sell foot- 
wear. Some of our hosiery club cus- 
tomers have bought several pairs of 
dress shoes, casuals and slippers in a 
single year instead of purchasing one 
or two pairs of shoes per year, as was 
the case before. Traffic is all-impor- 
tant in running a volume shoe store 
and because of this the hosiery club is 
particularly important.” 

Holmes Family Shoe Store carries a 
top nationally advertised hosiery line, 
sold at the nationally advertised list 
price, and makes no mark-down con- 
cession whatsoever, other than the 13th 
free pair. About 85 per cent of the wo- 
men originally listed in the hosiery 
club completed the purchase of 12 pairs, 
which Mr. Holmes believes to be a high 
average. 

When a woman customer asks to join 
the hosiery club, Mr. Holmes makes out 
a small file card with the name, ad- 
dress, style, size, and other pertinent 
information. This is kept in a small 
metal box next to the cash register so 
that each succeeding hosiery purchase 
can be entered. Over the space of two 
years, the list has grown to more than 
500 persons. 


Shoe Division Exceeds Quota 
In Los Angeles Drive 


Los ANGELES—The Shoe Division of 
the Los Angeles Community Chest has 
gone over the top on its fund raising 
quota for 1957, announced the division 
chairman, Sam Sale, president of Solnit 
Shoe Company. Last reported figures 
on pledges from the Los Angeles shoe 
industry are $8,400. Goal of the Com- 
munity Chest for this division was 
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Bees and Honeycombs Used in Window Trim 





“Italian Honey", a shade of leather, sets the motif of this window from Hess 

Shoes, Baltimore. Billed as "A Glorious Neutral That's a Natural”, the color is 

further emphasized by real honey combs, which spell out the word “Honey”, and 

oversize replicas of bees. The beautifully ornate cart to the right is an import 
from Italy. 





$8,000, stated Mr. Sale. Walter Braun, Cobblers, Inc.; E. J 
With Mr. Sale on the committee were: Kahn, Industrial Leathers; and Walter 
Abe Scharlin, Solnit Shoe Company; Gibson, Vogue Shoe 
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About Shoe People 


Shoe 
South 
Kirby’ 


Shoes, 


recently opened in the 
Plaza, Flint, .Mich., are 
and Nobil Shoes, Kirby’ 


part of a 


stores 
Klint 
Shoe 


a family shoe store, is 


chain operated by the Shoe Corporation 


of America. Chester E. Eneix is man 


age! Nobil Shoes is managed by 


Richard E. Tranick, who formerly man 


aged a Nobil store in Fon du Lac, Wis 


Two New Conn hoe tore 


been | fi new home he 


have 


Con there is being 
Solly 


moved ni 


cause enue 
eonverted to a new ex 
Howard 
tore from Congress Square to % Church 
Jack Weinstein, who has op 
tore on Congre Avenue 
160 


pressway 
Brown of Shoes ha 
street 
erated a sho: 
for 30 years, ha relocated at 


Femple Stree Both new stores have 


been extensive decorated and equip 


ped with modern fixture 


The Red 
opened at 37 Fourth 
St. Peter Fla., with 
erving aS manager. The 
by Alan Gordon of Baltimore 
a similar Red Cro 
ton, D. C. The new 
in shoes for 
Red Cro 


(ro Shoe Store has bee! 
Street North, 
Walter Riless 


owned 


sburg 
tore 1 
who ow 
Wa 
pecialize 
women and will handle the 
exclusively Mr 


tore in hing 


tore will 


line tiless 


went to St. Petersburg from Miami 
where he has been in the same type of 
business for many years. 

* * * 
Red Shoe Store is a 
business opened at 207 S. Ken- 
Avenue, Lakeland, Fla., by Sam 
Abrams also operates the 
$ox on East Main Street, Lake- 
The new shop, which will be 
cperated separately The Shoe 
sox, will carry Red Cobbies, 
)-Angelo, Deb, Foot Flair, G Flats and 
other nationally advertised brands. The 
tore is attractively finished in Wedge 
yvood blue and white with yellow trim 
with 


Carol’ Cross 
new 
tucky 
Abrams. Mr 
Shoe 
land. 
from 
Cross, 


Asphalt tile in charcoal and grey, 


matching carpet, accents the decor, and 


wrought iron chal in charcoal and 


and and white complete 


the furnishings. 


* 


ynite orange 


Gerald Pelaez has been named man 
aver of the Thom McAn 
the West Gate Shopping Center in 
Fla. This will be a family 
store. The store offers a 
home-like setting 

Mr. Pelaez has had 14 years’ 
organization, a part 
Petersburg. 


manayer, comes 


new store in 
sradenton, 
hoe interior 
exper 
ence with the 
of which 
James Keesy, assi 


noe 
was spent in St 


tant 
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Sold only by shoe men because 


they know shoe care best! 


DELUXE 55° 


CAVALIER COMPANY 


Baltimore 30, Maryland 


Serving the Shoe Trades Exclusively 
for Over o Generation 


to Bradenton from Tampa. Elwood 
Rettig, district director for the area, 
said the new would be operated 
by a local company under the name 


$radenton Thom McAn, Inc. 
* * * 


store 


A. Lowe has taken over the 
shoe department in Alperson’s, 1624 
Douglas Street, Omaha, downtown 
men’s clothing store, as lessee-manager. 
Mr. Lowe for 22 years leased and man- 
aged the shoe department at the 
Browning-King Company store here 
and its the Thomas Kil- 
patrick & Company department store. 
He sold that concession recently to the 


Charles 


successor, 


Freeman-Lincoln Company. 
* * * 

Irving Greenberg has been taken into 
partnership in the Greenberg Shoe 
Company, east side store at 7401 
Gratiot Avenue, Detroit, established by 
his father, David Greenberg, in 1915. 
The father and son team will continue 
to manage the store, formerly known 
Shoes, jointly. Green 
family type 
pecializing in orthopedic footwear. 


, * * 


as Gi eenberg’s 


here’s is a shoe store, 


Nunn-Bush Shoe Co., leasee of the 
hoe departments at the McFarlin 
Clothing Co Rochester, N. Y., 
has moved the boys’ shoe department 
from the third floor and combined it 
with the men’s shoe section on the 
street floor. Clyde Johnson manages 
both departments. 

* 


store, 


* * 

Kempf’s Shoe Store of Imlay City, 
Mich., recently celebrated its 80th an- 
niversary, and is justly recognized as 
the second oldest complete shoe store in 
the state. It was established by the 
late Charles Kempf, father of Carl and 
Brice Kempf, present owners, in 1876 at 
the time the village of Imlay City was 
just starting. 

* * . 

Edmund A. Fisher has been appointed 
manager of a new Thom McAn 
store which has been opened in Thru 
Plaza, Buffalo, N. Y. Mr. Fisher 
has manager of a Thom McAn 
store in Kenmore, N. Y. The new Thru- 
way store is the 11th Thom McAn unit 
in Erie County. 


* * ‘ 


shoe 


way 


been 


Billy Lemons, formerly assistant su 
perintendent of the International Shoe 
Company plant at DeSoto, Mo., 
been transferred to the company’s 
Salem, Mo. plant. Bernard Dolan has 
been shifted as assistant superintendent 
at Jerseyville, Ill., to replace Mr. Lem 
DeSoto. 


* - 


has 


ons at 


Miss Odile Oetter, assistant secretary 
of the St. Louis Shoe Manufacturers 
Association, will be married on January 
26 to Myles Burton. The ceremony will 
be performed in the St. Louis Cathe 
dral. Miss Oetter has been connected 
with the St. Louis Shoe Manufacturers 
Association for the past 28 years. Mr. 
Burton formerly served as secretary of 
the association for 15 years. He left 
the association about 10 years ago. 
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Flory Mendicino, co-owner of shoe 
stores in Cheyenne and in Laramie, 
Wyoming, served as a vocational guide 
in salesmanship for the Cheyenne high 
school Career Day program. He dis- 
qualifications and _ training, 
wages and opportunity for advancement 
in the retail shoe business. 


cussed 


Charles A. Lowe has been named head 
of the shoe department at Alperson’s 
Men’s Clothing Store, 1624 Douglas 
Street, Omaha, Nebraska. 

+ i * 

Norman’s Sundial Shoe Store, for 
merly known as the Tru-Val Shoe 
Stoie, has moved to a new location at 
142 Congress Street, Portsmouth, N. H. 
The establishment has been operated by 
the owner and manager, Norman Pol- 
onsky, for the past nine years and 
carries a complete line of footwear for 
the entire family. 

* * - 

Frank N. Simons, who was a manu- 
facturer of women’s high button shoes 
in nearby Weare, N. H. for 30 years, 
recently observed his 90th birthday at 
his home. Mr. Simons devotes much of 
his time to his two hobbies, oil paint 
ing and making ship models. 

. 8 * 

After half a century of service with 
the firm, Levi Paulsen has retired as a 
cost analyst for the Brown Co., manu 
facturers of shoe innersoles and other 
products, in Berlin, N. H. Mr. Paulsen, 
who never worked for any other em 
ployer, started at the bottom and held 
various positions until he was promoted 
to cost accountant in 1946. 

o * + 
‘ The Joy Shoe Store has opened at 
503 Brevard Avenue, Cocoa, Fla. It is 
managed by William Spannbauer. 

» ” * 


W. Lynn Shepherd, formerly of 
Bethel, Conn., has joined the staff of 
Methvin Shoe Store, 108 N. Collins 
Street, Plant City, Fla. Shepherd has 
had about 20 years’ experience in the 
retail shoe business and has been af- 
filiated with several stores in the middle 
west. 


* . * 


Anthony Ruscetti and Anthony Cre- 
scenzi have taken over the shoe con- 
cession in Ivers Department Store at 
Avenue 58 and North Figueroa Street, 
Los Angeles. Mr. 
Karls Shoe Stores 
Mr. Crescenzi 
H. Baker Co. 


Ruscetti was 
for 8 years and 
connected with C, 


with 
was 
* * 


Isaac Rucksbaum, owner of the 
Roosevelt Shopping Center, and Rubel 
Elliott have opened the Roosevelt Boot 
ery at 841 Forty-second Street, Des 
Moines, specializing in children’s shoes. 
Elliott has been in the shoe business 
here eight years and was manager of 
Flagg Bros. shoe store. Lines handled 
by the new store include Poll Parrott 
children’s shoes, Jarman men’s shoes, 
and Trim Tred casuals and sports shoes 
for women. 
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New manager of the Kinney Shoe 
Store in lowa City is Roger W ashburn, 
who came from Omaha, where he had 
heen manager four and one half years 
He succeeds Robert Seaton, now man 
of the firm’s Mason City store 
Washburn was assistant manage! 


Neb., 


ager 
Mr. 
at Lincoln, 
Omaha. 


before going to 


* * * 


M. B. Westervelt of Webster 
lowa, has purchased Graham’s 
Store in Spirit Lake from Mr. and Mrs 
Ike Graham. Westervelt has been in 
the retail business for 28 
in Iowa, presently stores in 
Wepster City and Clarion. The Spirit 
Lake store is now known as the West 


’s Shoe Store. The Graham’s plan 


City, 


Shoe 


shoe yeal 


owning 


ervelt 
to open a shoe store in Newton, la. 
. * * 
Rumer, 


Shoe 


Richard O. 
for International 
elected president of the Associated In 
dustries of Missouri at the annual meet 
ing of the state-wide business organi 
Louis. M1 } 
of the board 
and an officer since 1953 

* . * 


renerait counse 


Company, wa 


Rumer ha 


since 


zation in St. 


been a member 1950 


Robert Bohn has opened a women’ 
store at 8 Green Street, North 
ampton, Mass., in what is known a 
the Smith College Shopping Area. The 
Allyn Shoe 


shoe 


new store’s name Is 


Carl Miller has purchased the fix 
tures and good will of the nig Eagle 
Shoe the Mayfal: Suilding, 


Store in 


15 Main Terryville, Con 


remodeled 


street, 


has and redecorated 


terol 
* * 
Charles D. Pugh, former manager of 
McAn tore in Arlington, 
been manager of the 


the Willow Lawr 


Thom shoe 
Va., ha 
firm’ 


nopping 


named 
new tore In 
centel! 

eae 


Julius Viola, formerly with Bond 
Clothing Company, in Providence, R. I., 
has purchased Lord’s Shoe Store at 
119 Mathewson Street. This is a men’ 
hoe store, Mr. Viola plans to con 


the ines 


and 


tinue wine 


of the Mar 
Westminster 
the 


Frank Kassed, manage: 
cu Shoe at 363 
Providence, R & iS 
owner of store. In the 
Providence 


Store 
Street, now 
future it 
Shoe 


tne 
will be known as the 
Box * * . 

Bake) 
street, 


14 16th 
has completed a 


Shoe Store, So 


Neb., 
project 


Omaha, 
which in 
cluded a terra front, 
windows, carpeting, display fix 


Joe Isack 


major remodeling 


new cotta new 
iywns 
{ 


tures and fitting equipment 


nmanape! ‘ * * 
A new shoe and clothing store for 
men, an addition to Henry’s Suburban, 
Streets, Wichita, 
been opened. The new addi 
the floor space at Henry’s 
than 50 cent 
Howard Wilson is manager 
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Officers and Directors Named by NESLA 





Front row, left to right: John E. F. Foote, association past president, The John 
Foote Shoe Co., Brockton; Frank $. Shapiro, association past president, Consoli- 
dated National Shoe Corporation, Boston; G. Elliot Stickney, association treasurer, 
Holmes, Stickney, Inc., Portland, Maine; Joseph Kaplan, association director, 
Colonial Tanning Company, Inc., Boston; Benjamin Trustman, association counsel, 
Nutter, McClennen & Fish, Boston; Maxwell Field, executive vice-president and 
secretary; A. W. Berkowitz, association president, Songo Shoe Mfg. Corp., Port- 
land; Robert C. Erb, retiring vice-president of NESLA, Melville Shoe Corp., New 
York; J. Franklin McElwain, association honorary life director, J. F. McElwain 
Company, Nashua, N. H.; Paul O. MacBride, association director, Milford Shoe 
Company, Milford, Mass.; Saul N. Nectow, association director, A. C. Lawrence 
Leather Co., Peabody, Mass. Back row, left to right: Wallace J. McGrath, asso- 
ciation vice-president, John E. Lucey Co., Inc., Bridgewater, Mass.; Harvey B. 
Evans, association director, L. B. Evans’ Son Co, Wakefield, Mass.; H. Sherman 
Howes, Jr., association director, Howes Leather Company, Inc., Boston; Lucian 
D. French, association director, Charles Cushman Co., Auburn, Maine; Barnet 
8. Stein, association director, Mutual Shoe Company, Mariboro, Mass.; Alan H. 
Goldstein, association director, Plymouth Shoe «Company, Middleboro, Mass.; 
James L. Forma, association director, Lawrence Maid Footwear, Inc., Lawrence, 
Mass.; Israel A. Borkum, association director, Maybury Shoe Company, Rochester, 
N. H.; John T. Heald, association director, The Stetson Shoe Company, Inc., So. 
Weymouth, Mass.; C, Chester Eaton, Jr, association director, Charles A Eaton 
Co., Brockton; Harry A. Bass, associaton director, Kleven Shoe Sales Co., Inc., 
Spencer, Mass.; George A. Dempsey, association past president, E. J. Givren Shoe 
Co., Rockland, Mass.; Saul L. Katz, association vice-president, Hubbard Shoe Co., 
Inc., Rochester, N. H.; Maurice J. Bernstein, association director, American Bilt- 
rite Rubber Company, Chelsea, Mass. 


Boston—Changes in population size, 
geographic distribution, age groups, in 
comes, and occupations within the next 


ration, told guests at the S8&th annual 
dinner of the New England Shoe and 
Leather Association here. 






















pected 18 per cent increase in population 
in that period involved many shifting 
factors that required careful analysis 
for shoe marketing applications. 

Age group shifts are one vital factor, 
he said, noting estimates of increases of 
25 per cent in persons over 65, and 35 
per cent in teen-agers, while the num- 
ber between 25 and 34 would decline. 

This change in age ratios means a 
large increase in non-productive people 
with an increase in the working force 
of only eight percent while total popu- 
lation growth would more than double 
that figure. For the first time in his- 
tory, “white collar” workers outnumber 
“blue collar’ workers, Mr. Erb pointed 
out, a sharp reversal, while farm work- 
er declines have had a further effect on 
work shoe demand. 

Of even greater significance, Mr. Erb 
said, is the shift in population to sub- 
urban areas. The past five years saw a 
yrowth of large cities of only four per 
cent, in small cities of five per cent, but 
a growth in suburban population of 28 
per cent with some 31 million people 


changing residences within the past 
year alone. 
The trend towards virtual elimina- 


tion of the “low income” class and the 
creation of one “middle class” has had 
and will have a major effect on shoe 
buying, the shoe executive said. With 
the greater number of automobiles re- 
sulting, people move about more but 
walk less, he stressed. This means that 
shoe industry growth cannot depend on 
the utility factor and that consumers 
must be given other shoe buying in- 
centives. 

Retail distribution has been affected 
drastically by the creation of some 
2,000 planned shopping centers, all of 
them selling shoes, and 2,000 more are 
under construction or projected. Pre 
dicting that this will be the approxi- 
mate limit of such developments in the 
’b0s, Mr. Erb noted that the effect of 












ten years present a marketing chal- Projecting current population and shopping centers on the flow of shoes to 
lenge to the shoe industry, Robert C. other marketing trends for the next the consumer had not yet been fully 
Erb, president of Melville Shoe Corpo- decade, Mr. Erb noted that the ex- experienced. 
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G. C. WEHMER 


MISHAWAKA, INpD.—G. C. Wehmer 
has been named manager of sales per- 
sonnel for the Mishawaka Rubber and 
Woolen Manufacturing Company, man- 
ufacturers of Red Ball Footwear, ac- 
cording to an announcement made by 
M. B. Barrick, general sales manager. 

Mr. Wehmer has held a number of 
administrative positions with the firm 
since joining it in 1937, including man- 
ager of product development and, most 
recently, district sales manager of the 
central southwest area with headquar- 
ters in Memphis. In his new position, 


H. E. GRIMMETT 


he will be headquartered in Mishawaka 
and will have supervision over all mat- 
ters connected with hiring and train- 
ing of the firm’s approximately 130 
salesmen and for the maintenance of 
all sales records. 

H. E. Grimmett, a sales 
tive in the Los Angeles area since 1949, 
has replaced Mr. Wehmer district 
sales manager. He will make his head 
quarters in Little Rock, Arkansas, and 
will supervise the work of sales repre 
sentatives in western Tennessee, south 
ern Missouri, eastern Texas, Louisiana, 
Arkansas and Mississippi. 


representa 


as 





Booth Elected President 
Of George W. Borg Corp. 


DELAVAN, Wis.—Byron C. “Barney” 
Booth has been elected president of the 
George W. Borg Corporation, of Dela- 
van, and G. Marshall Borg was elected 
vice-chairman of the board of directors. 

The announcement was made by 
George W. Borg who previously held 
the offices of chairman of the board 
and president. In relinquishing his 
post as president, Mr. Borg wil! devote 
more of his time to corporate policies 
of the company. He will be assisted 
by G. Marshall Borg. 

George W. Borg is well known as the 
originator of the Borg and Beck auto- 
mobile clutch and was one of the 
founders of the Borg-Warner Corpora- 
tion. In recent years, he has concen- 
trated his interests in the George W. 
Borg Corporation, manufacturer of 
automobile clocks, electronic compo- 
nents and deep-pile fabrics including 
Borgana. 

Mr. Booth joined The George W. 
Borg Corporation in 1945 as division 
manager of The Borg Equipment Divi- 
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ion and in 1954 was elected division 
president and a member of the board 
of directors. Previously he was vice- 
president of the Doyle Manufacturing 
Co., Syracuse, N. Y., and has been as- 
sociated with the Norge Division of the 
Jorg-Warner Corporation. 

Ralph A. Ackerman, formerly pro- 
duction manager, has been promoted to 
division manager of Borg Equipment 
Division at Janesville, Wis. L. C. 
Whitford, formerly in charge of costs 
and estimating has been promoted to 


contract administrator of the same 
division. 
E-J Executive Heads 
Transit Board 
ENbDIcOoTT, N. Y.—Norton G. Wilcox, 


personnel manager of Endicott John- 
son Corporation, has been elected chair 
man of the newly organized 
County Transit Board. The 10-member 
group has been formed to find a solu 
tion to the problems confronting the 
Triple Cities Traction Corp., which op 
erates buses in Binghamton, Johnson 
City and Endicott. 


3roome 


Named General Sales Manager 
For Brauer Bros. Shoe Co. 


Louis—W. Ted Shaw 
cently been named general sale 
ager for Brauer Bros. Shoe Company. 
He formerly acted as manager 
for the Confetti division. 

Under the revised set-up, Mr 
will also continue to act as sales man 
ager for Confetti. He has been with 
Brauer Bros. since 1937 except for 
a five-year span from 1949 to 1954, 
when he was associated with Laird 
Schober Shoe Company. 


ST. has re 


man 
sales 


Shaw 


Announcement was made at the same 
time that Tom C. Wilkerson, sales rep 
resentative Brauer Bros., would 
come in off the road and act in the ca- 
pacity of sales manager for the Para 
dise and Paradise Kittens divisions 
Mr. Wilkerson has been with the com 
pany for about 28 years, holding posts 
in both the office and also in the sales 
end. 

Roy Sundling, firm president, had 
formerly been general sales manager, 
and also sales manager of the Paradise 
Paradise Kittens divisions. 


for 


and 


Bates Shoe Co. Opens 
New Connecticut Plant 


WessTeR, MASS.—-Bates Shoe Co., of 
Webster, has begun production at the 
former Cluett Peabody mill in North 
Grosvenordale, Conn., according to 
Richard N. vice-presi 
dent. 

Operations at the new division were 
started with some 25 workers, with 
that number to be expanded gradually 
as production gets under way. Only 
men’s and boys’ casuals will be manu 
factured at the Connecticut plant with 
most of the cutting done at the parent 
factory here in Webster. Edward Gen- 
superintendent of the casuals 


Sears, executive 


est 1s 
division. 


Slipper Firm Moves Operation 
To New Hampshire 


MARLBORO, MAsSS.—Brennan Shoe Co., 
manufacturers of men’s shearling- 
lined slippers and moccasins, will close 
shortly in a move to consolidate opera- 
tions with its parent company, Danvers 
Shoe Co., of Manchester, N. H. 

Matthew J. Brennan, superintendent, 
said the of activities in 
Manchester will put the firm in a more 
favorable competitive position. 

The company, which began 
tions Marlboro in 1942, been 
headed by William Page of Manchester, 
N. H. It has emnloyed some 105 shoe 
workers with an annual production of 
200,000 pairs per year 

Mr. Brennan said he will remain in 
Marlboro but his Walter C. 
Brennan, will move to the Manchester 
plant as factory manager. He had held 
Re- 


consolidation 


opera 


at has 


on, 


the same position in Marlboro. 
moval of remaining stock and ma- 
chinery to Manchester has already 
begun. 
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Beggs & Cobb Makes 


CHARLES WOOD 


Whit Mansur, general sales 
manager of Beggs & Cobb, Inc., Massa- 
chusetts Maine producer of side 
upper has announced two 
changes in the firm’s sales staff. 
Charles Wood, who for more than a 
quarter century has served shoe manu- 
facturers in the Pennsylvania, Mary- 
land and Virginia territory, now is lo- 


SOSTON 


and 
leathers, 


Sales Staff Shifts 


OLIVER M. LUND 


cated at the company’s Boston admin- 
istrative headquarters. 

The territory formerly served by 
Mr. Wood will be covered by Oliver 
M. Lund, a leather man of many years’ 
experience. Prior to joining the Beggs 
& Cobb sales staff in April, 1956, he 
was associated with American Hide & 
Leather Company. 





Television Program Offers 
Trim Tred Shoes as Prizes 
St. Louts—Trim Tred women’s shoes 
are awarded twice each week as prizes 
to winning contestants on the new NBC 
television program, “The Price is 
Right.” The daily program, featuring 
Bill Cullen as master of ceremonies, is 
carried by approximately 86 TV 
tions of the National Broadcasting 
Company. 
Contestant 


sta 


from the 
audience and each day’s winner is in 
vited to return the following day to 
new group of con 


are selected 


compete against a 
testant 

Trim Tred shoes are featured by TV 
models, who display coordinated ap 
parel and accessories. Winning contes- 
tants receive gift certificates redeem 
able at any shoe store handling Trim 
Treds. The shoes are manufactured by 
the Roberts, Johnson & Rand division 
of International Shoe Company. 

M. H. Cable, advertising manager for 
Roberts, Johnson & Rand, reports a 
favorable reaction to the program in 
the few weeks it has been on the air. 
Dealers have commented particularly 
on the home audience participation fea- 
ture of the show. Entries have come in 
from all part of the United States 


Made Midwest Sales Manager 
Of Dewey and Almy 
Mass.—Benard V. Lud 


appointed midwest re 
manager of the shoe prod 
ucts division, Dewey and Almy Chemi 
cal Company, division of W. R. Grace 
& Co. He will headquarter at the firm’s 


CAMBRIDGE, 
wig has been 


gional sales 
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Chicago plant. 

A. J. Schneider, division general 
manager, said that Mr. Ludwig, work- 
ing with the company’s repre- 
entatives, will be able to increase ser- 
vices to midwest customers and develop 
further the full potential of the divi 
ion’s products. 


sales 


BENARD V. LUDWIG 


A native of Chicago, Mr. Ludwig 
joined Dewey and Almy there six years 
ago. A year later he became adhesive 
division sales manager in Cambridge, 
then sales promotion manager of the 
hoe division. Previously he worked in 
the shoe industry, learning the busi- 
ness from his father, Peter B. Ludwig, 
a veteran of 45 years in shoe manu- 
facturing, 21 of thera in Chicago. 

Midwest representatives for Dewey 
and Almy are Harry Batchelder & Son, 
Milwaukee; Charles Rogers, Lancaster, 
Ohio; and the Wright-Guhman Com- 


pany, St. Louis. 


Employes Forego Yule Party; 
Give to Hungarian Relief 
NEWMARKET, N. H.—The CIO Local 
226, employes of the Sam Smith Shoe 
Corporation of Newmarket, unani- 
mously voted to forego their usual 
Christmas party, giving the proceeds 
as a donation to CARE for Hungarian 


relief. 


President Albert Noel of Local 226, ClO 

United Shoe Workers of America, pre- 

sents Sam Smith, president of Sam Smith 

Shoe Corporation, with check for Hun- 
garian relief. 


Sam Smith, president of the Sam 
Smith Shoe Corporation, congratulated 
Albert Noel, president of the local, and 
the employes, for their admirable dis- 
play of generosity, and told him that 
he hoped other factories around the 
country would follow their good ex- 
ample. This is the first factory in this 
nrea to give up festivities for this pur- 
pose. 


German Manufacturer Studies 
Brown Shoe Operation 

St. Louris—A_ representative from 
western Europe’s largest shoe manu- 
facturer visited the Brown Shoe Com- 
pany operation in the St. Louis area 
in December. 

Hans-Dieter Schultes of Stuttgart, 
Germany, has been in this country for 
ome time studying American shoe 
manufacturing techniques. Mr. Schultes 
analyzed the Brown franchise system 
in detail. He reported that the com- 
pany he represents, Salamander A. G., 
has a similar set-up. The chief differ- 
ence is the variety of service that the 
Srown plan offers its dealers, such as 
window trims, preparation of advertis- 
ing, and planning of promotional fea- 
tures. 

The visitor from Germany was im- 
pressed with American production 
speed and efficiency as compared with 
European methods. He expressed sur- 
prise at what he calls “scattered units” 
in the United States. In western Ger- 
many, he reported, all shoemaking, 
from manufacturing to shipping and 
administration, are done under one roof. 

Mr. Schultes commented also that 
brand selling, as we know it, is most 
unusual in Germany. All shoes manu- 
factured by Salamander, for example, 
are sold under one label. He noted that 
the volume of advertising both at man- 
ufacturing and retail levels is much 
less in Germany than in this country. 


Boot and Shoe Recorder 








cancellation 


shoe stores, drive-ins and 
shoe promotion buyers 


re 


We Offer Quality Jobs, Cancellations 
and Closeouts in Branded Footwear to 





for values! 


Open a Cancellation Shoe Store in Your Town 


Our New Store Consultants Will Help You Set Up a Profitable Operation 


Lucey Employes Share 
In Record Bonus 


BRIDGEWATER, Mass.—At their an- 
nual Christmas party held at a Bridge- 
water hall, John E. Lucey Company 
shared the record-breaking figure of 
$125,641 with their employees. This 
amount was distributed in accordance 
with a profit-sharing program this com- 
pany established in 1943. The new 
record was set as a result of the com- 
pany’s successful 1956 operation, and 
is the fourteenth consecutive annual 
participation of employees in the com- 
pany’s earnings. 

There were 417 employees who shared 
in the distribution, 370 employees re- 
ceiving $328.30 each and 47 employees 
each receiving $164.15. After an 18- 
month qualifying period of employment, 
each employee shares equally in the full 
share apportionment. Those employed 
6 to 18 months receive a half share. 

The company has now distributed 
over a million dollars to employees in 
profit-sharing, this year’s amount 
bringing the grand total to $1,078,- 
917.29. Each employee has the option 
of taking half his share in cash or de- 
positing the entire amount in the John 
E. Lucey Profit Sharing Trust admin- 
istered by a Brockton bank. Each em- 
ployee who has deposited all his shares 
each year in the trust now has a total 
of $3,946.42 to his credit. 

The company officials, W. J. McGrath, 
president; L. C. Lyda, vice-president; 
and A. B. McIntyre, treasurer, were 
hosts for the party and congratulated 
the employees for the cooperative team 
work. A buffet lunch was served and 
an orchestra provided music for danc- 
ing. 

The following committee was in 
charge of the party: Paul Anacki, Roy 
Sanville, Arthur Jamieson, Alfred 
Perry, Adam Auglis, Beverly McFad- 
den, Fred Reed, Arthur Pattingal, Her- 
bert Fineran, Irene O’Brien and June 
Thompson. 


New Factory Completed 
By Midwest Footwear 
St. Lours—Midwest Footwear, Inc., 


producers of Nite Aires leisure slip- 
pers, has announced the completion of 
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its new factory at Japan, Mo., about 8 
miles from the firm’s headquarters at 
Sullivan. 

The new factory is a 
brick structure featuring large window 
areas. It contains approximately 20,000 
square feet of floor space. According to 
Leo Hollander, president, the additional 
factory will than double our 
capacity, bringing it to approximately 
7,000 pairs per day.” 
Sandler-Rustic Vacates 
Haverhill Factory 
MASS. 


one-story 


“more 


HAVERHILL, Sandler-Rustic 


Our prices on fine shoes, 
bought direct from the best known 
makers are in line with our 


nationwide reputation 


Quality Shoes Since ‘32 


M. K. WEIL Shoe Company 


“While in Town See Weil” 
1215 Washington Ave., Saint Lovis 3, Mo 


Sample Rooms: Los Angeles» New York 





Shoe Co. has vacated its space at 109 
113 Essex St. in Haverhill, after five 
years of operation in the Queen Shoe 


City. The company had been in process 
of shutting down for the past month 
Officials said that the women’s casual 


and novelty footwear formerly made in 


Haverhill will in the future be pro 
duced at one of Sandler’s Maine fac 
tories. The closing of the Haverhill 
factory was attributed to the necessity 


for consolidating company operations 


in a less competitive area. 





Compo to Promote Norton Co. Products 





Reviewing the new Compo promotional program, left to right, are Frank E. Barrett, 

grinding engineer, Abrasive Division, the Norton Company; Donald L. Price, sales 

manager, Grinding Wheels, the Norton Company; Ralph G. Dacey, vice-president, 
Compo; George P. Connolly, Product Manager, Supplies Sales, Compo. 


been 


Plan 


Shoe 


WALTHAM, MAss. have 
completed by Compo Machinery 
Corporation, of Waltham, for a promo 
tion to the shoe industry featuring the 
availability of a complete line of prod 
ucts manufactured by the Norton Com 
pany, of Worcester, Mass. Trade mag 


and direct mail will be u 
appointed a national d 


for the Norton Com 


azine 
Compo Was 


tributor last year 


pany line of grinding wheels, grits and 
sticks, and since that time, sales efforts 
and progre have been gratifying to 


both firms. 
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Fashion Editor Sparks Sales Meeting 


Peggy Henry, fashion editor of Mademoiselle magazine, helped introduce the 
new lines of City Club and Wesboro shoes to more than 100 salesmen and 
customers of the Peters Division of International Shoe Company at the semi- 
annual sales meeting in St. Louis. Highlighting the program was a fashion show 
featuring on-the-model presentations of the new shoes, coordinated with ward- 


robes of spring and summer fashion. 


Miss Henry participated in a panel pres- 


entation with, left to right, Henry Kuxhausen, southern division sales manager; 


merchandise men Lee Weinhold and Owen 
and Hal Parrish, northern 


Baker; John Hatton, chief men's stylist; 
division sales manager. 





Sportwelt To Expand 


NASHUA, N H.—Sportwelt 
manufacturer of men’s welt shoes, will 
open a new plant in Newport, N. H., as 
part of the firm’s expansion plan, ac- 
cording to Emanuel Alberts, president. 

Mr. Alberts said he has leased the 
two top floors of the former Caplan 


Co., 


start moving and mate- 


rials soon. 


in equipment 


Although only about 30 workers will 
be employed at the start, Mr. Alberts 
said he hopes eventually to have a staff 
of 300 at the Newport plant. 

Sportwelt is one of the few manu- 


facturers of men’s shoes in the New 


Bata Shoe Contributing 
To Hungarian Relief 


BELCAMP, Mp.—The Bata organiza- 
tion recently chartered a special air- 
plane which left from Lydd Airport in 
Sussex, England, carrying thousands 
of pounds of goods for the relief of 
Hungarian refugees. Among the goods 
were thousands of pairs of children’s 
shoes, a gift from the Bata organiza- 
tion to the Hungarian Relief Fund. 

Bata Shoe Company heard that 
shoes were urgently needed and with- 
out hesitation agreed to supply the 
footwear. In addition to this, the Bata 
organization also volunteered to pay the 
cost of the aircraft which not only 
carried the shoes, but also goods con- 
tributed by other firms in England 
which were awaiting shipment at the 
airport. 

The offer was readily accepted and 
shipment left for its destination at the 
earliest possible moment. The same air- 
plane which took the relief supplies to 
the Hungarian refugees returned a few 
days later to England bringing refu- 
gees. 


Joins Bay State Fabrics 
BostON—Bay State Fabrics has an- 

nounced the appointment of Arthur V. 

Epstein as representative for the New 


York, New Jersey and Connecticut ter- 


Mill on Sunapee Street. He expects to Hampshire area. ritories, succeeding Burt Sanders. 
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Owen H. Dickerson, president of the Walker T. Dickerson Company, is shown, 

center, writing an order outside his flying showroom. With him are Ralph Wat- 

kins, owner of Ralph's Shoe Store, Mobile, Ala., left; and R. H. Lewis, southeastern 
representative of the firm, right. 


COLUMBUS, O.—When his southwest- 
ern representative became ill just as 
the firm was to introduce its spring 
shoe styles, Owen H. Dickerson in- 
vented a new shoe merchandising tech- 


nique—a twin-engine showrooom. 
Using a twin Beechcraft plane, Mr. 
Dickerson, president of the Walker T. 
Dickerson Company, Columbus, visited 
30 cities in two weeks and two days 





and covered a total of 7000 miles. An 
air-conditioning unit and racks for 200 
sample were installed in the 
plane. 

Although he does not plan to con 
tinue this method, Mr. Dickerson points 
out that it enabled him to greet a large 
number of retailers he doesn’t normally 
see and to display a much larger than 
usual line. He noted, “We 
make at least three towns a day, while 
a salesman in a car is doing well if he 
can cover one town every other day.” 

Then, too, there was no problem of 
packing, setting up and repacking. 

At a recent meeting held in Colum 
bus, Mr. Dickerson was re-elected pre 
ident of the Other officers, 
also re-elected, are F. E. Burke, vice 
president; E. T. Melancon, treasurer, 
and Charles G. Shriner, secretary. In 
addition, Walter M. Zuber was re 
elected a member of the board. 


shoes 


also can 


company 


Service Company Moves 

YONKERS, N. Y. Manufac- 
turing Company, Inc., formerly at 120 
East 16th Street, New York, has moved 
its general offices, manufacturing and 
shipping facilities to greatly enlarged 
quarters at 155 Saw Mill River Koad 

The Service Footwear Division 
makes a complete line of athletic, rid 
ing and outdoor footwear. It is ex 
pected the new quarters will make it 
possible further to expand the Service 
line. 


Service 
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Goodyear Welts 
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Maple Baby Beaver 
Men's 6-12; B, D 
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COOL Summer Proposition 
Bricconés Italian Style Casuals 


BE ready for your biggest casual selling season when 

American men go out-of-doors this Summer. Your cus 
tomers will be looking for Briccones gay, carefree casuals 
with wonderful fitting qualities. They come in rich smooth 
leather and embossed woven effects and feature Lion's 
famous sales making Mold-Crepe sole. Watch them walk 
out at their low price ticket. There are other Lion sandals 
for men, women, and children, all profitable retailers 


| Sandals 


INCORPORATED 
4 NEW YORK, N. Y. 











Authorities agree on this important pattern for Spring and Summer selling. Small grain | 


Oak bend sole, | 





feather; Mopie color; Gore slip on; Higher tongue, squared; sleek last. 





leather lining, leather insole. 






Worthy of a long mark up. 479012 sizes 6-12, B, D, $5.15 net. 

FOOT KING—Reliable resource for shoes with RIPPLE SOLES, SHU-LOKS, WELLINGTON | 
(Jet) BOOTS, STILT SOLES and many other styles. 

FOOT KING BOY RANGERS: Fine Goodyear Welts with Leather linings, Leather insoles, 
Anti-fungus drill, widths A to E @ $3.75 and up. 

FOOT KING REG-E-STURD: Boys shoes: written guarantee for wear or a free new pair! 
Stocked sizes 1 to 7, widths A to E, price $4.60 net. 


FOOT KING SHOES — NATIONALLY ADVERTISED 


A. S. KREIDER & SON CO. PALMYRA, PA. 
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Tyer Rubber Co. Honored at 
100th Anniversary Luncheon 


The Tyer Rubbe 
Andover, Mass., 
community tuncheon 
100th 


LAWRENCE, MASS 
Company of was ho 
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memorating 
Greater 
Commerce, the 
the Masonic 


was attended by 


. 
Arranged by 
Chamber of luncheon 


yas held at Home here 


representative 


leading industries and service clubs 


Wallace Brimer (right) president-treas- 
urer of the Tyer Rubber Company, ac- 
cepts congratulatory plaque commem- 
orating Tyer's 100th anniversary. Wal- 
lace M. Hazelton, executive vice-presi- 
dent of the Andover & Merrimack Na- 
tional Bank, made the presentation on 
behalf of Tyer's business and profes- 
sional neighbors. 


Toastmaster Wallace M. Hazelton, 
executive vice-president of the Andover 


clusively 
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Red Ball Footwear Salesmen 
Attend Spring Conference 


MISHAWAKA, IND 
of the Mi 
Woolen Manufacturing Company, man 
facturers of Red Ball footwear, met 
Drake Hotel for their 

sales conference, according to 


Bab 


Sales representa 


hawaka Rubber and 


t Chicago’s 
pring 
an announcement made by G. D 
cock, president. 
At thi 


troduced to 


was in 
Red Ball 
includes dress 
of fabric, 


women, 


meeting, the 
the 1957 


Weatherproofs which 


group 
line of 


ms in protective footweal 
plastic and rubber for 
and children, and sporting and indus 
trial rubber footwear for men. For 
1957, the firm also will offer a line of 
rainwear and insulated clothing. Ad- 
vertising and sales promotion plans to 
augment the retail level were 
also presented to the 130 salesmen in 
attendance, 


men, 


sales at 


camping, 


Lady Lancer Boot Introduced 
By Fort Worth Company 
WortH, TeEx.—Whethe 


riding, gardening, hiking or 
the outdoors woman can keep 
with spouse in Lady Lancer 
This trimly styled boot is the 
feminine companion to Justin Lancers 
oth are made by Justin Boot 


Fort Worth. 


norse 


FORT 
back 
pace her 


noot 


for men. 
Company in 


Lady Lancer boot, companion of the 

Justin Lancer boot for men, has been 

introduced by the Justin Boot Company 
of Fort Worth, Tex. 


The Lady Lancer is made over an or- 
thopedically women’s last to 
assure proper fit and walking comfort. 
‘lhe supple leather is moulded in a one- 
piece vamp that is crimped to provide 


correct 


& Merrimack National Bank, paid trib 
ute to Tyer on behalf of the commu 
nity He later introduced Wallace 
Brimer, president and treasurer of the 
Rubber Company, who accepted 
plaque from Tyer’s has 

ional neighbors in tion 


a smooth, wrinkle-free fit over the in- 


According to Mr. Babcock, the com 
tep. A special form-fitting heel coun- 


pany has enjoyed a brisk “at once” de 
mand for its protective footwear dur- ter makes the boot easy on and off, 
ing recent weeks, due to the snow that yet it hugs the foot for comfortable 
fallen in certain areas of the na walking and riding. Leather lined eight- 
He further pointed out that man inch tops give full ankle protection. 
ifacturing had been well Lady Lancers in mellow brown leather 
o that retailers who were hit are 
were able to receive Ze 
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a congratulatory 
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Greater Lawrence 
In accepting the plaque, Mr. Brimer 
emphasized that Tyer is in a “growing 
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will continue to expand its op 
opportunity 
climaxed by the por 
birthday cake, the 
in the re 


part of 


inventories 


planned available in all regular women’s 
ardest by weather 


rapid fill-in 
Although moderate upward price ad 
made in a 


ervice 


pany 


Named Store Manager 

ALBANY, N. Y. — George Anderson 
has been named manager of National 
Shoes, Inc., Albany store, it was an- 
nounced 


recently 
line, Mr 
anticipate 


were 
the 


doe 


erations at tment 


rhe 


every 


program was tion of Babcock said 


great 
increases on the 
the consumer 


nveiling of a ten-tier firm not any 
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company’s history retailer or here. 
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Wins $1000 and Wardrobe 
Of Friendly Shoes 


NASHVILLE, TENN. F riendly-Acro- 
bat Shoe Company has announced that 
Miss Donna Hanyka of Magnolia, Ar- 
kansas, has won first prize in a nation- 
wide jingle contest conducted by the 





Left to right, 


Bob Norrell, 

Acrobat representative for Arkansas; 

Miss Donna Hanyka, and Ernest Moench, 

district sales manager of Friendly-Acro- 
bat Shoe Co. 


Friendly- 


Friendly-Acrobat Shoe Company, a di- 
vision of General Shoe. 

Miss Hanyka was presented with a 
check for $1000 plus a wardrobe of 
Friendly shoes as part of a special pre 
view showing of spring Friendly shoes 
held at Froug’s Department Store in 
Pine Bluff, Ark. 


Two Companies Merged 


St. Lourts—Hadley Bros.-Uhl 
pany has acquired the assets of George 
R. Cummings, Jr. Company, of St 
Louis. All products of the Cummings 
company will be produced in the Hadley 
plants in St. Louis and Milwaukee. 

Fred Monken of the Cummings Com 
pany has become associated with Had 
ley Bros. and the Cummings line of 
adhesives, and leather finishes 
and shoe chemicals in general, will be 
integrated with Hadley’s line of prod 
ucts for the shoe and leather, 
motive, furniture and general 
trial fields. 


Com- 


shoe 


auto- 


indus- 


New Products Announced at 
Cavalier Sales Meeting 

BALTIMORE 
the Cavalier Company, manufacturers 
of shoe dressings, met in a four-day 
conference and heard of the firm’s plans 
for new products and promotions. Wil 
liam Hoehn and J. V. Lobell, senior 
partners, presided at the meetings. 

In a review of 1956, Mr. Hoehn re 
ported that the firm’s volume was great 
and that he 
increase 


Sales representatives of 


in recent 
another 
Enlarged sales plans 


er than 
anticipated 
in sales for 1957. 


years, 
sizable 


with promotions and increased adve1 
tising for next year were outlined and 
discussed by Mr. Hoehn and John Min 
iter, assistant sales manager. 

Continuation of Cavalier’s 
old policy of selling exclusively to the 
shoe trade was strongly reaffirmed by 
company executives. 


32-year 


Mr. Lobell reported on new products 
to be added to the Cavalier line during 


1957, including the versatile water- 
proofer, “Ever-Dri,” manufactured 
with Dow Corning’s silicone, and 


“Leather Balm,” a neutral multi-pur 


pose dressing. 


Corcoran Names Agency 


STOUGHTON, MASS Hoag & Pro 
vandie, Inc., of Boston, has been ap 
pointed to handle the advertising of 


Corcoran, Inc., of Stoughton The ap 
pointment was announced by Shanley 
} Coreoran, treasurer of the com 
pany 


Corcoran, Inec., sells hunting and fish 
ing equipment including 
Genuine Paratroop Boots through mail 
order and at retail 

National 
newspapers are the scheduled media 


Coreoran 


magazine and military 


International Shoe [mployes Donate Gilts 





More than 400 gifts donated by International Shoe Company employes to needy 
children were turned over to the St. Louis Southside Optimists Club for distribu- 


tion. 


William J. Banks (right), assistant comptroller of International, is shown 


handing gifts to Otto Ulirich, president of the Optimists’ group. Looking on are 
K. Budrovich (left), Boys’ Work chairman of the Optimists, and Gene Hazelwood, 


president of International's Recreation Council. 


This was the fourth consecutive 


year that gifts were contributed by International employes at the company’s 
Recreation Council Christmas party. 
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DISPOSABLE 
try-on socks 






Cosyloot 


RIPPLE GRAIN OXFORD 
All brown, brown & white 
black & white 
Sizes 5 to 9 
Widths A to E 


WRITE TODAY 





Ithaca, N. Y. 








G. W. CHESBROUGH, INC. 


797 W. SMITH STREET « 


ROCHESTER 6, WN. Y. 
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Succeeds Brother As Salesman 
Of American Juniors Line 


Morris R. Bauer, who is now repre- 
senting American Juniors Shoes in Ill- 
inois, with headquarters in Chicago. 
Formerly a representative in the same 
territory for Yankee Shoemakers, divi- 
sion of Sam Smith Shoe Corp., Mr. Bauer 
succeeds his brother, Harry Bauer, who 
died last Fall. 





New Bridgton Firm 
To Hold Open House 


BRIDGTON, ME.—-Bridgton Shoe 
scheduled to begin production soon at 
its new plant here in Bridgton, will 
hold an official “Open House” on Jan- 
uary 19. Local and industry officials 
will take part in a ribbon-cutting cere- 
mony after which visitors will be con- 
ducted through the plant. 

Property deeds to the factory were 
recently transferred to Benjamin John- 
ion, plant manager, from the Bridgton 
Industrial Development Corp., which 
had helped bring the new firm to the 
town. Mr. said the company 
already has a good backlog of orders 
and expect: both workers 
month 


Co. 


Johnson 


to increase 


and output within a few 


Stride Shoe Co. to Open 
At Brunswick This Month 


BRUNSWICK, ME. Stride Shoe Co. 
will open here late this month, accord- 
ing to Hyman Auerbach, president and 
treasurer of the firm. The new plant 
will operate as a branch of Auerbach 
Shoe Co. of Norway, Me. 

At a recent meeting with Bruns 
wick Chamber of Commerce officials, 
Mr. Auerbach said the new plant will 
begin operations with some 50 to 75 
workers but he expects to increase this 
to 300 or more by mid-year. The com- 
pany makes women’s, misses’ and chil- 
dren’s flat and wedge casuals and moc 
casins. 

Opening of the Brunswick branch 
will not affect operations at Norway, 
Mr. Auerbach said. The Auburn plant, 
however, will be shut down. 


New England Shoe Foremen 
Nominate New Officers 

Boston—-The nominating committee 
of the New England Shoe Foremen’s 
and Superintendent’s Association has 
nominated the following slate of officers 
for the coming 1957 term: 

Louis Marder of Kleven Shoe Sales 
Co., Spencer, Mass., president; Benja- 
min F. Fish of Fleisher Shoe Co., Man- 
chester, N. H.; Ephraim Lederman of 
Diamond Shoe Co., Marlboro, Mass.; 
and A. L. Maiellano of National Ballet 
Makers, Inc., Boston, vice-presidents; 
Louis Lulow of Stone-Tarlow, Inc., 
Brockton, treasurer; Harry Kimball of 
Allied Marker Co., Wakefield, Mass., 
recording secretary; and Irving Lyons 
of A. Lyons Co., financial secretary. 

Directors nominated for a three-year 
term include: Samuel Black, Yale Cant- 
er, Milton Isenberg, Gordon Lawder, 
Walter Mayo, Harry Safran and Albert 
L. Sherman. Elections will be held in 
March 1957. Walter Mayo is retiring 
president. 











FOR YOUR NEW LITTLE CUSTOMERS START THEM WITH 


Lite-Rite Cushion-n-Welts 


a better made shoe with just enough body and firmness 
with real flexibility for easy walking 
sizes 2 to9... colors and widths 


YOUNGSTERS SHOE M’F’RS 


102 Bay Street * Rochester 5,N.Y. © BAker 5-8368 








Evan B. Jarrell Named 
To Sell Buntees 


BrockTon, Mass.—The R. J. Potvin 
Shoe Co., of Brockton, announced that 
Evan B. Jarrell will sell their Buntees 
and I. Sabel Equino-varus and Surgi- 
cal Shoe lines in the South. 

Mr. Jarrell has spent about 20 years 
in selling children’s footwear, sixteen 
with the O’Donnell Shoe Co., makers of 
Propr-Built shoes, and more recently 
has represented the Selby Junior Arch 
Preserver Division of the Selby Shoe 
Co. 


EVAN B. JARRELL 


Mr. Potvin stresses the fact that 
like other Buntees representatives, Mr. 
Jarrell’s background and experience 
put him in the category of “counsel- 
lor.” 

Mr. Jarrell lives in Humboldt, Tenn. 


Increased Tariffs Opposed 
By Canadian Importers 


TORONTO, ONT. — Canadian Import- 
ers’ and Traders’ Association has op- 
posed tariffs on rubber and 
canvas footwear. 

The association’s brief to the tariff 
board, which is doing a fact-finding 
study of the rubber footwear indus- 
try, says the industry is thriving de- 
spite imports which already face duties 
as high as 27% per cent. Plastic 
footwear, in addition, has cut into 
rubber footwear market, the importers 
pointed out. The brief quoted rubber 
industry executives as saying that 
industry output has increased in the 
last 20 years. 

“Notwithstanding this severe compe- 
tition which the Canadian rubber foot- 
wear faced in the 1930’s, we note 
that this industry is still doing busi- 
ness in a substantial way almost 25 
years later,” the importers’ and trad- 
ers’ brief said. 

Evidence suggests imports take only 
10 per cent of the rubber footwear 
market, the brief continued. Plastic 
footwear sales in Canada have grown 
from nothing to 1,700,000 pairs in the 
past five or six years. 


increased 
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Sees Expansion of Synthetic Rubber Capacity 


New YorkK—Record rubber industry 
sales of six billion dollars in 1957 and 
an annual rate of seven billion dollars 
by 1960 were forecast by H. E. Hum- 
phreys, Jr., president of United States 
Rubber Co. 

“Passenger car and truck tire sales 
will total about 100 million units in 
1957, compared with an estimated 98 
million units for 1956,” Mr. Humphreys 
said. “The increase in part reflects es- 
timates by the auto industry that car 
production will be somewhere between 
6% and 7 million units next year. 

“In addition, replacement passenger 
car tire sales will be 1 to 1% per cent 
higher and should total about 52% mil- 
lion units. Truck tire replacement sales 
will be the same or slightly lower than 
the 8% million units we estimated for 
this year. 


Price Level Up in 1956 


“An increase in automobile produc- 
tion will also boost the sale of the many 
other rubber industry products which 
go into new cars. Among these are 
foam rubber, plastic-coated and other 
fabrics for upholstery, a growing num- 
ber of plastic items for interior trim 
and numerous rubber products for 
seals, gaskets, hose and mountings. We 
shall also see the growing adoption of 
a new automotive rubber product, air 
springs. These will be used on a small 
scale in 1957 cars. By 1958 we believe 
they will be widely used. 

“The industry’s sales of industrial 
rubber products always follow very 
closely the over-all activity of Ameri- 
can industry. In view of forecasts that 
the Federal Reserve Board index of 
production will advance 4 or 5 points 
next year, such products as industria! 
hose, conveyor belts and power belts 
should enjoy a comparable increase. 

“Rubber consumption next year will 
be about 1,500,000 long tons compared 
to 1,435,000 long tons in 1956 and 
1,530,000 long tons in record-breaking 
1955. Thus the industry will have rec 
ord-breaking sales with rubber 
sumption that is below the 1955 record. 

“A partial explanation of this situa 
tion is that the industry is following a 
trend toward consumption of less ma- 
terial classified as rubber per dollar of 
sales. The industry is beginning to 
consume significant amounts of newly 
discovered elastic materials (polyure 
thanes, polyvinyls, silicones and poly- 
isobutylenes) which have not thus far 
been classified as rubber types in the 
statistics. 

“In addition, the general price level 
for rubber products increased slightly 
in 1956 because of higher raw material 
and labor costs. These higher prices, 
which will be reflected throughout all 
of next year, will contribute to the ex- 
pected increase in dollar sales. 

“The consumption ratio of synthetic 
rubber to natural rubber, which has 
been increasing in recent years, will 
probably continue for the time being 
at the present level of about 62 per 


con- 
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cent synthetic to 38 per cent natural 
Prices for synthetic rubber have been 
stable; no marked change, up or down, 
is foreseen for 1957. 

“The industry is in the midst of a 
major expansion of synthetic rubber 
capacity. Since April, 1955, when the 
synthetic rubber plants were trans- 
ferred from the government to private 
industry, production capacity has in- 
creased from about 1,150,000 long tons 
per year to 1,400,000 long tons. That 
is an increase of 22 per cent. Expan- 
sion programs now underway will prob- 
ably be completed by the end of 1957. 
They will add another 20 per cent to 
capacity, reaching a total of 1,680,000 
tons. 

“Part of this increased capacitv for 
synthetic rubber production will be 
used to meet the rapidly growing de- 
mand for our synthetic rubber over- 
seas, particularly in England, Ger- 
many, France and Italy. 

“United States Rubber Co. plans to 
invest a record of about 40 million 
dollars for expansion and moderniza- 
tion in 1957, compared with about 32 
million in 1956 and 35% million in 
1955,” Mr. Humphreys said. “Next 
year’s investment will bring capital ex- 
penditures by the company over a 10- 
year period to 260 million dollars.” 


New Salesman Joins Staff 
Of John A. Frye Shoe Co. 


MARLBORO, MASS.-——Seale A. Moorer 
has joined the sales staff of John A. 
I'rye Shoe Co. of Marlboro, manufac- 
turers of Jet and Western boots for 


SEALE A. MOORER 


children under the 
Moorer wa 


men, women and 
I'vye brand name. Mr. 
formerly a salesman for the Wolverine 
Shoe & Tanning Corporation, covering 
Indiana and Alabama. Mr. Moorer will 
cover the Southeastern territory for the 
company, a territory in which he has 
had previous sales experience. 

A resident of Montgomery, Ala., Mr 
Moorer makes his home at 118 Alalea 
Drive. He is a graduate of the Uni 
versity of Alabama with a B.S. degree, 
and a veteran of World War II. 





The Label with 


@ Behind this Angora* 
Calfskin label . . . behind 
every Barrett label... 
stand years of experience 
in producing outstanding 
leathers. Want the very 
cream of calfskin— 
smoothest, supplest —for 
fine shoes? Look for this 
Angora* hallmark! 
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RIPPLE 


GREATEST SHOE 
IMPROVEMENT IN 
2,000 YEARS 


Find out how RIPPLE SOLE 
can SELL your line, too! Write: 


RIPPLE SOLE DIVISION 
BEEBE RUBBER COMPANY 


NASHUA NEW HAMPSHIRE 
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Display signs 
with Pre-cut gummed | 
paper \etters, Numbers . 
and Characters, Mois- | @!?g 
ten and Mount \ 
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Starter Kit A Z 5 a. 
2500 Red and Biack Letters. 35 of each in 
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FRUCHEY SERVICE COMPANY 


Box 4618, Napoleon, Ohio 
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ORTHOPEDIC FOOTWEAR 








A MODERN CORRECTIVE 
SHOE FOR EVERY 


Orthopedic NEED 
TARSO SUPINATOR® 


For the postural 
correction of 
fiat feet. 


<<. 








TARSO 
PRONATOR® 


For club feet and 
metetarsus varus. 
Pairs or single shoes, 


——> 


TARSO MEDIUS® 
Straight, neutral last 
shoe. Detailed to 
match Tarso Prona- 
tor. Pairs or single 
shoes. 

+ 


Terse Shoes ore prescribed by doctors 
ecross America. Write today for Ii- 
lustreted brochure and catalog sheet. 
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Heads Sales of Newly-Created 
Middletown Rubber Division 


MIDDLETOWN, CONN.— Morey Weis- 
man has been appointed sales manager 
of the newly-created Plastic Specialties 
Division of Middletown Rubber Corpo- 


ration. This announcement was made 





MOREY WEISMAN 


by Irving R. Segal, vice-president and 
genera] manager. Mr. Weisman will 
make his headquarters at Middletown’s 


New York office in the Empire State 
Suilding. 

The new plastic division headed up 
by Mr. Weisman will merchandise 


vinyl-supported fabrics mostly. Recent 
developments by the company will a! 
low for the presentation of lines of 
vinyl specialties particularly to the 
handbag, luggage, automotive seat 
cover and apparel trades. Distribution 
is also planned for the vinyl uphol 
tery and novelty trades. The company 
also makes shoe linings, sock linings, 


coated shoe fabrics and plumper stocl 
Two New Vice-Presidents 
Named by Ripon 

Ripon, Wis The election of two 


new vice-presidents of the Ripon Knit- 
ting Works was announced by Stanley 
M. Herlin, president and general mana 
yer of the 77-year old firm. 

Che two new members of the firm are 
Carl P. Duffy, vice-president of manu 
facturing, and Robert G. Rashid, vice 
president of advertising. 

Both have been with the com- 
pany since 1951. Mr. Duffy came to 
Ripon from the Portage Hosiery Co., 
Portage, Wis., and for the past three 
years has been plant superintendent at 
Ripon. Mr. Rashid has been head of 
development and promotion work at 
Ripon since 1951. Prior to that he was 
and alumni 


men 


public relations director 
secretary at Ripon coilege. 

Other vice-presidents of the company 
are Harry A. Cody, Jr., sales, and A. J. 
Novitske, production. The concern 
manufactures a nationally known line 
of casual footwear, hosiery, gloves and 
mittens. 


Says Job Security Depends 
On Profitable Operation 

ENpicott, N. Y.—Job security in a 
shoe factory, or almost any other en- 
terprise, depends on profitable opera- 
tion of the business, Raymond A. 
Mills, vice-president in charge of manu- 
facturing at Endicott Johnson Corpo- 
ration, told employees at a dinner 
honoring retiring workers. 

Mr. Mills urged the employees, in 
their natural desire for higher earn- 
ings, not to overlook the capital needs 
of a large company. He pointed out 
that for several years it has been neces- 
sary to buy machinery formerly rented 
in order to effect operating economies. 

Another big capital expense, he said, 
is the replacement of equipment which 
has worn out or become obsolete. “Our 
plants and equipment are in many 
cases 50 to 60 years old. Age is creep- 
ing on the business and worn-out, ob- 
solete equipment needs replacing. Our 
normal reserves for depreciation which 
have been building up over the course 
of many years are entirely inadequate 
to cover today’s replacement cost.” 

Mr. Mills also said the company must 

more outlets for shoes—both 
and customers—and these re- 
quire bigger inventories. “All these re- 
quire huge sums of additional capital, 
a substantial part of which must be 
obtained by borrowing,’ Mr. Mills 
stated. 


acquire 
stores 


Plant Executive Changes 
Made by International 


St. Louts—Four supervisory changes 
in International Shoe Company plants 
have been announced by officials of the 
firm. 

At the Searcy plant, Willard Smith 
has been transferred from foreman of 
the packing department to the same 

Hamilton, Mo. William B. 
assistant foreman of the 
making room at the Windsor, Mo., 
plant, has been promoted to foreman 
in the same department. 

Bobby E. Colclasure has been ad- 
vanced from edge trimmer to assistant 
making room foreman at the Flora, 
Ill. plant and Kenneth M. Eldred from 
head machinist to assistant fitting de- 
partment foreman at the Windsor 
plant. 


position at 
Johnson, 


Samelson Rejoins Staff 
Of Los Angeles Company 


Los ANGELES—Ben Samelson, vet- 
shoe traveler and known in foot- 
wear circles from coast to coast, has 
rejoined the sales staff of Aronov of 
California. He will hold a top sales po- 
sition; is slated to handle all key ac- 
counts of the company throughout the 
nation. In addition, he will advise the 
company on styling of all new lines. 

Mr. Samelson had been with this 
company before, but left about two 
years ago to join the Mannequin Shoe 
Company, covering their western ter- 
ritory. 


eran 
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Newport Shoe to Purchase 
Leased Factory 

NEWPoRT, N. H.—Newport Shoe Co., 
here, has filed notice with local officials 
that the company will exercise its op- 
tion to purchase the shoe factory it 
currently leases. 

Peter Laganas, general manager of 
Newport Shoe, said that company of- 
ficials decided to announce intention to 
purchase at this time although the cur- 
rent lease expires next February. The 
building was presented to the town of 
Newport by International Shoe when 
the latter closed down its New Hamp- 
shire factories. 

Mr. Laganas said that Newport Shoe 
Co. now employs about 300 workers on 
« full-time basis and has an annual 
payroll of over $750,000. The firm ex- 
pects to add another 100 workers by 
March 1. Spring business is reported 
to be excellent. 


Shoe Ornament Firm 
Moving to Haverhill 


BROOKLYN Minna Novelty Co., 
manufacturer of shoe ornaments, has 
leased space in the Horne Building at 
86 Essex Street, Haverhill, Mass., 
where it will transfer operations in the 
near future. 

Anthony J. Salamone, treasurer, said 
the company was moving to Haverhill 
in order to be close to its customers in 
the New England shoe trade. The com- 
pany sells principally to New England 
shoe firms. 

A section of the Brooklyn plant is 
being moved to Haverhill this month 
and a complete transfer will be made 
Mr. Salamone said. The com- 
pany’s name in Haverhill will be Minna 
Novelty Co., Inc., a new Massachusetts 
corporation. It will employ about 40 
workers at the outset of operations but 
hopes to expand this to 100 in the near 
future. 

Officers, in addition to Mr. Salamone, 
include James Trizzino, president, and 
Edward Massey, 


soon, 


sales manager. 


Puritan Mfg. Co. Moves 
Offices to Torrington 


BostoN—Puritan Manufacturing Co., 
of Boston, has moved all its depart 
ments to new headquarters at its manu- 
facturing source in Torrington, Conn., 
according to J. R. Lingley, manager of 
the company. The company, which is 
a division of the Torrington Co., manu- 
factures high speed wax and dry thread 
machines for the and other in 
dustries. 

The move will enable Puritan to im 
prove its machines and expand its 
research, Mr. Lingley said. 

The company will retain its service 
department for the New England ter- 
ritory at 210 South Street, this city, 
where Irving H. Stevens will be in 
charge of the New England territory. 
Edward Tamulonis will service the 
eastern states territory. 


shoe 


January 15, 1957 





joined the 


Second Thomas Atkinson 
Joins Atkinson Shoe Corp. 


BostoN—Another Thomas Atkinson 
has joined the shoe industry. He is the 


third generation of the Atkinson Shoe 
Corporation in Boston. 

Thomas E. Atkinson, recently sepa 
rated from the Army as a first lieu 


tenant after serving for two years with 





THOMAS E. ATKINSON 


Field Germany, has 


Shoe Corporation 


the Artillery in 
Atkinson 
He will travel in territory from 
Baltimore south through Washington 
Virginia, North and South Carolina. 

He is a graduate of St. Sebastina’ 
Boston Class of 
1954. He is named for his grandfathe: 
Thomas F. Atkinson, for many 
years was called the ‘dean of the 
in Boston.” 


the 


School and College, 


Ww ho 
hoe 


business 


New Maine Plant Opens 
SCARBOROUGH, ME.—York Shoe Corp 
has been organized to manufacture wo 


men’s hand-sewn footwear in the for 
mer Scarborough Piltry Building lo 
cated here. 

The new shoe firm, which will em 
ploy some 40 workers at the outset, 


will have an estimated annual payroll 
of $150,000. President and founder is 
James Glassman of South Portland, a 
veteran shoe manufacturer of the area 
and most recently as with 
Surrey Shoe Corp. of Portland. 


sociated 


York will provide the town of Scar 
borough with its second major industry 
Operations have limited 
scale and production will be 


begun on a 
increased 


oon. 


To Sell Laconian Line 


LACONIA, N. H.—lIrving Selig, pre 

dent of Laconian Shoes Corporation 
manufacturers of infants-to-teen 
shoes, has announced the appointment 
of Marvin Wurtzman as sales repre 
sentative. Mr. Wurtzman will sell! the 
Laconian line in western Pennsylvania, 
West Virginia and Ohio. He makes his 
home at 1519 Asbury Place, Pittsburgh. 
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MEN'S SHOES 


HARBECK Footwear Co. 


216 Pearl St., Sioux City, lowa 

are distributors for SHAW NATION 
ALLY ADVERTISED men's shoes in 
Western lowa, Nebraska, North and 
South Dakota and Minnesota 
to retail from $8.95 to $12.95. We 
complete floor stock of all 
Shaw shoes, in widths! Write 

TODAY for details 
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have a 







New three 
eyelet underlay 
pattern, soft brown 
long-grain leather, black 
French cord binding around 
end vamp underlay, natural 


quarters 
welt, white stitch on welt, right and left 


quarters, steel arch, full grain insole 
Pacifate twill lining, leather sole, on 
Shaw's No. 14 combination last 
IN-STOCK 


M. T. SHAW, Ine., Coldwater, Mich. 





JOBS 





CANCELLATIONS 
COME TO PHILADELPHIA 


YOUR OPPORTUNITY TO BUY SHOES 
AT LOWER PRICES DUE TO 
OUR LOW OVERHEAD 
BEST KNOWN BRANDS IN AMERICA 
MEN'S WOMEN'S CHILDREN’S 


M. L. C. SALES CO. 
48 N. 3rd St. Philadelphia, Pa. 
MArket 7-0823 
WM. CEASAR MARCUS LUBER 
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Everyone Who.Knows C 
SURPLUS SHOE 


from best source 


at action price 


BARIS cance | 


79.81 READE ST., N ys 








BOX HANDLERS 





YOU 
REACH 


THE 


HIGHEST 


BOX 





Patented 





with LONG ARMS quicker, easier, safer, than 
by any other method. And you return the empties 
upside down Long Arms with any handle 


length up to 60 $3.50; with 72" handles, $4.50 
Postage prepaid in USA. Specify handie length 
desired and if for men's or women's boxes 
Satisfactic guaranteed. Your jobber or 


CARL BEEMAN 
Cedar Heights Road Stamford, Conn. 
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For Over 41 Years 





Headquarters For 


CANCELLATION 
STORES 






Lowest Prices 


Quolity Brands 
Largest Stocks 


by be? 
MOSINGER-COHN 


All Price Ranges 








Washingto St Lovis 3. Me 
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Obituaries 


[CONTINUED FROM PAGE 99] 


William F. Hering, Sr. 

St. Lovuis—William F. Hering, Sr., 
retired general supervisor of Interna- 
tional Shoe Company’s maintenance 
foremen, died in St. Louis. He was 72 
at the time of his death, and had re- 
tired from International in 1949. 

Mr. Hering was in charge of all en- 
gines, generators and boilers in com- 
pany locations. He assisted in the 
development of the edge trimming ma- 
chine which is used exclusively in In- 
ternational’s plants. 

Survivors include a son, William F. 
Hering, Jr., and two daughters, Mrs. 
Walter B. Pfeiffer and Mrs. R. C. 
Hercules, all of St. Louis. 


George F. Boldrick 

SAN Deco, Cauir. — Friends of 
George F. Boldrick were saddened by 
his death last month from a coronary 
attack. 

Born in Dennison, Texas, he moved 
to San Diego some 40 years ago and 
was one of the pioneer business men 
of that area. Mr. Boldrick had spent 
a lifetime in the shoe business, starting 
his career in the Lone Star state prior 
to World War I. When he moved to 
San Diego in 1916, he was associated 
in the shoe business with his brother, 
Tom, until his retirement in 1947. 

He was the father of George Bold- 


rick, Jr., owner of Boldrick’s Junior 
Shop in the North Park area of San 
Diego. 


Harry Selig 


Los ANGELES—Retailing circles suf- 
fered a loss this month when Harry 
Selig, 60, fell to his death from the 
window of his seventh floor apartment 
at the Park La Brea Towers. Mr. Selig, 
one of southern California’s best known 
shoe salesmen, had been employed for 
the past 15 years by I. Magnin at 
their Beverly Hills Store. 

Besides his widow, Mr. Selig leaves 
a half-brother, Herman Seligman, and 
a sister, Mrs. Harry M. Popkin, wife 
of the motion picture producer. 


Harold Tuckwood 


PHILADELPHIA—Harold Tuckwood, a 
shoe salesman for the Geuting shoe 
store, died at his home in West Phila- 


- 


delphia. He was 52 years old. 


Mr. Tuckwood started his employ- 
ment with the shoe store in March of 
1948 and worked at the Chestnut 


Street store in center city for several 
months. He was transferred to the 
Ardmore store where he worked until 
his death. 

Surviving are his widow, Ladell H.; 
his mother, Mrs. Annie Tuckwood, two 


sisters and three brothers. A brother, 
Arthur J. Tuckwood, is the women’s 
shoes buyer in the Philadelphia store. 





Meyer Sopenoff 


PHILADELPHIA — Meyer Sopenoff, a 
retail shoe merchant, died at the Ein- 
stein Center, northern division. He was 
77 years old. 

Mr. Sopenoff operated a shoe store 
at his home in North Philadelphia for 
50 years. He was secretary and trea- 
surer of the Kneses Israel Anshei 
Sfard Synagogue, secretary of the Max 
Bernstein Free Loan Association and a 
member of the Jewish National Far- 
bond. 

He is survived by a daughter, Mrs. 
Dorothy May, and two sons, Alexander 
E. and Samuel A. 


Manuel F. Carrellas 

Newport, R. I.—Manuel F. Carrellas, 
76, for many years proprietor of a re- 
tail store in this city, died in a local 
hospital. He had been ill only a short 
time. 

He was born in the Azores and came 
to this city in 1900. Eight years later 
he started a retail shoe business. He 
was one of five persons selected to es- 
tablish the Jesus Savior Church and 
had been one of that church’s trustees 
since its founding in 1926. 

He is survived by his widow, three 
daughters, and six sons. 


R. Donald Sullivan 


ENnpicort, N. Y.—R. Donald Sullivan, 
51, sales representative for Endicott 
Johnson Corporation in the Minneapolis 
and St. Paul area for the last 20 years, 


died suddenly December 23 in the 

Swedish Hospital, Minneapolis. 
Surviving are his widow and two 

sons, all of Minneapolis; and _ his 


mother and a sister, both of Endicott. 


Edward K. Dennis, Jr. 


CuHiIcaGo—Edward K. Dennis, Jr., 
midwest representative of the French, 
Shriner & Urner Manufacturing Com- 
pany, was killed in an automobile crash 
near Moberly, Mo. He had been on a 
business trip. 

His father, Edward K. Dennis, Sr., 
is also associated with the firm. 

In addition to his parents, his widow 
and a son survive. 


John E. Conley 


BrockToN—John E. Conley, 65, a 
sales representative for Droukas 
Leather Co. of Brockton for the past 
12 years, died of a heart attack at his 
home in Brockton. 
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SALESMEN WANTED 


FOR SALE 


FOR SALE 











OPPORTUNITY! 


We have several openings for side line rep- 
resentatives for our wonderful line of open- 
stock, in-stock low priced Juvenile Footwear. 
All open territories are well established 
6% commission, plus bonus. Write: 
NEIL CARLSON, SALESMANAGER 
SEABOARD NATIONAL SHOE COMPANY 








529-535 W. Pratt St., Baltimore 1, Md. 








SALESMEN WANTED 


To carry line of Children's Pre-Welts and 

Cements. Luther Brand, Stock and Make Ups; 

Commission basis. Can be carried with 

non-conflicting Line. Established territories: 

Kentucky, Ohio, Minnesota, Oklahoma and 

Texas. Reply, with references. 

THE KEPNER SCOTT SHOE CO., INC. 

igsburg, Pa. 











ALESMEN WANTED TO CARRY ONLY 
IN-STOCK LINE of Men's Work, Dress, 
and Specialized Outdoor Types. Commission 
only All territories open subject to previous 
successful application. Reply to Box 887, Boot 


and Shoe Recorder, Chestnut & 56th Streets, 
Philadelphia 39, Pa 
ALESMEN: EXPANDING LINE OF ES 
TABLISHED ATHLETIC, OUTDOOR, 
WORK, AND CASUAL FOOTWEAR, Should 


call on Independent Retailers, Army Navy, and 
Sporting Goods Stores Co-Line acceptable 
Pennsylvania and Mid-west openings. Commis 
sion. Reply to Box 888, Boot and Shoe Recorder, 
Chestnut & 56th Streets, Philadelphia 39, Pa 


S \LESMAN TO CARRY LINE OF LADIES 
“" HANDBAGS 


suitable for shoe stores and 

others We cater to shoe accounts and line 

in be ca ed with uur shoes Territorial 

rights Drawing account against commission 

State territory covered Reply to Box 889, 

Soot and Shoe Recorder, Chestnut & 6th 
Streets, Philadelphia 39, Pa 


100% Down Town Location 
Seven Nationally Known Brands 


year around business for sale at once 





MEN'S SHOE STORE FOR SALE 
IN MIAMI, FLORIDA 


32 Years Selling High-Grade Men's Shoes in Down Town Miami 
A splendid opportunity for one man operation 
No Charge Accounts 
ment 3 years old. Low Inventory at present would take only small amount of 
cash. Due to the death of my father, Sam H. Bailey, Sr. | am offering this 


SAM H. BAILEY, JR., 78 N. E. 2nd Ave., MIAMI, FLA. 


4 year lease 


All Fixtures and Equip 


Write or apply in person 








OR SALE 

Massachusetts city; 
interests. Asking price 
month, Main Street location. Grossed $32,000 
in 1955. MINUTE MAN REALTY COM 
PANY, 45 Merrimack Street, Lowell, Tele 
phone: G. L. 2-7896., 


FAMILY SHOE STORE, large 
reason for selling, other 
$11,500 Rent $300 


AMILY SHOE STORE FOR SALE in New 

ark, New York. Inventory low Retiring 
after 45 years. RAYMOND E. COMBES, 
irk, New York 


New 





PARTNER WANTED 





ANTED WORKING PARTNER, witli 
capital, for new retail shoe venture in De 
troit. Prefer middle age or retired gentleman 
Qualified by retail or factory sales experience 
Please submit recent photo and resume by mail 
to: WALTER McNALLY, Ethical Pre 
cription Shoe Fitters, Allen Park, Michigan 





SIDELINE SALESMAN WTD. 





HOE ORNAMENTS, BOWS AND FOOT 

SOX Pocket size samples. Manufacturer 
offers highest commission. Reply to Box 556 
Boot and Shoe Recorder, Chestnut & 56th 
Streets, Philadelphia 39, Penna 





POSITIONS WANTED 





PRODUCTION AND DE 
all types of shoe factories 
Reply to Box 886, Boot 
Chestnut & 56th Streets 


E> PERIENCED 

“ TAIL MAN in 
Willing to relocate 
and Shoe Recorder, 
Philadelphia 39, Pa 


MAN, AA-1 ORTHOPEDIC 


Technician, desires connec 


SHOK SALI 
MECHANI( 


tion with fine patronage. 20 years’ experience 
Reply to Box 875 Boot and Shoe Kecorder 
Chestnut & 6th Streets, Philadelphia 39, Pa 





CLASSIFIED 
ADVERTISING RATES 


UNDISPLAYED 
20¢ a word 
Minimum (18 words). .$3.60 
Box number, extra... .$2.40 
Your name and address 
charged at word rate. 
Street number one word 


DISPLAYED 

$14 per inch 
Maximum, 46 words to the 
inch. All material must be in 
our office 20 days prior to 
publication date. 


NOTICE: 
Classified Advertising 
is payable in advance 








Chestnut & 56th Sts. 
Philadelphia 39, Pa. 


Here is my want-ad: 


Name (please print) 


Street 





ORDER BLANK 


BOOT AND SHOE RECORDER 


City 


Please check if box No. is Wanted (} | 


State 


Enclosed is Check (1) 
Money Order (1) 








January 15, 1957 
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WANTED TO PURCHASE 








TOPPS PAYS THE TOPS 


We retail) our 
for men 
Complete shoe 


TOPPS SHOE STORE 
4112 BERGENLINE AVE. 
UNION CITY, N. J UNion 3-6413 


shoes and can pay top 
women's and chil 
stores Coti- 


doliar 
dren's shoes 
sidered 














FOR RENT 





AVAILABLE u 


hor 





About Shoe People 


[CONTINUED FROM PAGE 105} 


Shave Inc., at 15333 Live 


Detroit, ha 


Lyon 
Avenue 


ne ince the opening of a 


increased its busi 
municipal 
with meter service in the 
About 


the cits 


parking lot 
rear of the 


vere condemned b 


tore nine nhous¢ 
to provide 
timated 300 


parking pace for in @ 


ars in the area, The store is operated 
Irving Lyons, in association with 
or LeRoy and Arthur Lyons 
Julian Gannaway ha een named 
manager of the Howard Shoe Store at 
1177 S Kkdgewood A 
Fla The 
operating in 
Florida, It i 


ray Hill Shopping Center 


venue, Jacksonville, 


tore 1 one of a group of 


12 now north and weat 


located in the new Mut 


The Pomp Bootery, operated by Jos- 


eph Hudgins, has opened a shop in the 


Oceanside Shopping Center, Pompan 


Beach, Fla. 1. Miller shoes are featured 


Jack Rubenstein of the Rocheste 


ample Shoe Store, announced the ad 


dition of 1.500 square feet to the 


ores children’s and teenager 
1,200 


depart 
ment, creating a total of quare 
feet in all department t 


“iliso ha been added 


Karl 
Baker’ 


street, 


Houk, assistant 


Shoe 


manayer of 


Store at 3139 Biddle 
Detroit, has been 
manager of the store. He 
Van Meter, who has 
managerial post 
Store 


promoted to 
ueceeds Roy 
taken anothe: 
Edison Brother 
, of which Baker's i 


with 
a division 

Felice and Mario Petrarea hav 
moved their Roadside Shoe Centre from 
277 Waterman Avenue to 284 Taunto 
Avenue, East Providence, R. I. The new 
tore 1s 26 by 46 feet, which i 
This is the 


econd major expansion since it 


twice 
the size of the former unit 
tore’s 
Was started six years ago. All three 
stores have been in the downtown city 


center 


The Jones-O’Neal Shoe Store in 
Wichita, Kan., has added a Red Cross 
shoe department, giving the firm one 
of the largest selections in the state. 
Bert P. Jones of Wichita, who has a 
of 25 years in the shoe 
manager of the department. 
Before coming to Wichita, Mr. Jones 
was manager and co-owner of a shoe 
clinic in Enid, Okla. He was formerly 
associated with the Walk-Over shop in 
Wichita 


background 
business, is 


Salvatore Alberico, of 702 Blandina 
Street, Utica, N. Y., has been appointed 
manager of Spencer Shoe Store, 209 
Genesee Street, that city. He has been 
Utica all of his life ex- 
he managed the 


Newburgh, N. ¥ 


a resident of 
cept for two years 


Miles Shoe Store in 


The Thom McAn 
Street East, Rochester, 
closed and combined with the 
McAn unit at 151 Main Street 
Joseph C. Nicolosi is manager of the 
latter. William F. Kelly, who managed 
transferred 


Main 
N. Y., has been 
Thom 
Kast. 


store at Bo 


the closed hee! 


to 151 Main 


tore, Na 


Street East 


Reuben Miller and his brother, Carl 
Miller, recently celebrated their fortieth 
anniversary In tne noe business in 
Cedar Falls, lowa. With a third brother, 
Joseph, the Mille purchased the 
Leader Shoe Store at 310 Main in 1916 
continued to it evel 
1944, leaving the 


to carry on the busine 


ind have operate 


Joseph died in 


ince 


two brother 


Opens Third Store 

DALLAS, TEX The 
Shoe Stores, established in 
opened their third 
Akard Streets here 
Zaner 


The new 


Allan Frank 
1949, have 
Elm and 
F rank 


unit at 
Owner is J 


tore specializes in women’ 
hoes, hosiery and handbag It is the 
third addition to the firm 
established seven years ago 
Edward M. Kriss, associated with the 
Allan Frank organization 
ginning, is 


ince 1t Wa 


since its be 
manayer of the new unit 


Store in New Location 


BIRMINGHAM, ALA After eight 
mall shop, Izz Eubanks 
owner of the Sample Shoe Center, has 
at 2017 Second 
The new store, just across the 
triple 


years In a 


moved to a new location 
A venue 
treet from the old location, ha 
the space of the old one 

A native of Birmingham, Mr. Eu 
hoe buyer for 


banks was a large de 


partment store here before going into 


business for himself 


Opens Ski Department 


CHEYENNE, WyY0.—Peoples Sporting 
Goods, 217 West 16th St., has opened 
Cheyenne’s first complete ski depart- 
ment. In addition to ski boots by 
Sandler of Boston for men, women and 
children, the new department also 
features skating shoes. 





WANTED TO PURCHASE 











CASH PAID FOR 
SHOE STORES 


CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


101 DUANE ST. NEW YORK 7, WN. Y. 
Telephone WOrth 2-2515 














MORRIS BAYROFF 
formerly with M & R Shoe Co. 
1S NOW LOCATED AT 
157 DUANE ST., N.Y.C. 
Telephone REctor 2-4249 
Highest Prices Paid for 
Complete Stores & Closeouts 
Leases Assumed 











WE BUY 


Your BRANDED 
and DISCONTINUED 


SURPLUS STOCK 


Write or Phone 
LOmbard 3-2062 


CAMITTA SHOE CO. 
120 No. 4th St. Phila. 6, Pa. 








MERCHANTS’ NEEDS 











Vi ADVERTISING 
IDERS 
0 


so CU, 


—here's how to get 
More Business! 


HE Vincent Edwards Idea Clipping 
Ts has over 2000 satisfied users 

Each order filled according to what 
you want; wholesalers usually request best 
retail ads; manufacturers usually want ada 
of competitive brands 

You will find that a study of newspaper 
ad clippings is the quickest and least ex- 
pensive way to keep in touch with what's 
going on 

Use coupon below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course 
Se e222 2 2 2 ee ee eee eee eee eee 


VINCENT EDWARDS & CO. 


World's Largest Advertising Service 
Organization 
342 Madison Ave., New York City 


Please tell me more about your news 
paper ad clipping service and special short 
term trial offer. 


DULY 


City 
Name 


Company 
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WANTED TO PURCHASE 


WANTED TO PURCHASE 





DEAL WITH CONFIDENCE 
WITH THE ORIGINAL 


SAM CAMITTA & SONS 


New Address 138 Duane St. 
COrtiandt 7-6378-9 New York 13, N.Y. 


Foremost Cash Buyers of Fine 


Shoe Jobs Since 1906 


Surplus Stocks ® Closeouts © Complete Stocks 
Your Name and Brand Protected 





Come over quick! 
My slow moving 
stock is 


BETTER 
CALL “UNCLE” 
LOUIS 


For the answer—phone or write 


LOUIS CAMITTA & SON 
91 READE ST., NEW YORK, N. Y. 


WO 2-5063 
formerly with $. CAMITTA & SONS 











TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 


EDDY SHOE COMPANY 
ALWAYS RELIABLE 

132 No. 4th St. 
Phone: LO 3.9533 


Phila. 6, Pa. 











MY HOBBY 


Buying, Selling Shoes for 37 years 
CASH TOP PRICES 
For Discontinued Stocks 


HARRY HESS 
76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-896! Beekman 3-767! 




















SURPLUS SHOES 
CANCELLATIONS 
COMPLETE STORES 


re oe fam ac 


and P ite on s shoes. 


y= ete FOR OVER 41 YEARS 


MOSINGER-COHN 


1235 Washington St. Lovis 3, Mo 


BARIS BUYS for CASHZ7//7/77777Z 


Quick decision on your offers of discontinued and 


N 6 A Me } S surplus men's, women's and children's shoes. 


Also complete stores considered 


THE NATION’S FINEST 
GANCELLATION SHOES 


79-81 — all 


Jobs in Fine Shoes From Fine Sources Since 1931 


* New York 7, oo 


> Tel: a 2. aie 





WANTED TO PURCHASE 


eI 


V Quality Shoes \ Complete Stores 
J CLOSEOUTS OR SURPLUS 
from Mfr. or Retailer 
Any Quantity .. . Any Time! 








= 


1 0@e@ G20 t teseeare &t Bihe 


For Quick Action, 
Write, Wire or Phone 


es 


= CE 1-4898 
QUALITY SHOES SINCE 32 


CE 1-3762 


5 
| © swHie IN TOWN SEE Weit* 3 





ARRONSON 
PAYS MORE 


FOR YOUR JOB LOTS & CLOSEOUTS 
YOUR NAME & BRANDS PROTECTED. 
LEASES ASSUMED FOR OPERATION 


NOTHING TOO LARGE OR TOO SMALL 


George J. Arronson Associates 
157 DUANE ST., NEW YORK, N.Y 
RECTOR 2-4170-4171 

















Max L. Meltzer, Pres. 


WE PAY MORE fo -aus0 WE ARE RETAILERS 





WE BUY MEN'S, WOMEN'S AND CHILDREN'S BRANDED SHOES. 
FOR QUICK ACTION WRITE, PHONE OR WIRE COLLECT 


HEMPSTEAD SHOE CO., INC., 269 FULTON AVE., HEMPSTEAD, L. I., N. Y. 


Ivanhoe 1-9830 





for 

« closeouts 

¢ surplus 

¢ discontinued 
lines 

¢ complete stores 


BROITMAN- 
GAFFIN SHOES 


* BE 3-7290 
146 DUANE ST., N.Y. C. 





WE BUY CLOSE OUTS 


Phone or wire 


B. & R. SHOE CORP. 
74 READE STREET 
NEW YORK 7, N. Y. 
WOrth 2-6358 





B.& R. PAYS THE LIMIT 


COMPLETE SHOE STOCKS Cc 
LEASES ASSUMED A 
peal YOUR NAME PROTECTED S 


Ben LaMonica 
Ralph Vogel 








WE PAY CASH 


for your 


* SURPLUS STOCK 
* DISCONTINUED LINES 
* CLOSE-OUTS 
Entire Stock or Portion 
High Quality Shoes Preferred 
Ladies’ * Men's * Children’s 
BARSH & CO. "ste 
Write or PHONE - MA 7-1666 
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Endicott Johnson Employes 
Taking College Courses 

BINGHAMTON, N. Y.—About 30 Endi 
cott Johnson Corporation employes are 
participating in this semester’s pro- 
gram of company subsidized study at 
Harpur College and Broome Technical 
Community College 

Under a system inaugurated by the 


company in 1954, the firm pays one 
half of the tuition to employes who 
successfully complete evening studies 
at one of the institutions. 


Only limitation on the nature of the 
courses is that they be related in some 
way to the employe’s work or to a pos- 
sible promotion in a related field. 


King Leather Employes 
Share in Profits 


BROCKTON, MAss. The workers of 
King Leather Products, Inc., of Brock 
ton, manufacturers of leather lining 
and cushion covered insoles, received 
profit-sharing checks totaling more 
than $1000 as a result of the company’s 
uccessful operation this year under a 
profit-sharing program established by 
the company. 

The firm recently purchased the Lin 
coln Webbing factory at 144 Hayward 


\venue, Brockton, which they have 
modernized for their expanding pro 
duction. The growing company ha 


maintained a record of steady employ 


ment for the past five yea The firm 


was formerly located at 1134 Montello 
Street, Brockton. 

Officers active in the company are 
Merton D. Minsky, president; David 
Minsky, vice-president; Charles V. 
Rubin, treasurer; Katie Minsky, clerk. 


Granite State Rubber 
Opens New Plant 

BeRLIN, N. H.—The new $200,000 
plant of Granite State Rubber Co., pro- 
ducer of rubber footwear and casuals, 
has been formally opened after dedi- 
cation ceremonies held at the plant. 

James O’Neil, vice-president of the 
firm, said close to 150 workers will be 
employed in the new plant in addition 
to another 150 already at work in 
Granite State’s other Berlin plant. 
Personnel will consist mostly of women. 


Fleeman Joins Brown Shoe Co. 


St. Louts—Bert Fleeman has _ re 
cently joined the Mound City division 
of Brown Shoe Company. In his new 
Mr. Fleeman will style and 
service all of the women’s California- 
type shoes handled by the division. Mr. 
Fleeman has had more than 20 years’ 
the retail chain 


capacity 


experience in shoe 


business. 
Company Plans to Increase 
Kiwi Polish Production 


POTTSTOWN, PA.—‘‘There is some 


reason for caution about the coming 
year, but this does not mean there is no 
reason for optimism,” said Lawrence 
Emley, president of Kiwi Polish Co., in 
a year-end statement. “The consumer 
has money to spend, and despite what 
appears to have been a record Christ- 
mas he will continue to have 
savings and sizable income to keep him 
in the market. 

“Our position in the shoe polish in- 
dustry is one of meeting exceptionally 
stiff competition with a quality product 
that sells at a slightly higher price than 
the merchandise of others who are 
leaders in the country. 


season, 


“By producing top quality products, 
which can catch both the imagination 
and the appreciation of the customer, 
we feel that we cannot merely maintain 
our position as one of the top four 
sellers of shoe polish in this country 
but can enhance it. 

“As all business 
learn, it may be a bit more difficult to 
sell merchandise during 1957. That 
means a manufacturer will have to sell 
harder, merchandise better, and win 
more friends. 


enterprises must 


“During the coming year, supported 


by product research and market re- 


search, the Kiwi name should enter 
more American homes than ever be- 
fore. We estimate a 20 per cent in- 


crease in sales during 1957 and expect 
to expand our plant in Pottstown to 
meet this increasing demand. 





Coming—five months from now! 


BOOT and SHOE 


Recorder 


eDth Anniversary Issue 


June 15, 1957 


Highlighting the history, romance and progress of the shoe in- 


dustry. A stimulating projection into the future of standards, 


production, prices, styling, stores, store operation, equipment, 


and merchandising are a few of the many fascinating features 


to be published in this Diamond Jubilee number. 


BOOT and SHOE RECORDER 


Seventy - five Years Recording the American Shoe Standard of Living 


ADVERTISERS—MAKE YOUR SPACE RESERVATION NOW! 
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Advance Theatrical Shoe Co. 
Alden, C. H., Co. 

Allied Kid Company 
Altschul, Julius, Inc 
Amalgamated Leather Cos 
American Biltrite Rubber 
Arronson, Geo. J., Assoc. 


B. & R. Shoe Co 

Sain Corp : vr 101 
Baris Shoe Co., Inc 108, 116, 119 
Zarrett & Co., Inc .40, 113 
3arsh & Co. ... 119 
jass, G. H., & Co. . 80 
3ayroff, Morris 118 
3eckwith-Arden, Inc 38 
Beebe Rubber Co . 113 


9 


Berned Shoe Co 92 


9 


Cambridge Rubber Co 27 
Camitta, Louis, & Son 119 
Camitta, Sam, & Son 119 
Camitta Shoe Co ; 118 
Carter, J. W., Co 121 
Cavalier Company .. » 102 
Chairmasters, In 83 
Chesbrough, G. W., Co as 111 
Colonial Tanning Co 3rd Cover 
Compo Shoe Machinery Corp 11 
Converse Rubber Co 9] 


D& hk 11] 
Du Pont, E. IL., de 
Nylon 
Quilon .. 
Dickerson, Walker 


Nemours & Co., Ine 


Economic Development of Puerto Rico 10: 
Eddy Shoe Co ‘ 119 
Kdwards Shoe, Ine 423 
Edwards, Vincent 118 
Enna Jetticks 9 


Kphrata Shoe Co 76 


Five Star Footwear Co 


Fruchey Service Co. 


Gardiner Shoe Co 

General Split Corp 

Gerberich-Payne Shoe Co 

Gilbert Shoe Co 

Goding Boot Co oa 

Goodrich, B. F., Footwear Co 

Goodyear Tire & Rubber Co . 6-7 
Green Shoe Mfg. Co Back Cover 


Harry Hess ve 119 
Hempstead Shoe Co., In« 119 
Herbst Shoe Mfg. Co 12 
Heydays Shoes, Inc. 4e 
Hood Rubber Company 46 
Hubschman, E., & Sons, Inc 2nd Cover 
Hussco Shoe Co , 104 


Ideal Shoe Co 5 
Iselin, William, & Co 
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Kings Footwear Co 
Kling Theatrical Shoe Co 
Kreider, A. S., & Son Co 


Laconia Shoe Co., Ine 
Lawrence, A. C., Leather Co 
Levor, G., & Co., Inc 

Lion Sandals, Inc 


Long Arm 


Markell, Maurice, Shoe Co 
Milwaukee Chair Co 
MLC Sales 


Modern Orthopedic Appliance Co., 


Mosinger-Cohn Co 


Nashua Footwear Co 


Ohio Leather (« 


Peek-A-Boot, In 
Phillips-Premier Corp 
Potvin, R. J., Shoe Co 


Rochester Shoe Tree Co 
Romito-Donnelly Co 
Ross, A. H., & Son 


Sabin, B 
Sebago-Moc Co 
Shaw, M. T., Ln 
Sherman Bro 


Stacy Adame 


Taylor, EF. E., Corp 
Taylor, Thomas, & Sons 
Tingley Rubber Corp 
Tyer Rubber Cc 


United Shoe Machinery Corp 
Duralene 
Hub Adhesives 
Service Part 
Machinery 


Vaisey-Bristol Shoe Co 
Viner Bros., Inc 
Virginia Oak Tannery 


Weil, M. K., Shoe Co 
Wellco Shoe Corp 
Wolf Brother Inc 


Yankee Shoemakers 


Youngsters Shoe Mfrs 


Inc 
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They buy with 
these boots on... 


GODING 
BOOTS 








"Wellington 


Slip a pair of smartly styled 


Goding “Wellingtons” on the 
cyclist, military man, or #tu- 


dent. . and the boot sells 


+ 


itself. Goding “Wellingtons” 
are built to the exacting spe- 
cifications of the Australian 
aviators who originated them, 
with careful attention to 


every glamorous detail. 


In all sizes for both men and 
boys, of famous Goodyear 
Welt Construction, Goding 
“Wellingtons” offer your cus- 
tomers more style and more 
wear for less money ... with 
a full mark-up for you. 


Write today for free 


full-color catalog of the 


entire Goding Line 


* 


GODING 
BOOTS 


INC. 


PARIS, ILLINOIS 














Shoe ready for United's i 


Forepart Cement Laster 





Shoe after lasting in United's 


Forepart Cement Laster 





Here is a new machine that will produce a high quality job of cement 
forepart lasting in three seconds. Long production runs in many shoe 
factories have shown that the GAM Forepart Cement Lasting 
Machine Model A can cement-last between 2,000 and 3,000 pairs 
per day. 

The balanced pincer pull which acts on both sides of the shoe si- 
multaneously, properly tensions and distributes the upper stock. 
Heated flexible wipers wipe and iron down the stock, giving well de- 
fined featherlines without additional ironing. 

The lasting cycle starts automatically as the shoe is placed into the 
machine. Pincers grasp and tension the forepart lasting margin. 
Flexible heated wipers come in and wipe the stock over as the pincers 


release. The wipers then press the upper stock firmly down onto the 


insole. Pressing a button releases the lasted shoe. The machine ad- 
justs itself for left and right shoes alternately but may be set to repeat 
on either side. 

If you would like to step up the quality and speed of the forepart 
lasting operation in your plant, contact your local UAE represent- 
ative for further information and to arrange for a trial. 


United Shoe Machinery Corporation | WAC 


Boston, Massachusetts 


Boot and Shoe Recorder 








YEAR 


1946 
1947 
1948 
1949 
1950 
1951 
1952 
1953 
1954 
1955 


TOTAL 
DELIVERIES 


24,522,189 ft 
28,233,690 ft 
25,085,65! ft 
23,260,878 ft 
22,699,349 * 
14,781,037 ft 


21,764,603 ft. 


27,988,434 ft 


29,727 360 ft. 


ALA ft 


COLON! AL 
DELIVERIES 


11,1 55,056 ft 
12,470,179 ft 
14,406,217 ft 
13,726,237 ft 
13,955,302 ft 
8,699,922 tt 
10,829,664 ft 
13,380,311 ft 
13,902,831 ft 


15,931,177 


COLONIAL 
PERCENT AGE 


45% 
44% 
57% 
59% 
61% 
58% 
50% 
48% 
47% 
47% 


10 year average 5\% 


ONLY THE BEST IN PATENT LEATHER 
COULD WRITE A RECORD LIKE THIS! 


over the 
past 10 years 














seen se ec a 4 os Pa 


